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Charles Coe 


He has spent 21 years in Greenfield's service, 
much of it as District Sales Manager in 
New York City Happy, congenial 


of friends who look to 
small tool selling 


hosts 
advice on 


has 


**Charlie™’ 
him for 


Look for 
Your Friends 
On This Page 


Maybe only a few of these men will 
be known to you, even by name. But 
of them is interested in 
seeing that you get quick action on 
the orders that you send to Green- 
field. This is your chance to see what 
they look like and get a little bit ac- 
quainted. 


every one 


Do You Have 
Any Garage Trade? 


Today many mill supply houses are 
operating an auto parts department, or 
getting quite a bit of business from 
regular customers who operate fleets 
of trucks of their own. All such will 
find this new Greenfield Small Tool 
Manual of the Automotive Trade a 
real help in getting this business com- 
ing their way. Send for copies if you 
have none on hand. 
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Louis Battey 


Here's the man that handles your orders for taps 
and dies. Louis has been at Greenfield for 16 years 
and as manager of our Small Tool Department, his 
experience can be tremendously helpful to every 
Greenfield customer. 
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ELD'S 


GREE 
TOOL LINES 


Screw Plates 
Taps 

Dies 

Twist Drills 
Reamers 
Gages 

7. Pipe Tools 

8. Machine Tools 


1. 
2. 
3. 
4. 
3. 
6. 








Simplify 


Your Selling 





Serew Plates 
Selling Well 


We find that periods of relatively 
slack business always produce a sur- 
prising demand for screw plates. 
Many companies take such opportuni- 
ties to repair and refurbish much of 
their equipment. Machinery is re- 
arranged. Piping and conduits gone 
over. It always develops Screw Plate 
and pipe stock and die business. 


— 





F. W. Strecker 


New England tool users all know *‘Fred”, 
who has devoted 42 years of his life to 
making and selling Greenfield Tools. A 
plant manager for many years, he has an 
unusual knowledge of tool engineering and 
manufacture. 


Distributors who have been using the 
Greenfield Screw Plate Display Rack 
all report stimulated sales. It can be 
furnished for’ either “OK” or our 
famous “Little Giant” brand. 





Obsolescence al93i 
Selling Argument 


Leading industrial papers are stressing 
the importance of starting 1931 by re- 
placing obsolete machinery. Manufac- 
turers are beginning to look askance 
at machines that are of voting age. 


Newer and more powerful machines 
require better small tools. Quality is 
becoming a greater argument—price a 
lesser one. Are you in line with the 
1931 developments? 
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Mill Supplies 
Bel ieves— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 
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MORSE DRILLS are uniformly 
able to stand up under lon, 
hard service, and uniformly able to 

—— put extra production ability into 


High Speed and Carbon drill presses. They are made and 
a _ are purchased with this one 
CUTTERS = 
er ae idea in mind—increased production. 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 


| ~~<==.| 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 
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hat ene 
GOOD JOB 
WELL DO 


HE Industrial Supply Distributor by laying himself open to the inroads of keen 
competition from manufacturer as well as the every-day competition of his 
business rival is scarcely giving himself an even break. 




















Republic, in the belief that the Distributor is necessary and economical—and 
backing that belief with seven years of constant effort to promote the Industrial 
Supply Distributor’s economic position—believes that they will soon occupy the 
economic position in which they belong. 


Republic's 5-point Sales Policy has undoubtedly contributed its share to this end. 


a THE 5-POINT SALES POLICY *®* * * * * 


1. Aline of rubber items sufficiently complete to permit effectively supplying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering service results that should reasonably be 
expected. 


3. A price basis inducing and making possible aggressive competition with reasonable profit return. 


4, Freedom from competition from his source of supply, either direct or indirect, among the trade covered by his 
day to day solicitation. 


5. Selling helps of reasonable amounts so that his sales force may be given the advantage of specialized 
training and a knowledge of the product sold. 


" THE REPUBLIC RUBBER COMPANY 
| YOUNGSTOWN, OHIO 
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BUY YALE 


from your 























Se 





A *phone call to your Industrial 








Supply Distributor will bring prompt 
delivery and service on any size or 


type of Yale Chain Block or Trolley. 





Your distributor carries on hand a ' 
complete line of YALE—buy from 1 ' 
him. Avoid transit delays, and put ‘ 
YALE Chain Blocks and Trolleys on 
the job right when you need them. ‘ 
Yale Chain Blocks, whether of the ' , 
Spur-Geared, Screw-Geared, or Dif- 
ferential type, are built to standards 
of precision and quality that guaran- 
tee maximum maintained efficiency. ' 7 
Safe,economical, powerful and fast. 1 


Distributors Serve 
Industry Economically 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U. S. A. 


Canadian Branch at St. Catharines, Ont. 





Hoisting Conveying Systems 


YALE MARKED IS YALE MADE Us 


, xu 
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Use the EMPIRE Bolt Planning Service 


ACHINE designers, purchasing agents and shop men 
M are invited to use the R B & W staff’s engineering fa- 
cilities for guidance in specifying the various types and sizes 
of bolts and nuts they use. In the many years we have been 
making Empire nuts and bolts for America’s premier in- 
dustries, we have assembled a wealth of technical data on 
the relative strength and strain resistance of the various bolts 
now in popular use. 

Important savings of time and money have been effected 


by many large corporations following analysis of their require- 
ments by our engineers. In many cases, we have shown where 
special bolts could be replaced with standard bolts, and the 
number of sizes used considerably reduced. This technical 
service is available without charge or obligation. We should 
be glad to review your present bolt and nut specifications 
and to make suggestions based on scientific knowledge and 
a wide range of practical experience. Your request, addressed 
to our nearest office, will bring you the full particulars. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


PORT CHESTER, N. Y. 


ROCK FALLS, ILL. 


CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ore. 
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SCREWS 


that Help 
the Hand 
that Holds 


the Screw Driver 


HERE is a difference in screws and that 
difference is soon noticed by the man whose 
hand operates a screw driver. 


When American Screws are used, the man with 
the screw driver finds that the gimlet points 
make them easy to start; the smooth running 
threads make them easy to drive; the deep 
slot and tough head make them quick to insert. 


The experienced hand on a screw driver knows that 
any job can be done better with American Screws. 


TIRE STOVE 
BOLTS BOLTS 


WOOD MACHINE 
SCREWS SCREWS 


AMERICAN SCREW COMPANY 


PROVIDENCE, R. I., U.S. A. 


WESTERN DEPOT, 22g WEST RANDOLPH ST., CHICAGO, ILL. 


“PUT IT TOGETHER WITH SCREWS” 
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THE 
G&é&F LINE 





A MESSAGE 


...to distributors who 


sell constructively 


OUTINE order taking or constructive selling? The 
difference between them measures the additional profit 
you can expect to make on any line you handle. 


Particularly is this true of Speed Reducers. A widespread 
modernization program is in progress throughout in- 
dustry. Now is the time to tie up with a reputable organ- 
ization which offers you a complete line, plus a constructive 
plan for selling power transmission equipment on an in- 
telligent, profitable basis. 


WHY THE G&F LINE... 


QUALITY 


G & F Speed Reducers are built of the materials best suited 
for the purpose. Our extensive engineering resources are 
constantly directed toward improvement in their design 
and construction. 


RESPONSIBILITY 


G & F Speed Reducers are manufactured by the world’s 


largest industrial Gear Company, a recognized leader in 
its field. 


ADVERTISING 


Attractive, informative advertisements reach every im- 
portant Speed Reducer market—through the leading — 
cation in each field. Direct mail help is furnished to jobbers. 


POLICY 


G & F jobbers are protected. It is our grter to stand back 
of our jobbers, to work with them and to give full credit 
for all sales. 


GEARS AND FORGINGS, INC. 


GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, OHIO, U. S. A. 
District Offices: Chicago, Detroit, Buffalo, New York, Milwaukee, 
Indianapolis, Pittsburgh. Factories: Cleveland, Chicago, Ford City, Pa. 








WORM GEAR 


Quiet, smooth, economical 
units, particularly adapted for 
driving conveyors, production 
machinery requiring a smooth, 
even drive, etc. 





PLANETARY 


Fully enclosed, highly efficient 
gear drives, transmitting power 
with great reduction in speed 
and small power loss. 


THE TRADE-MARK BACKING 
THE INDUSTRIAL DISTRIBUTOR 





HERRINGBONE 


These units consist essentially 
of one or more sets of herring- 
bone gears and pinions of the 
proper sizes to give desired re- 
duction. Horsepower capacities 
up to 15,000 H. P. 














SEND FOR THE COMPLETE PLAN 





¢ GEARS #22 FORGINGS - 
SPEED REDUCERS 
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A WIDE Market 










"Th woe of the many shops in 
your territory operating lathes, 
Planers. Shapers. Boring mills, 
too. In a large number of these 
shops you will find daily use for 
a host of tool post grinders, angle 
plate grinders, combination 
grinders, internal grinders, hori- 
zontal center grinders and the 


like. 

Wide Range of Uses 
These are used for many grinding 
purposes: Grinding centers. 


Reamers. Rolls. Cutters. Journals. 
Crankshafts. Internal grinding 





Atlanta 


1570092 


of many kinds. Surface grinding. 
Finishing air, steam and gas en- 
gine cylinders, large dies, etc. 


There is one long established brand 
of grinders that stands highest in the 
field for its complete line of equip- 
ment to fill these needs—that’s the 
U. S. brand. And it is known for its 
high standard of workmanship, prac- 
tical design, and for the fair dealing 
and prompt service behind it. 


Distributors and their sales represen- 
tatives specializing on this one line 
find real profits in it for these rea- 
Can you be satisfied with any- 
thing less? 


sons. 


These mean REAL 
PROFITS from U.S. 
Tool Post, Angle Plate, 
Internal and Horizontal 
Grinders, etc. 


U. S. Type HLLU 
Grinder 


This grinder, for instance, 
has the widest range of 
accurate grinding known. 
It fits on lathes ten inches 
and larger insize. It grinds 
within two inches of the 
maximum lathe swing. 
Simply by changing the 
pulley and belts, it gives 
30,000, 16,500, 9,500 and 
5,500 r.p.m. 


The United States 


2488 West Sixth Street 


Export Sales Representatives—WESTINGHOUSE ELECTRIC 
Canadian Division—MAPLE LEAF 


Boston Chicago Cleveland Dallas 


Denver 


Detroit Minneapolis 











XUM 


nO’ om = 
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and a WIDE Lin 


Many Exclusive and 


Superior Advantages 


In addition to filling all grinding needs of their kind, there 
are many exclusive and patented features to be had only in 
U. S. Tool Post, Angle Plate Grinders, ete. And their supe- 
rior construction is an asset that adds to their money-mak- 
ing qualities for you as well as for their users. 

The powerful motor—for A. C. and for D. C.— is built to 
A. I. E. E. standards. It is rated for continuous service at 
full load with a temperature rise of 40 degrees. The switch 
is double-pole—quick-make, quick-break (short-proof)— 
mounted on motor body. The bearings are split taper 
Facing off Die in Planer bronze, adjustable to wear, and enclosed in dust-tight hous- 
ings. Twelve feet of flexible, rubber-covered cable and a 
two-piece unbreakable attachment plug are standard. 


Selective Distribution Only 


All distributors cannot sell this line. Our policy of Selective 
Distribution protects you in your territory. Direct factory 
representatives located in the larger cities help you sell and 
co-operate with you constantly. 

If you are not profiting from this line yet, get in touch with 
the local U. S. office in your city or nearest you, or write us 


direct. Catalogs freely given whenever requested. Write 
today. 








| 
j 
} 





The U. S. line also comprises 
the world’s broadest line of 
portable electric tools: Drills 
from \%4 to 1%-inch capac- 
ity, light and heavy duty. 
Screw drivers. Tappers. Hand 
blowers. Reamer drives. 
Sanders. Socket wrenches, 
ete. Also drill accessories: 
Abrasive wheels. Buffing 
wheels. Rasps. Saws, etc. 
All embody finest features 
that have made them “The 


Broadest Line of ond Mics Coote 
PORTABLE the world’s, first portable 

lectri ill ; . 
ELECTRIC Wots today tor cakes. 
TOOLS 











Grinding Safe Door Frame in Boring Mill, Using 
U. S. Angle Plate Grinder 





Electrical Tool Co. 


Cincinnati, O. (Dept. H) 
INTERNATIONAL CO.—150 Broadway, New York City 
ELECTRIC TOOLS, Ltd.—Toronto 


New York Philadelphia Pittsburgh San Francisco St. Louis Seattle Syracuse 
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He 


earns money 
for himself 


and 
“saves money 
for him 








Doge | using 
NICHOLSON FILES 


pF gery: and production men are friendly 
to the Nicholson trade mark for different 
reasons, which, however, are of equal import- 
ance to those interested in ultimate profits. 


The mechanic feels rightly that he gets more 
work out of Nicholson Files — that they are 
worth his best efforts and will bring him the 
most money for piece work. 


The production man knows from experience 
that he gets the greatest file value for his money 
when he specifies Nicholson Files. 


Mill Supply dealers are in a position to serve you 
promptly with any shapes or sizes of files which 
carry the crossed file Nicholson Trade Mark. 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


A FILE FOR EVERY PURPOSE 
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DAYTON (-OG-BELTS 


I he horsemen. 


Four vital factors give Dayton Cog-Belts 
their outstanding efficiency and long life 


Number One:—The Cog Section... for speed 
Dayton's exclusive cog construction permits Dayton 
Cog-Belts to operate around pulleys of even the 
smallest diameters at high speeds, easily .. . without 
heating . . . without distortion, buckling or rippling. 
Daytons are “built to bend.” 


Number Two:—The “Neutral Axis” ... for 
strength and endurance 

Built up of successive layers of strong pre-stretched 
cord fabric that extend across the entire width of the 
belt... kept under tremendous tension in the vulcan- 
izing chamber. The process is patented. The belts 
are permanently pre-stretched. They don't lose their 
shape. They have long life. 


Number Three:—The Outer Section . . . for 
balance 

Built of strong, pliable, bias-cut fabric which accom- 
modates itself to bending without strain or distortion. 
Daytons don't “weave”, “crawl” or twist while going 
at high speed around pulleys, because they're per- 
fectly balanced. That's why Daytons require less 
maintenance than ordinary belts. 


Number Four:—Die-cut for precision 

Dayton Cog-Belts are accurate and they stay accurate. 
They are die-cut, not molded. They do not squash or 
buckle. 

Install Dayton Cog-Belt Drives and take full advantage 
of all the exclusive features of Dayton Cog-Belts . . . 


Dayton Drives meet your demand for efficient power 
transmission. 


Get all the facts . . . Send for a Dayton Cog-Belt 


catalog and a section of the belt. Write... today. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 0-130 


Factory Distributors in principal cities and all Westinghouse 
Electric and Manufacturing Company Sales Offices 


| T 

=| u toh 
COMPLETE DRIVES—PULLEYS AND BELTS 

IN STOCK—ALL RATIOS 2H.P.TO 100 H.P COG-BELT DRIVES 
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Every month Jenkins Pub- 
lication Advertising and Jen- 
kins Service Representatives 
are going to more than 800,- 
000 prospective valve buyers. 


Engineers, contractors, owners, superin- 
tendents, factory managers, purchasing 
agents and others are regularly being told 
about this new Fig. 106-A Jenkins Stand- 
ard Bronze Globe Valve. Also, they are 
being directed to you, their supply house. 


Be sure you are getting your share of this 
business by carrying the Jenkins line. 


sATT" ry 
JENKINS BROS. 

80 White Street 524 Atlantic Avenue 133 No. Seventh Street 

New York, N. Y. Boston, Mass. Philadelphia, Pa. 

646 Wash. Blvd., Chicago, Il. 1121 No. San Jacinto, Houston, Tex. 

JENKINS BROS., Limited, Montreal, Canada; London, England 

Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


enkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 





way. 
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SUPPLIES 





With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 


FOUNDED IN 1910 BY ELMER CRAWFORD 


And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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We ANNOUNCE Our 
Market | )etermination 


, | \ HE statement is often made that distribution has 


others keep reminding 


phasizing the excessive wastes of distribution but seldom 
offering practical suggestions for improving conditions. 
Progress in production methods, it is pointed out, has 
been remarkable of recent years. New and improved 
products have been developed which have revolutionized 


manufacturing processes. As 
a result, production costs 
have been cut down, proc- 
esses speeded up, and main- 
tenance costs lowered. 

The radical changes in 
industrial products, obvi- 
ously, have had an effect on 
distribution. Years ago, an 
order-taker could get by. 
Selection of power trans- 
mission supplies, for exam- 
ple, involved consideration 
of only a limited number of 
products the application of 
which were obvious. Spe- 
cialized selling in those days 
was not essential. It was 
simply a matter of supply- 
ing what was called for. 

An order for power trans- 


PLAN 


us of this fact; always em- definite advantages for specific types of service applica- 
tion. What is true of power transmission products is 
likewise true of every other line of supplies and equip- 
ment handled by industrial distributors. 

Because of this change from obvious products to 
modern ones which need to be sold, the order-taker is 


What the Plan Calls For 


1. Editorial material showing distributors 
where to concentrate sales efforts, how to 
sell specific industries, and the market 
possibilities on particular lines of products. 


2. Case studies of individual distributors 
showing the results of specialized selling in 
known markets. 


3. Cooperation on the part of individual 
manufacturers in furnishing distributors 
with information concerning the markets 
and profit possibilities for their products. 


4. The supplying of distributors with 
charts and other data which will enable them 
to keep a close check on their markets. 


mission equipment today, however, involves careful selec- 
not kept pace with production. Economists and _ tion from a wide variety of products, each of which has 



















rapidly losing his place. 
Manufacturers are demand- 
ing distributors who can 
really sell their products. 
Users, also, are insistent 
upon doing business with 
distributors who are able to 
show definitely why specific 
products are best fitted for 
particular jobs. Only dis- 
tributors with a specialized 
sales knowledge can hope to 
survive the rigid tests to 
which they are being put 
today. 

Mitt Supptiss has rec- 
ognized for a long time the 
marked trend toward sales 
specialization, so far as in- 
dustrial distribution is con- 
cerned. We appreciate the 
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absolute necessity 


for distributors, who 

hope to survive and INDUSTRIES 

prosper, to sell 

known products in 

known markets. PUBLIC 

. UTILITIES 

As a major con- 

tribution toward bet- WwORns 

ter distribution, 

therefore, MILL 2 Fe se 

Suppigs submits its |z 

Market Determina- % 

tion Plan — a plan Y 

which calls for care- & 

ful sales analysis of yn 


industries and prod- sited 


ucts by individual 
distributors. 

To capitalize on 
the Market Determi- 
nation Plan to the 
fullest extent it is 
essential that the dis- 
tributor analyze his 
market thoroughly 
and keep an up-to- 
date record of the 
customers and pros- 
pects in his territory, 
Further than that, it 
calls for standardiz- 
ing stocks—eliminat- 
ing non-profit, non- 
essential items and 
concentrating on 
profitable lines for which there is a steady demand. 

To assist the distributor in carrying out the plan, 
Mitt Suppuies will provide the market analysis chart 
shown on this page, which gives a classification of indus- 
tries and enables the distributor to compare his sales vol- 
ume with his potential sales volume in different indus- 
tries. These charts can be used either for a general analy- 
sis of gross sales of all products, or for an individual 
analysis of the market for individual products. 

A recapitulation chart, which will enable distributors 
to compare gross sales and profits by industries and 
products, will also be available. 

The editorial program of Mitt Suppties this year 
will tie-in closely with the Market Determination Plan. 
Each issue will contain an 
article on selling a specific 
type of product, giving its 
uses in industry, facts about 
it which help sell, together 
with data showing the profit 
possibilities for distribu- 
tors. This month’s article 
deals with industrial paints. 

Another regular feature 
article will point out the 
market which a specific in- 
dustry offers the distribu- 
tor. Among other things, 
these articles wil! tell what 
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PROCESS 
INDUSTRUES 


FOOD 
INDUSTRIES 


METAL 
WORKING 
INDUSTRIES 


INDUSTRIES 


NG 


TEXTILE 
MILLS 


woop 
INDUSTRIES 


MISC. 
INDUSTRIES 


tors. 


TOTAL TOTAL TOTAL 
PLANTS 





Write for a Copy 
CoMPLETE DETAILS of the Market 


Determination Plan are contained in a 
pamphlet which is now ‘available. 
charts necessary for carrying out the plan 
are included with an explanation of how to 
use them. This book will be furnished 
without charge, to all industrial distribu- 
Simply write Mill Supplies, 520 
North Michigan Avenue, Chicago, request- 
ing a copy 


products are in com- 
mon use, what are 
the applications of 
particular products, 
and who are the men 
in the plant who 
need to be sold. An 
article on the textile 
industry appears in 
this issue. 

In addition to 
these articles, there 
will be published 
case studies of in- 
dividual distributors 
who are increasing 
profits by following 
planned selling pro- 
grams. 

Besides a definite 
editorial program, 
which will assist dis- 
tributors in carrying 
out a planned mar- 
ket analysis pro- 
gram, MrxLu Sup- 
PLIES will put forth 
every effort to aid 
manufacturers to tie- 
in with the program. 


Summed up, our 
Market Determina- 
tion Plan involves 
specialized sales ef- 
forts by distributors 
on known markets. It means pushing those lines for 
which there is a definite need. It will eliminate con- 
siderable wasted effort by salesmen, because it calls for 
selling those products to each plant for which a previous 
investigation has proved there is a practical use. By the 
same token, it will save the time of the industrial buyer. 
It will furnish manufacturers with more productive sales 
outlets, too. But it also will necessitate the readjust- 
ment of sales policies on the part of many manufactur- 
ers, because no distributor can be expected to put forth 
unusual sales efforts on a line unless he is absolutely 
assured of adequate protection, a fair margin of profit, 
and the wholehearted cooperation, including practical 
sales helps, from his source of supply. Only distributors 
who are willing to substi- 
tute actual facts for guess- 
work and who can offer 
both source of supply and 
customer real’ intelligent 
sales service in addition to 
the usual _ warehousirig, 
credit and delivery facili- 
ties can operate under MILL 
Supp.ies’ Market Determi- 
nation Plan with success. 
But after all, aren’t those 
the distributors who are 
going to survive and pros- 
per as time goes on? 
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What is the 


Paint Market 


fr | JisTRIBUTORS? 


By H. W. BARCLAY 


Merchandising Counsellor, Mill Supplies 





at a Glance 


The Distributor’s Paint Market 








Application 


Important 
Industries 





Finishing coats, new 
building work, office re- 
finishing, metal and wood 
surfaces. 


Textile mills, food 
products plants. 





Machinery and equip- 
ment, all general metal 
surfaces. 


Shoe factories, knit- 
ting mills, dairies and 
bakeries, ice plants, cen- 
tral stations. 





Concrete and brick sur- 
faces, public buildings. 


Municipalities, ware- 
houses, institutions, cen- 
tral stations, paper mills, 
flour mills, sugar refin- 
eries. 





Exterior and interior 
wood and metal surfaces, 
first coat on metal sur- 
faces. 


All industries. 





Machinery, cranes and 
derricks, bridges and 
structural iron, water 
towers, pipe lines, tanks 
and condensers, metal 
sheds and buildings. 


Warehouses, freight 
transfer bldgs., brick and 
tile plants, lumber mills, 
railroads, marine indus- 
tries, loading docks. 





Hot metal surfaces, ma- 
chinery, conveyors, pipe 
lines and bridges, skip 
hoists and stokers, rail- 
way rolling stock. 


Steel mills, mines 
power plants, coke plants, 
oil refineries, meat pack- 
ing plants, marine indus- 
tries. 





Boiler fronts, stacks 


tanks, pipe lines. 


and breechings, vats and 


Tanning plants, mines, 
steel mills, cement plants, 
gas plants, soap factories, 
oil refineries. 





teriors, metal surfaces. 


Machinery, power 
plant equipment, bridges, 
tanks, signs, factory in- 


Central stations, food 
products plants, confec- 
tionaries, automotive 
plants. 








—_—— on sen 
total sales 

VARNISH. 4.3% 
ENAMEL. 6.4% 
WATER 

PAINTS. 8.2% 
WHITE, 

RED AND 

BLUE 

LEAD. 36.1% 
IRON 

OXIDE. 14.6% 
GRAPHITE] 5.1% 
ASPHALT. 7.3% 
ALUM- 

INUM. 3.8% 
LACQUER 

and MISC.) 14.2% 





refinishing, etc. 





Product painting, office 


All industries. 
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A recent national survey 
shows that more than 75% 
of the paint sold by indus- 
trial distributors is used in 
plant maintenance work 


ELLING industrial paint has become an im- 
portant part of the activities of many indus- 
trial supply distributors. During the past 

year, a national survey of paint sales by distribu- 
tors shows that an increasing number of houses 
are adding paint to their general line of products. 

Of the distributors who replied to the survey, 
71.4% carried either a partial or a complete stock 
of industrial paints, while 36.3% specialized in 
selling paint either a portion or all of the time. 
The maximum volume of paint sales reported by 
any one distributor is in excess of $200,000 an- 
nually, while the minimum is $600. Two houses 
specializing in the sale of paint, report selling lines 
packaged with their own brand name. The ma- 
jority, however, indicate that it is a trade advan- 
tage to sell nationally advertised brands of paint. 

There is a distinct trend toward increased sell- 
ing effort on paint by distributors. In the past 
year additional lines of paint have been taken on 
by 16% of the houses reporting on the survey. 
Individually, many houses have reported success 
in using specialized sales methods applied to paint. 
A distributor in Cleveland, for example, has 
adopted the practice of having eity desk salesmen 
solicit paint orders from all buyers who came in 
to the city sales desk. A Chicago distributor em- 
ploys a paint specialist with much success. A 
New York distributor has used direct-mail adver- 
tising successfully to stimulate paint sales. A 
Pittsburgh house specialized in selling hot surface 
paint for a short period of time, and secured sat- 
isfactory returns in both profits and volume, As 
these methods become more generally used in the 
industry, the importance of distributors as a major 
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77.6 % 
of the paint sold by 
INDUSTRIAL DISTRIBUTORS 
is used for general factory 
maintenance purposes 





A. PAINT USED IN PRODUCTION WORK 7.1% 


B.COMMERCIAL PAINT APPLICATIONS 62% 


C. NEW FACTORY CONSTRUCTION WORK 9.1% 
D. GENERAL FACTORY MAINTENANCE 


77.6% 








A graphic picture of the paint business done by indus- 
trial distributors. More than three-quarters of the paint 
sold by distributors is used for maintenance purposes. 








Who Specifies Paint for Factory Maintenance? 
(Reported from calls by Mill Supply Salemen) 





MAINTENANCE Supt | 31.6% 
PLANT Sup'T 22.4% 
CHIEF ENGINEER 12:2% 
MASTER MECHANIC 1.1% 
MASTER PAINTER. 9.1% 
STOREKEEPER. 6.3% 
GEN '‘L. MANAGER 4% 
PURCHASING AGENT 3 % 














The men who are responsible for specifying paint to be 
used for plant maintenance work. 
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factor in paint marketing will undoubtedly increase, 

There is a clear line of demarcation so far as the in- 
dustrial distributor’s market for profitable paint sales is 
concerned. Paint used for building maintenance and 
production purposes is usually bought direct. The dis- 
tributor who hopes to cut in on this business can com- 
pete only on a price basis which usually is unprofitable. 

On paint used for plant maintenance purposes, how- 
ever, an entirely different situation prevails. Here lies 
the distributor’s real opportunity for creating profitable 
business. Competition is less keen and rapid service mere 
essential on this kind of business. A picture of the dis- 
tributor’s market on paint and kindred items used in 
plant maintenance work, showing the percentage of the 
total sales of each item, the application to specific jobs, 
and the important industries in which the products are 
used, is given on page 15. 

In cultivating this market, it is, of cqurse, essential that 
the right men be reached. According to our survey, 
eight individuals are factors in purchasing paint for plant 
maintenance: maintenance superintendent, plant superin- 





“Nothing demonstrates the effectiveness of corrosion 
resisting liquid coverings, as well as the acid proof 


test,” says G. E. Thesz, salesman, W. M. Pattison 
Supply Company, Cleveland. 


tendent, chief engineer, master mechanic, master painter, 
storekeeper, general manager, and buyer. 

Summing up the results of our national paint survey, 
it is apparent that there is a profitable field for develop- 
ment on the part of the industrial distributor. The plant 
maintenance market is primary and the distributor’s sales 
efforts, therefore, should be directed to it. The uses of 
paint in plant maintenance work are many and varied, 
and it is important that distributors have a thorough 
knowledge of the various applications. So, too, is it 
essential that the proper men in the plant be sold. 

By using these facts as a basis for sales guidance, and 
then handling those lines on which the manufacturers 
cooperate, distributors will find selling paints and kin- 
dred lines profitable. 
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One of the most important uses for paint sold by distributors, is repainting outdoor metal structures such as cranes, 
derricks, bridges, culverts, corrugated metal sheds and buildings, pipe lines, steel smoke stacks and industrial fences. 


Left: Industrial distributors’ salesmen are familiar 
with details of operation of mechanical equipment 
used in power plants. Because they are able to dis- 
cuss service applications for paint with a full knowl- 
edge of operating conditions, industrial users have 
confidence in their recommendations. 


Right: “Sell from samples,” advises W. H. Seehausen, Seehausen, 
Wehrs and Company. Mr. Seehausen, who calls on the indus- 
trial trade in the Chicago loop district, says, “Every power plant 
has paint requirements which should be a source of business for 
industrial distributors. A good engineer takes pride in keeping 
his boiler and engine room clean and neat appearing. Frequent 
repainting will help improve the appearance of any plant. 


ee 5 fbbbi tii ® } 
Pees ta PP ' Left: M. I. Wilcox Company, Toledo, has spe- 

oy if cialized in selling paint for over 25 years. Its 
city desk salesmen are unusually well-informed 

on the problems of industrial applications for 
paint. Frequently they are called upon for rec- 
ommendations of the proper type of paint to use 

for special service jobs in local plants. 
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WHAT WE E-XPECy 


A textile plant buyer gives his views as 
to the distributor’s responsibility to the 


By J. F. JOHNSON 





industrial user 


Product Application Chart 


(Knitting Mill) 








Electric motors. 


machines. 





Chain belt drives. 


Knitting machines. 


Products Service Remarks 
POWER 
TRANSMISSION Direct drive on production 





For replacements. 





Leather belting. 


Small knitting and dye ma- 
chines. 


Limited purchases. 





Shafting, hangers and pulleys. 


Dychouse line shafting. 





Bearing bronze. 


Repairs on machine bearings. 


Usually special shapes. 








Chain and electric hoists. 


MATERIALS HANDLING: 


Dyehouse maintenance. 





Truck casters. 


Replacements on trucks for 
handling finished goods. 


Build own trucks. 





PAEEING & SHIPPING: 


ails. 


Packing crates and repair 
work. 


Usually buy cement 


coated. 





Box strapping. 


Small requirements. 





ING TO 


CUTTING FN D THREAD- 


Used only on machine tools in 
repair shop. 


Have a small machine 


shop for maintenance. 





MECHANICS’ HAND 
TOOLS. 


Maintenance dept. workmen. 


Small requirements. 





Metal working mach. 


MACHINERY & EQUIPT. 


Maintenance machine shop. 





Woodworking mach. 


Maintenance machine shop. 





shelving. 


Metal shop furniture and 


Storeroom. 


Standardizing on metal 
shelving. 








Portable electric tools. 


General maintenance. 


Use drills and grinders. 








Pumps. 


Power plant and dyehouse. 








CANVAS & BURLAP: 


anvas. 


Used for bags and in looping 
process. 








Burlap. 


Shipping dept. 








STEEL, 
BARS, RODS, ETC. 


IRON & GALVA- 
NIZED METAL PLATES, 


Machinery and eqpt. repairs. 





VALVES & STEAM 
SPECIALTIES. 


Power plant and dychouse. 


Small requirements. 








WIRE ROPE. 


Elevator repairs. 








MECHANICAL RUBBER 
GOODS: 
Hose, packing. 


Dyehouse and power plant. 





PIPE & FITTINGS. 


Maintenance on steam, water 
and air lines. 











CHEMICALS: 
Acids, sulphuric and acetic. Dychouse. 
Boiler compound. Boilers. 





Zeolite. 


Water softeners. 





Soda ash. 


Buy 1 or 2 Bbl. lots, 





PAINT & PAINTERS’ 
SUPPLIES. 


General maintenance. 





Grease and lubricants. 


FACTORY MAINTENANCE 
SUPPLIES: 


Line shafting. 
Textile machines. 





Brooms and brushes. 


General maintenance. 





Safety equipment. 


Safety step-ladders. 





Safety switches. 


Replacements. 





Fire extinguishers. 














Precaution against fire. 





Buy 2 gal. size. 
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Purchasing Agent, Allen A Company, 
Kenosha, Wisconsin 


ISTRIB- 
UTORS’ 
salesmen 

have two impor- 
tant responsi- 
bilities. First, is 
the responsibil- 
ity of thor- 
oughly inform- 
ing themselves 
on the supply 
requirements of 
each type of 
plant upon 
which they are 
calling. It is a loss of time both to us and 
the salesmen when we are solicited for or- 
ders on products which we do not use. Prob- 
ably the most effective way to eliminate this 
expensive waste of time is through the edu- 
cation of salesmen to the supply require- 
ments of each industry, so that sales effort 
can be concentrated upon products which are 
in constant demand. In order to provide 
salesmen with information which will help 
them to determine accurately what products 
are used by a hosiery mill, we have worked 
out for Mitt Suppiies the accompanying 
chart which explains the type of products 
which we buy from distributors, the use for 
the products, and remarks of interest to 
salesmen. By combining such information 
as this secured from industrial buyers, with 
data provided by manufacturers, in which 
the complete information about products is 
given, salesmen can increase the value and 
forcefulness of their selling tremendously. 

This responsibility of informing themselves 
on their customer’s needs necessitates care- 
ful study of lines and the development of 
solicitations by salesmen which will enable 
them to show users the advantages which 
they will secure by purchasing the products 
they are selling. In many cases this means 
sales specialization on individual products 
with a view to aiding us, as users, in the 
development of standardization policies 
which will result in maintenance and pur- 
chasing economies. 

The second important responsibility of 
salesmen is to show buyers definitely what 
they can expect in the matter of prices and 
service. In the term service, I include follow- 
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Textile Mills Are Modernizing 

ing through on orders 4 MODERNIZATION program — wish»: hws sane 

to see that deliveries ; : ardized in our plant 

are made promptly. of unusual proportions a) under include ; valves and fit- 
B In carrying out this way in the textile industry, according tings, safety step lad- 
25) ius Mea aie to recent reports from 20 leading plants. — and truck 
ac attention to details of This program calls for determination of In addition to adopt- 
be shipping and deliver- production costs by the application of ing a policy of stand- 
y ing. The fact that we uniform cost principles in individual ardization, we have 
bil in oocere Sunk neryine mills, and the installation of modern en Tae: Srera 

from the distributor is ° ‘ : changes in our mainte- 
m4 one of the main rea- production and maintenance equipment nance methods in order 
= sons why we patronize which will cut costs and increase plant to modernize our 
i him. We appreciate efficiency. Materials handling, power plants and equipment. 
< “ot the advantage of plant and power transmission equipment For example, in our 

aving local stocks : “gitagh” : stock room we elimi- 

of available in distribu- are the lines sold by distributors, which nated wooden shelving 
o8 tors’ warehouses means are in increased demand as a result of and put in steel. In 
ase more rapid deliveries this modernization movement. this way we have con- 
nd than we could expect served space and pro- 
= if we bought all of our vided a flexibility 
ob- requirements direct from the manufacturer. Since many which enables us to make necessary changes at a mini- 
his of the products we buy do not require explanation, it is mum expense. The stock is also more accessible and 
du- obvious that the only task left for the salesman in such neater appearing. Additional items of metal bench legs, 
_ cases is that of getting the goods to us when we need shop furniture and shelving will probably be purchased 
ort them. In many instances, we are forced to call upon in the future and this increased use of metal equifsment 
= distributors for emergency service and this function is should provide further sales opportunities for wide- 
ide perhaps the distributor’s most important one. awake distributors. 
elp We have long since recognized the value and economy My many years of observation as a buyer for a textile 
icts of standardizing on the types and sizes of supplies pur- plant have proved to me that the services of distributors 
xed chased for plant maintenance. From our observation, are essential. Furthermore, if they keep pace with indus- 
ing this is typical of most textile plants. Standardization trial requirements and specialize in giving us efficient 
icts improves the opportunity for distributors to secure orders service on deliveries and a maximum of detailed informa- 
for provided salesmen will specialize in selling products tion on the products which we need, I know that their 
0 which show definite economies. Typical products upon value to us will continue to increase as time goes on. 
ion 
vith 
ich 
; is 
and 








Considerable sulphuric and acetic acid is used in the dye Power transmission supplies, lubricants, truck casters, and 
house of a hosiery plant. There is a market here, also, for brooms are among the important items used in the winding 
Power transmission supplies, valves, pipe, and pipe fittings. room of Allen A’s underwear mill at Bennington, Vermont. 
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H, J. Behn 


and texture in grinding wheels and no two of 

them will perform equally well on a specific job. 
The success of a salesman therefore depends largely on 
his ability to select the best possible wheel for the par- 
ticular job. The average industrial distributor’s sales- 
man cannot do this and, naturally, the man who can 
stands head and shoulders above the rest when it comes 
to sales. 

Strangely enough, a wheel intended for grinding hard 
work is of a softer texture than one for soft work. The 
reason for this is that the hard material wears down the 
cutting edges of the granules which go to make up the 
wheel. If the wheel has a firm bond these dulled gran- 
ules remain on the wheel and its cutting power decreases. 
That is why a wheel intended for hard work must have 
a bond which permits the worn granules to let go and 
present a new cutting surface on the wheel. The softer 
material to be ground does not wear the granules so 
rapidly and therefore a firmer bond is allowable as a 
new wheel surface is not required as often. 

The bond of these wheels is made from several dif- 
ferent materials according to the hardness desired. 
Aluminus oxide gives a bond that is very satisfactory for 
hard steel. Shellac, rubber and bakelite are also used, 
commonly in thin wheels intended to run at a high speed, 
where a high polish or fine finish is desired. Bakelite 
wheels can run at a 50% faster speed than others. 

Vitrified wheels are made to run at a speed of 6,000 
surface feet per minute and a greater speed is danger- 
ous. This fact should be known to every man who has 
anything to do with grinding wheels, but in many cases 
we find wheels being used, through ignorance on the 
part of the operators, at a dangerously high speed. Not 
long ago we ran across a new machine equipped with 
the original wheel operating at 9,000 surface feet per 


, \HERE are several thousand combinations of bond 
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SALES FACTS 


By making surveys in the plants 
of our customers, we have secured 
first hand information as to their 
grinding— wheel requirements 
and therefore know the correct 
wheel for every application 


minute, so it seems that even some assemblers of grind- 
ers are not fully informed on abrasives. 

In selling wheels the average salesman is satisfied with 
merely duplicating the wheel that was used on the ma- 
chine before, but the fact that a certain wheel has been 
used is no indication that it is the best one for the job. 
To work along this line is not giving the customer the 
kind of service that will insure satisfaction and bring 
future business, as sooner or later a man who does know 
abrasives will come along and show the customer why he 
is not getting greater service from his grinding wheels. 

The salesman should know the factors that enter into 
consideration: the width of the wheel; width of the con- 
tact of material; surface feet speed of the grinder ; bond 
and texture; whether the work is held in the hand or 
rigid against the machine; and material to be ground. 

In case the customer has an immediate need for a 
wheel not in stock the qualified salesman is able to sug- 
gest a wheel that will serve as a good substitute until the 
proper one arrives, instead of merely guessing. Learn- 
ing these things is a matter of study and experience. 

One of the greatest sales helps, we have found, is the 
system of blue prints that show all necessary information 
regarding every grinding wheel in the plants of our cus- 
tomers. To secure these prints we call on a customer 
and offer to make a survey to determine the correct 
wheel for every grinder in the plant. When this is done, 
the customer and ourselves have prints which give all 
necessary data on the wheels and the recommendations. 


DDITIONAL business invariably comes as a result 
of these surveys. In the first place, it gives us a 
chance to check the plant for wheels that are not giving 
proper service, and when we find them we have made a 
start toward a sale. We made such a survey for one cus- 
tomer who was buying about 20% of his grinding wheels 
from us. When we proved to him that we could recom- 
mend better wheels and that we had his grinders listed so 
that in case of emergency he could order the proper wheel 
by telephone we were able to sell him practically all of 
his requirements in this line. 

A large part of the success we have had in selling 
grinding wheels is due to the fact that we regard the 
manufacturer’s representative not merely as a man who 
comes around occasionally to close accounts, but as a man 
who can teach us to help ourselves. In our opinion, the 
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Yiat INCREASED 
our (Grinding W heel 


BS 
By H. J. BEHN 
Manager, Mill Supply Department, 
Hunter and Havens, Bridgeport, 
Connecticut 


He smiled wisely. “Because the branch would have a 
— : stock on hand and if it didn’t have the particular wheel 
Determining Factors in I needed I would tell the local manager to begin pulling 

wires to get me special action in the matter. There is 


Choosing Grinding Wheels always a head man in the main office who can get an 


order out in about half the time it takes under the regu- 








: lar routing, and the local manager would know who to 
pA Width of the wheel . see. I’ve had experience that way,” he said grinning. 
2. Width of contact of material “Right,” I agreed. “Now I’ll tell you something. The 

, factory has a local representative and office here in town. 
3. Surf ace fe eet sp eed of the £ rinder And the local man knows whom to see when quick serv- 
4. Bond and texture of the wheel ice is needed. And the local house does carry a stock of 


5 How work is to be held—in the abrasives that will meet the needs of every user in this 


wes mer ° h re section. But this branch house receives payment strictly 
ana or rigid against the machine according to sales made. In other words, we are the 

















6. Material to be ground branch house that you should look to first instead of 
doing business with the main office.” That settled that 
question. 





Most problems in selling abrasives, as in other lines, 
distributor who does not benefit both the manufacturer can be handled without difficulty by one who has a 
and the customer has no right to existence. The fellow knowledge of conditions and the product and who ap- 
who says, “Let George, the manufacturer’s representa- plies common sense in seeking the proper answer. 
tive, do it,” when it comes to closing sales that he could 
have handled himself is opening the door to direct sell- 
ing by manufacturers. 

It is far more logical to buy from the distributor than 
direct, especially where grinding wheels are concerned. 
When goods are ordered direct from the factory com- 
plete information as to the kind of wheel needed is rarely 
procured. A personal inspection of the machine is al- 
most necessary to secure this information as so many 
previously outlined factors enter into consideration. 

In addition to being on the field where we can see the 
actual requirements of the machines, we are in closer 
touch with the manufacturer than the individual pur- 
chaser. As an illustration of this, a customer came in 
not long ago and said, “I believe it would be better for 
me to buy my grinding wheels direct from the factory.” 

“Suppose,” I told him, “that the factory were located 
in a distant city, but had a branch office here in town and 
you wanted to buy a certain wheel in a hurry, Where 
would you go?” 

“To the factory branch here in town,” he answered. 





In some cases we pour new bushings in the wheels. In 
a4 : hee : this way we are able to fit more machines with the same 
Why ?” I asked him, anticipating his reply. number of wheels in stock. 
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Why We Are Specializin 


Ease of handling, constant demand, 
distinctive selling features, and a 
good margin of profit, make it 
worth while to concentrate sales 
efforts on small tools 


By ALBERT H. MILLER 


Assistant Sales Manager, Maddock and 
Company, Philadelphia 





Albert H. Miller 


and machine shop supplies has proved very defi- customed to. That someone else quoted a better price is 

nitely to us that specialization pays. By spe- quite evident as we received orders for only a few odds 
cializing on small tools, we are able to give our customers and ends of the merchandise on which we had bid. It 
the best possible service—the kind that builds confidence is also apparent that whoever had quoted lower prices 
and makes for steady repeat business. 

Buyers come to us for their small tool requirements 
because they know we have what they want. For ex- 
ample, one of our larger customers sends a truck to our 
place of business every day with an order for his daily 
needs. The driver is under orders to bring back the 
items required and we invariably are able to supply every- 
thing from stock. 

Maintaining complete stocks, however, is not our only : 
claim to a prospect’s business. We employ salesmen who —-_ 
have a specialized knowledge of the lines they are selling , : — 
and know how to demonstrate them. Demonstration has ed hy 
proved particularly helpful in getting new accounts = =e SS ee 
started. I have in mind a prospect one of our men had 
been contacting for some time with no results. After 
considerable work, he finally got an opportunity to dem- 
onstrate some hacksaw blades. He did the job so well 
that the prospect gave him an order. This was just a 
start, for today that customer is one of the best we have 
on our books. 


()= 52 years of experience in selling small tools to give the quality of service that our customers are ac- 









TANDING up for fair prices is another policy which 
we adhere to strictly. Whenever we are asked to bid 
on an order, we quote our regular prices. Sometimes we 
are underbid and lose the business but we would rather 
have it that way than to accept orders at prices which 
will not pay us a reasonable profit. 
Not long ago, a large corporation sent for quotations : : . 
on a large list of tools. We quoted our regular prices, While but a small part of our entire tool inventory, our 


; : stock of precision tools is very complete. This photo- 
remembering that we cannot go below them and continue graph shows one corner of the stock. 
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could not handle the business satisfactorily, for we soon 
commenced receiving additional orders from this corpor- 
ation, with no request for price quotations. We now get 
business from this customer every day, for he knows that 
we have quality goods and render satisfactory service at 
a fair price. 

Because we have built up a reputation for carrying 
complete stocks of small tools and supplies, our over-the- 





Our over-the-counter trade has come to be an impor- 
tant part of our business. Our salesmen, of course, get 
credit for business done with their trade. 


counter trade has come to be an important part of our 
business. Of course, we see that our salesmen get credit 
for any store business done with their trade. Therefore 
they do not hesitate to encourage customers to drop in at 
our store or call up for material and supplies when they 
are in a hurry for them. 


N our efforts to serve the users in our territory well, 

we have not overlooked our responsibility to the man- 
ufacturers we represent. We are loyal to our sources of 
supply. Today we are handling the same makes of vises, 
files, hack-saw blades, and precision tools that we have 
stocked for years. If a manufacturer treats us right, he 
can count on our cooperation. We are not watching for 
opportunities to change from one line to another in the 
hope of getting a little better price. When we take on a 
line, we expect to stick with it as long as it is profitable 
for us to do so. Manufacturers appreciate our stand on 
this matter and as a result cooperate wholeheartedly with 
us. 

To the casual observer, it may appear that carrying 
such complete stock as we do would run up our expenses 
to a prohibitive figure. However, this is not true, for 
several reasons. 

First of all, we keep our sales costs at a minimum and 


FEBRUARY, 1931 









































maintain a small, but very efficient office organization 
which handles our needs capably. 

Next, we have eliminated all unnecessary system and 
equipment. While many firms look with pride on their 
numerous, well-regulated filing cabinets, we are proud of 
our one section of four drawer filing cabinets because we 
know it contains all the data we need. Then, too, this 
compact cabinet has the added advantage of taking up 
very little floor space. 

Then, too, small tools lend themselves admirably to 
our program of efficiency. They take up little storage 
space, are easy and clean to handle, have distinctive sell- 
ing features, are in constant demand, and carry a good 
margin of profit. 

Surely these are reasons enough to warrant our con- 
tinuing in the future as small tool specialists, thus adding 
to the prestige we have created during the past 52 years 
with user and manufacturer alike. 


Our salesmen make a practice of demonstrating wher- 
ever possible and it has proved profitable, particularly 
in getting new accounts started. 
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WHos WHO 


A. R. SMITH 


The Boyer-Campbell Company, Detroit 


HE biographies of the men who 








have reached a high place in 
the business world have estab- 
lished one striking fact—that the suc- 
cess of any man depends not so much 
on a carefully made choice of one 
industry or another, but upon his 
character, his willingness to pursue 
a far-off goal through thick and thin 
and his ability to “stand the gaff.” 
At the same time, it is, of course, 
advantageous for a young fellow just 
starting out to follow a line that 
has a decided attraction for him. 
The very fact that he is enter- 
ing a business he has dreamed about, 
is conductive to greater effort and the 
kind of enthusiasm which does not 


lHorou GHNESS 
has proved one of the most important factors in 
A. R. Smith’s rise to his present position. In 
contact with customers, in the administration of 
sales and office affairs, in fact in every task with 
which he is faced, his aim is to see each specific 
job carried to a definite, satisfactory conclusion 





flicker and die at the first ob- 
stacles. 

A. R. Smith happened to be the kind of boy who 
knew early in life just what he wanted to do, and he 
was willing to take the roughest path to reach his goal. 
The hardware industry appealed to him from early 
boyhood. He was born May 13, 1885, in the town of 
Dickleborough, County of Norfolk, England. While 
he was still a boy, his people crossed the Atlantic and 
settled in London, Ontario. In that city he finished 
the grade and high schools. 

As stated before, Smith always had a desire to enter 
the hardware business. He was attracted to it because 
of the mechanical nature of the merchandise and his 
belief in the future of the industry. It is only natural 
that industrial supplies, so closely allied to the hard- 
ware lines, proved a welcome and interesting addition. 

Ray Smith, as he came to be known, started in 1899, 
with the Hobbs Hardware Company, London, Ontario, 
as a messenger: boy. Here he learned the ropes and 
laid the foundation for advancement, which came when 
he was given a better job on the inside. In 1901 he 
left the London firm to take a position with the T. B. 
Rayl Company then located at 112 Woodward Avenue, 
Detroit, working in the tool department and on mail 
orders. 

In 1907, his real opportunity came in the form of 
an invitation to join The Boyer-Campbell Company, 
which had just opened its doors at 66 East Congress 
Street. W. W. Campbell was president, Frank H. 
Boyer, vice-president, William C. Brown, secretary, and 
Harry E. Andrews, treasurer. Mr. Boyer has since 
retired from the business and now lives in California. 
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This combination proved a winning one and in 1912 
the company had outgrown its quarters. So the busi- 
ness was moved to the large and well-arranged building 
at 362 East Congress Street on the corner of Brush. 
New lines were added, the force increased and many 
modern improvements put in. 

On January 1, 1930, the company moved into a home 
at 6540 Antoine Stréet at East Grand Boulevard, such 
a fine establishment that it merits especial mention, It 
is four stories high with 117 foot frontage, and the 
reinforced concrete construction provides for three ad- 
ditional stories. There is a total of 60,000 square feet, 
exclusive of the general offices, which are located on 
the mezzanine floor. Every detail, from inside loading 
up to an unusually efficient lighting system, is of the 
most modern type. 


HE present officers are: W. W. Campbell, presi- 

dent and treasurer; A. R. Smith, vice-president, 
and William P. Goudie, secretary. Associated with the 
company as directors, though not active, are Harry E. 
Andrews and William C. Brown. These two men are 
active in the Brown-McLaren Company, of which 
Messrs. Campbell and Smith are also directors. The 
Boyer-Campbell Company is a member of the National 
Supply and Machinery Distributors’ Association and 
the Board of Commerce. 

Mr. Smith is a member of Palestine Lodge 357, F. 
and A, M., Palestine Chapter 159; Detroit Commandery 
Number 1, Knights Templar; Moslem Temple, A. A. 
O. N. M. S., and attends St. James (Turn to page 127) 
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How We Sold Him 


By EDWARD A. HIRSHON 


Sales Manager, W. S. Wilson Corporation, 
New York City 





NVTELLIGIENT cooperation between the 

distributor and his customers is the cor- 
ner-stone on which mutual good will is built. 
The continuance of profitable transactions 
between the two depends very largely upon 
the distributor's salesmen. [lence their train- 
ing should be thorough and their work prop 
erly directed and applied. 

Salesmen should have the necessary tech- 
tical experience to analyze their customers’ 
requirements. They should be intensely in- 
terested in the technique of plant efficiency. 
They should know whether or not the equip- 
ment and supplies they sell will help bring 
about the lowest possible maintenance and 
production costs. 


Salesmen having these qualifications are 





The first of a series of articles showing 
how the ‘‘Sell Him Something More’’ 
idea works out in actual practice 


ever welcomed by plant officials. “heir back- 
ground is broad. Their experiences are not 
confined by the traditions and limitations of 
a single industry and therefore the recom- 
mendations they offer are respected. 

Service, such as these men render, is of the 
highest type—because sales made are more 
profitable to the purchaser than to the seller. 
This is the sort of service that builds lasting 
good will and permanent customers. 

Let me illustrate what I mean by real sales 
service. One of our salesmen recently made his 
first call on a prospect and while talking to 
the plant superintendent, found that on a cer- 
tain assembly an ordinary 1/2-inch by 10/32 
round head iron machine screw was used in 
fastening a sheet metal part 1/2-inch thick to 


1] 


THE PROBLEM 


When one of our salesmen made his 
initial call on a particular prospect, he 
found him using ordinary 1-inch by 
10/32-inch round head iron machine 
screws in assembling a sheet metal part 
1/32-inch thick to an aluminum base die 
casting. This method of assembly re- 
quired the drilling and tapping of four 
holes 1 inch deep in the casting. 


Y 
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an aluminum base die casting. Vhis method 
of assembly required the drilling and tapping 
of four 1/2-inch deep holes in the casting. Our 
man, technically trained to be on the lookout 
for such operations as these, suggested the 
use of self-tapping screws in place of machine 
screws, because the self-tapping type would 
climinate costly tapping operations. Samples 
of the screws were submitted and compara 
tive tests made. The result was that by using 
the self-tapping screws the assembly line was 
speeded up, the fastenings made stronger and 
the operation costs lowered considerably. Ob 
viously the self-tapping screws were adopted. 
The salesman made a good customer and the 
customer in turn improved his product and 
lowered production costs. 

Later, on his second call, our salesman 
showed his customer how he could reduce 
his production costs on this assembly still 
further by* using an eleetrically operated 
screw driver instead of the hand type which 
was then used. Again, the results were 
mutually profitable. There were more savings 
for the customer, more business for us and 
more good will established. 

The confidence of the eustomer having been 


gained through serviee rendered, our man 


HING MORE 









































OUR SALESMAN'’S RECOM- 
MENDATION 


Our salesman, having been educated to 





correct such conditions, recommended 
the use of a number 10, 1l-inch round 
head, hardened, _ self-tapping = screw, 


which eliminated the costly tapping op- 
eration and resulted in a better job all 
around. Production costs of the cus- 
tomer were lowered as a result, and 
profitable business accrued to us. Good 
will established on the initial call was 
gained through an understanding of the 
customer’s requirements. 


I] 


ADDITIONAL BUSINESS PROCURED 


On his second call, our salesman showed the customer 

how he could further reduce his production costs by 

using electrically operated screw drivers instead of 

hand operated ones, which were being employed at 

the time. The result was a saving for the customer 
and more profitable business for us. 
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FURTHER ANALYSIS IS MADE 


Our salesman, having gained the complete 

confidence of his customer, next took up 

with him the operation of other parts 

of his assembly. He noticed that a power 

hack saw was being used to saw out 
certain pieces of metal. 


FURTHER SUGGESTION 
BROUGHT MORE BUSINESS 


The final recommendation on this as- 
sembly was the use of a special type of 
emery wheel, which was better suited for 
the grinding operation than the one pre- 
viously used. A better type of goggles 
that reduced eye strain was also recom- 

mended and sold. 


f 


PRODUCTION TIME CUT IN HALF 


Our salesman recommended that the work being 
done by the power hack saw be performed by a 
milling machine using two milling cutters, each 
6 inches in diameter by 1/16 inch, spaced 1 1/16 
inches apart. This recommendation was tried out 
and accepted so that now the customer does this 
particular operation in less than half the time. 


next took up other operations on this same 
assembly with the production manager. He 
found, for example, a power hack saw being 
used to cut certain pieces of metal. It was a 
slow process, Inaccurate and costly. Produc- 
tion work of this kind required a miller, hence 
a milling machine was recommended because 
two milling cutters cach 6-inches in diameter 
by 1/16-inch thick spaced 1 1/16 inches apart 
would do the work in half the time at half the 
cost. ‘Phe machine was tried, accepted and 
bought. Now, this firm gets a quicker, better 
and far more economical job on this operation. 

ur salesman, when 
analyzing the final as- 
sembly on this device, 
found that a= special 
type of emery wheel 
was better suited for 
grinding than the one 
that was then = em- 
ploved. The sugges- 
tion was followed and 
the new type of wheel 
purchased. At the 
same time, an im- 
proved gogele for the 
operator was rece- 
ommended. This, of 
course, meant better 
vision, greater safety and more comfort for 
the operator. The employee welcomed the 
change because it bettered his working con- 
ditions and also chabled him to turn out more 
work. 

The typical illustrations cited deal with but 
one of the many products which this manu- 
facturer produces. Unlimited other economies 
have been suggested in other assemblies, 
many of which have been adopted. Is it any 
wonder that this customer now voluntarily 
comes to us with problems involving the 
choice of equipment to be used for specific 
purposes? .\nd who can fairly say that the 
business thus secured is not justly earned. 


Ile “sell him something more” job done 

in this particular instance is by no 
means an isolated case. What is true of this 
customer is also true of many others, for our 
motto, “Wilson for service.” is lived up to. 
We show our customers by action how they 
can best utilize our knowledge and experi 
ence, On this policy of service is built our 
business. 
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MAKING CUSTOMERS 
“BRUSH CONSCIOUS” 
WITH DISPLAYS 


When a customer visits The 
Graft-Pelle Co., of Louisville, 
Ky., the first thing he sees as 
he enters the door is an attrac- 


tive display of Osborn Brushes. 


There are many uses for brushes 
which do not always occur to 
the average user. When he 
sees a particular style or shape 
of brush it often suggests one 


or more uses. 


A ‘*‘brush conscious’’ distribu- 
tor takes every opportunity 
to make his customers ‘‘brush 
conscious” also. 

Attractive, well-placed displays 
of Osborn Brushes go far to 
develop large volume busi- 
ness for Osborn distributors. 





KNOW THE LINE OF 
OSBORN BRUSHES 
Wire Wheel Brushes 
Fibre Wheel Brushes 
Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 
Push Brooms —Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 
Rotary Brushes 
Flue and Heater Brushes 
Special Purpose Brushes 


Jue Ose0RN Manuracturinc COMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 


New York, Detroit, Chicago, San Francisco, 
os Angeles 





rush 
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Vice President 


PITGEMEYER 


of The Osborn Manufacturing Co. 


SALES STRENGTH 


1930 was a bad customer. 
Many lines were severely af- 
fected. If evera year tested the 
real sales strength of a line, 
1930 was that vear. 


One of Osborn’s oldest ‘‘brush 
conscious” distributors reports 
that his total volume on all 
lines fell off 40°7. But his sales 
of Osborn Brushes were af- 
fected only 28%. 


That’s sales strength! 


More recent Osborn ‘‘brush 
conscious” distributors- 
who are just getting under 
way to develop their potential 
brush business, report increases 
in Osborn Brush sales as high 
as 50° in 1930! ( Actual figures 
furnished on request ) 


More evidence of the rug- 
ged sales strength of the 
Osborn line. 


“But,’’? say leading Osborn 
distributors, ‘‘the whole- 
hearted co-operation of Osborn 
has been a vital factor in help- 
ing us maintain good volume 
in spite of old man 1930.” 





, The Osborn Manufacturing Co. 





DISTRIBUTOR TESTS 
SALABILITY OF 
OSBORN BRUSHES 


Mr. W. L. Revnolds, Sales 
Manager of the I. A. Benson 
Company, Inc., of Baltimore, 
after reading articles about 
various Osborn Distributors 
published in “BRUSH NEWS”, 
decided upon a plan of action. 


Calling in his salesmen, he 
issued instructions to push 
Osborn Brushes for one week. 
This plan was, in fact, a test 
to determine what Benson 
salesmen could do with Osborn 
Brushes when they used spe- 
cialized sales methods. 


The results secured by the sales 
test convinced Mr. Reynolds 
that Osborn Brushes justified 
specialized sales support. ‘The 
Osborn line was then included 
in leading lines receiving the 
special sales efforts of one of 
their representatives. Eight 
calls in one day developed four 
large industrial concernsas live 
prospects for Osborn Brushes. 


The Osborn Plan of Co-oper- 
ation with industrial distrib- 
utors is heartily commended 


by Mr. W. L. Reynolds. 


CHARTS SIMPLIFY 
CORRECT SELECTION 
OF OSBORN BRUSHES 
The charts appearing on the 
back pages of “BRUSH 
NEWS” are receiving favor- 
able comments from Osborn 
distributors whose salesmen 
are using these charts in 
actual sales work. 
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Mr. La Rocco explains the differences in fibre used in Osborn Push Brooms 


wi are 


arefully selected for heavy, medium or light sweeping requirements. 


” 4 VERY SO OFTEN”, said Mr. La Rocco 


_4of the 


Hi. Channon Company, “it’s a good 


idea to start a conversation with a customer about 
Osborn Brushes. It’s an interesting subject and 


can lead to 


“For example, suppose a customer is in your 


office who 


brooms. Take him out to the stock room and 
walk around to the push broom section. 


“There’s so 


granted,” is a good starter. 


*‘Push brooms?” queries the customer. “‘Well, 
after all, aren’t they pretty much alike?” 


“By no me 
Osborn Pt 


“The chief 


of fibre. Bass fibre, the stiffest of fine fibre, is 


used for 
toughest fi 
especially 


“Bamboo, 


heavy sweeping. And for very heavy sweeping, 


Osborn n 


push brooms.” 


**That’s interesting,” said the customer. “I never 


thought of 


scientific as that. I’m going to check up on our 


uses of pu 
some real 
sweepers 


(Whether he 


own office or 


some nice business. 


A : ; ‘ Demonstrating an Osborn Push Broom 
you think might be interested in push 


helps explain how important is the relation 


of fibre to the kind of sweeping to be done. 





mething most people take too much for 


ans,” is the answer. “‘At least, not 
ish Brooms. 


differences are in the various kinds 


very clean sweeping. Rattan, the 
bre used in Osborn Push Brooms, is 
suited for rough, heavy sweeping. 


a coarse fibre, is the best for clean, 


rakes high quality, tempered wire 


the common job of sweeping being as 


sh brooms. I believe you can save us 
money and get better work from our 
as well.” 


talks Osborn Push Brooms to a customer in his 


the customer's office, the ‘‘brush conscious’ sales- 


man builds customer good will with resultant increased business 


by helping the 
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Brush Business 


with Osborn 
Push Brooms 





HE MORE a salesman knows rae 7 | 
about Osborn Brushes, the more A arove of Piassaba palms—the sourceof the Bass fibre used in maki 


some of the Osborn Push Brooms illustrated on the next pac 


brush business he gets. 


To date, ‘BRUSH NEWS” has carried 
instructive sales information to sales- 
men about the following groups of 


Osborn Brushes: 





Osborn Paint and Varnish Brushes 

Osborn Master Wheels 

Osborn Floor, Counter and Window Brushes 
Osborn Wire and Fibre Wheel Brushes 


A native of the Philippines preparing Rattan for shipment to Chinese 
dealers who export to the United Stat. 


This month, J. C. LaRocco, salesman 
for the H. Channon Company of 


Chicago, contributes some sales 





ideas about Osborn Push Brooms. 


Chinese workman cutting an 


bundling Bamboo splints used in makin 
Osborn Bamboo Push Broon 


See next page for chart of various types 
of Osborn Push Brooms for Heavy, 


Medium or Light sweeping requirements. 
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OSBORN PUSH BROOMS a&xom 


for All Kinds of Industrial Sweeping Work 


m recommended types of sweepin 


ping described under the classification you 
select. The description that most accurately meets the con- 
jitions identifies the Osborn Push Broom recommended for the 
particular kind of sweeping desired. 








PUSH BROOMS FOR HEAVY SWEEPING 


BRUSH SIZE OF | LENGTH | NUMBER 
NUMBER BLOCK {OF STOCKIOF ROWS Rough, heavy work 


Rattan fibre is best for rough, heavy sweeping 





14’’x 31g” 6’ 


where great durability of a push broom is more 
160 x 3'2 6 important than thoroughly clean sweeping. Rattan 


16x 4” ES is the toughest fibre used in Osborn Push Brooms 





Clean, heavy work 
boo fibre is best for clean, heavy sweeping 
where conditions demand a coarse fibre that 
sweeps clean. Itis clean sweeping more than great 


jurability of the push broom that is required here 





Very heavy sweeping work 


Where conditions demand very heavy sweeping 
rough surfaces, flat steel wire is preferable 
fibre. Osborn Push Brooms made of flat 
ep P ” steel wire are made for great durability 

16 5 4 3 ; 


nder the hardest sweeping conditions 
Flat Wire Push Brooms 
ARE A RENTS. AR A SL AT ee Sei ace 


PUSH BROOMS FOR MEDIUM SWEEPING 


BRUSH | size OF | LENGTH | NUMBER ‘ a : 
NuMBER] sock |or stocklorrows| Clean sweeping requiring a wide flare 


Push Broom 
Genuine African Bass is the stiffest of the fine 
fibres and is especially qualified for clean 














¢ 


sweeping under average or medium conditions 


2 The wide flare of the Osborn No. 500 Push Broom 
Genuine African Bass Push Brooms 


makes a sweep 22'3” wide 





Clean sweeping where no flare of the 
push broom is required 
The same high quality of genuine African Bass 
is used in these push brooms as in the No. 500 
Jescribed above. No. 486 and 487 are recom- 
mended for average sweeping conditions 
demanding clean work. 


Rough sweeping work 
a 4 3 Where conditions require sweeping away sub- 
7 ' stances or matter that adheres to rough floors 
f wood, stone, brick, cement, etc. Osborn Push 
” ” Brooms Nos. 141 and 


142 are recommended. 
14 3% 6 . , ; 
The round steel wire quickly digs through the 


Round Wire Push Brooms matter to be removed. 


FLOOR BRUSHES FOR LIGHT SWEEPING 


BRUSH BRUSH BRUSH Where conditions demand finer sweeping than 
NUMBER LENGTH TRIM Push Brooms obtain, Osborn Floor Brushes Nos 
er a 641-642-645 and 646 are recommended. These 
641 16 brushes are, in reality, the “dividing line” between 
642 18” id Osborn Push Brooms and Osborn Floor Brushes 
645 24” 4 Briefly, Push Brooms are made for all the 
646 30” * “heavier” kinds of sweeping and Floor Brushes 
for the lighter kinds of sweeping. 


Genuine African Bass Push Brooms 
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Merchandising 


Has 


Been 


Committee 
Active 


Several activities, sponsored by the merchandts- 
ing committee, are already under way 


, \HE Joint Merchandising Com- 
mittee of the Mill Supply Busi- 
ness has been active since its 

last general meeting in Cincinnati late 

in November. 

Several sub-committee meetings 
have been held and a number of ac- 
tivities already started. A limited 
magazine and direct-mail campaign is 
in progress to encourage additional 
support among distributors and man- 
ufacturers for the constructive pro- 
gram designed to sell industry on the 
economic importance of the distribu- 
tor. 

The research work under the direc- 
tion of H. W. Barclay, which calls 
for a gathering of statistics and other 
essential data concerning the distribu- 
tor’s place in industry from industrial 
users, manufacturers, and distribu- 
tors, is well under way. In addition 
to procuring information by the ques- 
tionnaire method several hundred per- 
sonal calls are being made. The re- 
search committee expects to have a 
report of its findings ready for pres- 
entation at the Washington triple 
convention late in April. 

The latest report from the finance 
committee shows that 189 distributors 
and manufacturers are now backing 
the merchandising campaign, having 
pledged more than $58,000 to be paid 
in over a period of three years. Con- 
sidering that these subscriptions were 
made during a period when business 
conditions were sub-normal, the re- 
sults obtained are not to be ignored. 
Listed among the present subscribers 
are many of the country’s outstanding 
distributors and manufacturers. 
Among the latest subscribers are num- 
bered the Arkansas Mill Supply Com- 
pany, Pine Bluff, Arkansas; Corinth 
Machinery Company, Corinth, Mis- 
Sissippi; Keith, Simmons Company, 
and Buford Brothers Company, Nash- 


D. S. Brisbin has taken R. W. 
Procter’s place as a member of the 
committee. 


ville, Tennessee; Young and Vann 
Supply Company, Birmingham, Ala- 
bama; and Delta File Works, Phila- 
delphia. 

In addition to the personal efforts 
of the committee members in procur- 
ing subscribers, considerable credit 
must be given to Alvin M. Smith, 
secretary, Southern Association, who 
has done a splendid job in lining up 
support in the South through group 
meetings; the National Association 
which also has sponsored general 
group meetings, and the American 
Association which is keeping after its 
members regularly in its monthly bul- 
letin. 

The committee recently lost the 
services of one of its most loyal, hard- 
working members when R. W. Proc- 
ter’s resignation was accepted. Mr. 
Procter is no longer connected with 
the industry and therefore deemed it 
advisable to withdraw as a member 


of the committee. He had previously 
given up the chairmanship. His place 
on the committee is being filled by 
D. S. Brisbin, vice-president, Colum- 
bus - McKinnon Chain Corporation, 
Tonawanda, New York. Mr. Brisbin 
needs no introduction to the industry. 
He has long taken an active part in 
Association work and formerly served 
as president of the American Asso- 
ciation. 

Beginning with January, the Mer- 
chandising Committee launched a 
monthly bulletin service, “The Broad- 
caster,” in which the progress of the 
campaign is reported. R. K. Hanson 
is editor of the bulletin. Distributors 
and manufacturers can procure this 
bulletin regularly by simply sending a 
request to Mr. Hanson at 916 Clark 
Building, Pittsburgh. 

The use of the slogan, “Distribu- 
tors Serve Industry Economically,” is 
becoming more widespread. The com- 
mittee’s efforts are fast becoming 
known, not only in the mill supply 
industry, but others, as a result of the 
publicity concerning the movement 
which has been given in various busi- 
ness magazines and the work of indi- 
vidual committee members. 

At the recent annual meeting of the 
Associated Equipment Distributors in 
St. Louis, for example, Lawrence 
Puchta outlined the campaign, and his 
efforts were very well received. 

A recent four-page mailing piece 
gotten out by the Republic Rubber 
Company deserves: special mention. 
This folder, which is sent to distribu- 
tors throughout the nation, urges uni- 
fied support of the merchandising 
campaign. It points out that the com- 
mittee alone cannot do the job of im- 
proving the distributor’s position in 
industry. It needs the support of all 
distributors. In part the folder says: 
“The indus- (Continued on page 126) 
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What the Market Determination 
Plan Means to Distributors 


HIS month Mitt Suppuies launches its 

Market Determination Plan—a plan 

which will aid distributors in their 
efforts to do a better job of distributing for 
manufacturers, serve users more efficiently, 
and make more money for themselves. 

Of course, the plan is not of such a nature 
that a distributor can expect merely to accept 
it and then watch the profits roll in. It calls 
for considerable study, intelligent planning, 
and a lot of hard work. Under this plan, 
more than ever before, both distributors 
and manufacturers must recognize their re- 
sponsibilities to each other. 

First of all, a comprehensive survey of 
markets is necessary to determine where busi- 
ness is to be had and what kind of business it 
is. This survey should show the number 
and types of plants in a territory, classify 
them as to their buying potentials, and re- 
veal who in the plants are responsible for 
purchases. 

Second, a thorough product study is essen- 
tial based on the buying needs of the territory 
served. Through this study, the distributor 
will learn the application of specific products 
in particular plants. In many instances, it 
will mean a complete rearrangement of stocks 
carried—the elimination of non-profit, slow 
moving items, and the addition of products 
for which there is a steady demand. 

Third, the plan calls for specialized sales 
effort on those products which require it. 





Fourth, it necessitates an intensive study 
of manufacturers’ sales policies and coopera- 
tive helps. 

Fifth, it requires the thorough training of 
salesmen so that they can really sell. 

The entire publishing efforts of MIL. 
Suppuies will be directed toward carrying 
out the Market Determination Plan. As is 
outlined in the article on page 13, we shall 
cooperate with distributors in every way pos’ 
sible in helping them adapt the program to 
their individual needs. 

The practicability of the plan has been 
predetermined, for many prominent distribu- 
tors and manufacturers have already put their 
stamp of approval on it. 


If you want to increase the value of your 
services to users; if you want to insure greater 
cooperation from your sources of supply; if 
you want to step up volume and profits, 
you'll prepare now to tie-in with Mitt Sup- 
PLiES Market Determination Plan. 


exo 


Your Support to the Merchandizing 
Campaign Must Be Had 


LOWLY but surely the list of subscrib- 
ers to the merchandising campaign, 
sponsored by The Joint Merchandising 

Committee of the Mill Supply Business, 
mounts. Since the last report several addi- 
tional distributors and manufacturers have 
joined the ranks of those pioneers who have 
pledged their moral and financial support to 
put industrial distribution on a higher plane 
than ever before. 

The committee is going ahead with its 
activities as rapidly as funds will permit. Re- 
search is well under way; and some advertis- 
ing is being done. 

However, until the $58,000 pledged to be 
paid in over a period of three years swells 
to three times that figure, and the 189 sub- 
scribers grow to at least 500, the committee's 
accomplishments necessarily will be limited. 
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There is an industry job to be done and a 
small minority, of course, cannot be ex- 
pected to accomplish it alone. 

What about you distributors and manu- 
facturers who are anxious to see distributing 
conditions improved; who agree that the mer- 
chandising campaign if carried out will bring 


about a better situation all around. Isn't it 
time you backed your beliefs with something 
more than talk? 


Making the Most of the Specialty 
Man’s Time 


OST manufacturers, particularly 
M those making technical or semi-tech- 
nical products, send out specialty 
men to work with distributors’ salesmen. It 
is the duty of these men to bring facts con- 
cerning their products to the attention of 
distributors which will help them do a better 
job of selling and also to assist distributors 
in closing business where the advice of a 
technically trained man is required. 

If a salesman is to get the most out of the 
time spent with him by manufacturers’ 
specialty men, he ought to take them on 
calls where problems have arisen which he 
cannot solve himself. 


While this seems the logical thing for any 
salesman to do, it has come to us, on good 
authority, that frequently salesmen prefer to 
show the manufacturer’s man a few of the 
successful installations which they have sold 
rather than lead him to those prospects who, 
for one reason or another, haven't been 
closed. 


It’s human nature, of course, to be proud 
of jobs well done and all of us like to be 
patted on the back now and then. Probably 
that’s why salesmen get a kick out of point- 
ing out installations where they have clicked 
100 per cent. 

However, the manufacturer’s man isn’t 
nearly as interested in installations sold, as he 
is in prospective installations which need to 


be sold. 


Manufacturers are paying their specialty 
men, in part at least, to help you close sales 
on which you are having difficulty. When 
you take up their time congratulating your- 
self on what a great job you did in such 
and such a plant, you are not only wasting 
their time but also missing out on an oppor- 
tunity to procure expert help on jobs where 
you really need it. 

Never be too proud to say, “I don’t 
know.” If a job has you stumped, seek assist- 
ance from the man who can give it to you. 
The manufacturer's specialty man is expected 
to help you work out difficult problems in 
which products of his company are involved. 
Why not cash in on this expert assistance to 
the fullest extent? 


C@ed 


A New Treatment of a Tested 
Editorial Feature 


NEW regular editorial feature makes 

its appearance in this issue of MILL 

Suppuigs, taking the place of the 

“Sell Him Something More” articles which 
have been running for some months. 


The idea of getting all the available busi- 
ness in each plant called on, which has been 
hammered home successfully in the past, will 
be continued, but in a different and, we be- 
lieve, more effective way. 

“How I Sold Him Something More” is 
the title of the new section and, as the name 
implies, the experiences related are based on 
sales actually made. Each month, Miz Sup- 
pLigs will bring its readers an article which 
shows how the application of the “sell him 
something more” idea has increased sales and 
profits and established closer contact with 
customers. 

Edward A. Hirshon, W. S. Wilson Cor- 
poration, New York, is the author of this 
month’s article. It’s interesting, and carries 


a worthwhile message for every distributor 
and salesman. Be sure to read it. 
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Industrial Distribution Isn’t 
What It Used to Be 


By ERNEST H. SMITH 


One man usually did the buying for an industrial 
plant in the old days and if a salesman kept in 
touch with him that was sufficient. Today, how- 
ever, a number of men have a hand in buying 
and all of them must be contacted regularly 


WENTY-FIVE years ago, 
Smith and Brown was a part- 
nership and old John Smith 

was general manager, buyer, factory 
superintendent, and just about every- 
thing else combined. If you wanted 
to sell anything to Smith and Brown, 
all you had to do was to see John 
Smith. He knew every corner of the 
plant and office, and it made no dif- 
ference whether it was a piece of belt- 
ing or typewriter supplies that was 
needed ; he was the man who bought it. 
About 10 years later Smith and 
srown became the Smith Manufac- 
turing Company. Old John Smith 
was still the boss, but Jim Smith was 


the superintendent and Jack Smith - 


the purchasing agent. You addressed 
your circular letters to the purchasing 
department, where most of them were 
thrown in the waste paper basket by 
Jack Smith, and by the time the few 
that were left were passed along to 
Jim Smith and then referred back to 
President John Smith, 99 chances out 
of 100 yours never reached old man 
Smith. However, John Smith still did 
the actual buying, and it was com- 
paratively a simple matter to reach 
him. 

Today, the Smith Manufacturing 
Corporation has three factories in 





your territory. 
power plant engineer, master me- 


Each factory has a 


chanic, superintendent of mainte- 
nance, general superintendent, and 
manager. The purchasing department 
is still located in your city, but John 
Smith has retired ; Jim Smith is out on 
the coast playing golf, and Jack Smith 
ishuntinglions in Africa. The purchas- 
ing agent is Ralph Johansen who has 
just been promoted and was formerly 


manager of the Kinkertorus plant. All 
of the plant officials are strangers 
who have worked their way up in the 
organization, and the fact that the 
president of the Umpt Supply Com- 
pany was a bosom friend of John 
Smith does not count for very much 
any more. 

Each plant and each official at each 
plant is competing for promotion and 
recognition, and instead of one or two 
sources of buying power, there are 
now 10 or 15. Although you have 
more opportunities to present your 
sales arguments you also have more 
chances of criticism and a greater di- 
vergence of ideas. Of course, if you 
are selling an ordinary staple article, 
you need go no further than the pur- 
chasing department, where price is 
the main consideration. However, the 
big business for you is at each of the 
three plants. You must sell the power 
plant engineer, master mechanic and 
the superintendent, and if you can 
get by them, the requisition has to be 
okeyed by the superintendent of 
maintenance, general superintendent, 
and plant manager. 

These fellows are busy men and 
they have no time to waste with sales- 
men who are not experts in their 
particular (Continued on page 126) 
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ALWAYS 
DEPENDABLE 


— INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
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Have You Heard That - 


CE ce 
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Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








George Puchta Honored on 
Fiftieth Anniversary 


EBRUARY 2, 1931, marks 

the completion of George 

Puchta’s fiftieth year in the 
mill supply business. On January 
20, immediately following the annual 
meeting of the Queen City Supply 
Company, Cincinnati, of which he is 
head, the employees of the organi- 
zation recognized this anniversary 
by presenting him with a handsome 
watch. 

Every employee of the company, 
including those at the branches in 
Lexington, Kentucky ; Richmond, In- 
diana, and Dayton, Ohio, contributed 
to the purchase of the gift, and 
more than 150 of them were present. 
James J. Conley, assistant superin- 
tendent, who has served the com- 
pany for 35 years, longer than any 
other employee, made the presenta- 
tion speech, paying high tribute to 
Mr. Puchta for his work in behalf 
of the company and the employees 
during his long service as president. 
Mr. Puchta, in accepting the gift, 
told of the growth of the concern 
and the struggle for business dur- 
ing its early days. He recalled many 
incidents of interest to the older em- 
ployees and officers, promising that 
he would treasure the gift among his 
most valued possessions. 

On February 2, Mr. Puchta is 
further celebrating the occasion 
by entertaining several prominent 
distributors at a luncheon. Those in- 
vited are: Charles Moeser and Ben 
Smith, The Pickering Hardware 
Company; Howard Johnston, and 
William T. Johnston, Sr., The Wil- 
liam T. Johnston Company; A. O. 
Schulze, The V. N. Devou Supply 
Company; W. J. Radcliffe and R. 
Easton, The E. A. Kinsey Company ; 
H. O. Wentworth, The Vulcan Cop- 
per and Supply Company ; Fred Boe- 
binger, The Boebinger Hardware 
Company; Arthur Morris and Wal- 





George Puchta 


ter Morris, E. K. Morris and Com- 
pany; M. Roehrer, Doermann-Roeh- 
rer Company; E. A. Wirthlin and 
George A. Mann, Wirthlin-Mann 
Company; J. B. Miller and Eugene 
Ritter, Mechanical Supplies Com- 
pany; Joseph Wood, J. R. Wood 
Company; Joseph Scallan and Em- 
mett Scallan, The Scallan Supply 
Company; Ralph M. Bingham, The 
Bingham Tool and Supply Com- 
pany; Henry F. Smith, Smith-Bing- 
ham Company; George J. Jones, 
Crane Company ; Ed. Aufdemkampe, 
Aufdemkampe Hardware Company ; 
Egidius Kuhlmann, Kuhlmann 
Hardware Company; Otto Burger, 
Kruse Hardware Company; David 
C. Jones, The Lunkenheimer Com- 
pany, and W. E. Butler, F. D. Snod- 
grass, A. C. Blaisdell, L. G. Puchta, 
J. J. Kauther, and J. H. Blackham, 
all of The Queen Ciry Supply Co. 

Before entering the mill supply 
industry in 1881 when he was 21 
years old, Mr. Puchta had been edu- 
cated in the Cincinnati Public 


Schools and at the night classes of 
Nelson’s Business College from 
which he graduated. While he was 
attending this college he was also 
working for J. C. Fuller who was 
then in the shoe machinery and tan- 
ners’ supply business. Then, in 1876 
he became bookkeeper for John V. 
Nicolai in Cincinnati, remaining 
there five years. During this time 
he attended night classes at the Ohio 
Mechanics Institute. 

In 1881 he went to Post and Com- 
pany as bookkeeper, eventually be- 
coming director and secretary of the 
company. On July 1, 1890, Post and 
Company sold out its supply busi- 
ness to Mr. Puchta and F. X. Pund 
at which time the Queen City Sup- 
ply Company was formed, occupy- 
ing the buildings at the Southwest 
corner of Pearl and Elm Streets, 
Cincinnati. 

Besides heading the Queen City 
company, Mr. Puchta has had many 
other business affiliations and has 
held important public offices. For 
years he was a director and vice- 
president of the Market National 
Bank, and director and president of 
the Security Savings Bank. When 
these two institutions were taken 
over by the Fifth-Third Union Trust 
Company, he continued as director. 
He is also a director of the Cincin- 
nati Frog and Switch Company and 
of the Milnor Electric Company. 
From 1911 to 1915 Mr. Puchta was 
United States Assistant Treasurer, 
appointed by President William 
Howard Taft; in 1916 and 1917 he 
was mayor of Cincinnati elected by 
the largest majority anyone ever re- 
ceived for that office up to that time; 
and he has served as presidential 
elector from the first district of Ohio 
for Presidents Harding, Coolidge 
and Hoover. 

Mr. Puchta has always taken a 
deep interest in Association work in 
the industry and he feels that now 














FEBRUARY, 1931 MILL SUPPLIES 3Y 


Th € NEW CLEAVER 


TANK CAR HEATER 

















Every Industrial 
Plant and Road 
Builder is a Pro- 
spective Buyer 


Tu new improved Cleaver in- 
corporates all those features which 
the industrial plant or road builder 
needs in a tank car heater—a small, compact unit, 
easily transportable, simple to handle, and quick, 
powerful and economical in operation. 


The Patented Cleaver Closed Circuit makes it pos- 
sible to heat the average 10,000 gallon tank car 
with considerably less than 50 gallons of water. 
There is ample oil and water capacity in the supply 


The Cleaver tank car heater illustrated burns ap- 
proximately five gallons of fuel per hour, and has 
sufficient capacity to heat three tank cars at one 
time. Thus, 30,000 gallons of material can be 
steamed at high pressure for ten hours with a fuel 
cost that should not exceed $3.00. 


tanks for a 12-hour run, carrying 150 pounds of 
steam pressure. 

The product of many years of constant research 
and study, the New Improved Cleaver fills the 
need of a machine to heat railway tank cars of 
oil, tar and asphalt quickly and inexpensively. 


WHY THE NEW CLEAVER 


_ SHOULD INTEREST 


| IMPORTANT DISTRIBUTORS 


FEATURES 
The oil burner is an integral 
part of the boiler and will 
burn all grades of fuel oil and 
natural gas without changing 





STANDARD 
| EQUIPMENT 
The New Improved Cleaver Tank Car heater is | Q 


2 . : | 30 H.P. New Era Steam 
such an important, fast, efficient and economical 


| Boiler complete with all fit- | 
machine that it carries a tremendous sales appeal. tings to meet A.S.M.E. code. 


mechanism. 
The Cleaver Company holds 


Era boiler for road work. 
| this boiler, the low tempera- 
ture gases escaping from the 
exhaust pipe at the front of 
the boiler. 


boiler, which is secured by 





bolts, the entire heating ele- 
ment can be removed for in- | 


exclusive rights to the New | 


There is no smoke stack on | 


| By opening the flange of the 


The market is so broad that there are many 
prospective customers in every distributor’s 


territory. 


Add to these advantages the fact 
that every sale of a Cleaver nets 
a fine profit for the distributor 
and you have every reason for 


Oil and gas burner. 

Air blower for burner. 

3 H.P. Briggs & Stratton 
Motor. 

High Speed Mounting of 6” 
channel iron with built-in fuel 
and water tanks, totalling 100 
gallon capacity, 2%4” square | 
axles, steel disc wheels, Fire- | 
stone balloon tires. 
Timken bearings. 
High Pressure Alemite lubri- | 
cation. 





: 2 taking on and pushing this line. Cleaver return condensate 
spection or repair—and after | Write to us for further details. system. 
years of service, a new heat- | Crane valves and fittings 
ing element can be installed | throughout. 
| at small cost. 





J. C. CLEAVER Co.., Inc. 


OREGON > > > » > > » ILLINOIS 
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George Puchta, president of the Queen City Supply Company, is presented with a watch on his fiftieth anniversary in the 


industry, by the employees of Queen City, represented by 


more than ever the importance of 
the distributor is being recognized 
by the manufacturer and consumer. 


x x x 


Ryerson Issues Extensive 
Catalog 

Catalog number 30 recently pub- 
lished by Joseph T. Ryerson and 
Son, Incorporated, Chicago, includes 
practically every type of tool and 
portable machinery used in the metal 
working field. Illustrations and in- 
formation concerning general equip- 
ment, tools for the machine shop, the 
sheet metal or tin shop, and for the 
structural, boiler or blacksmith shop 
and contractor have all been con- 
densed into this volume of 158 pages, 
a convenient size for reference pur- 
poses. The book was published pri- 
marily for the convenience of small 
tool and machinery buyers, but it 
has also proved useful as a reference 
book of technical information made 
conveniently available. 


W. R. R. LaVielle Dies 

W. R. R. LaVielle, chairman of 
the board of the Neill-LaVielle Sup- 
ply Company, Louisville, Kentucky, 
died suddenly at his home on Jan- 
uary 4 of a heart attack. Mr. La- 
Vielle was 54 years old and had 
been in the mill supply business for 
many years, 

Most of his business career before 
he formed the Neill-LaVielle com- 
pany was spent with the Louisville 
Public Warehouse, a company in 
which he was for a long time a stock- 
holder and director. In 1909 Mr. 
LaVielle bought the interest of 
W. H. Neill in the W. H. Neill 
Company and since then he had 
built up this small business to the 
present extensive organization. 

Mr. LaVielle was a Mason, a 
member of the Audubon Country 
Club, and the Pendennis Club. The 
company is a member of the National 
Supply and Machinery Distributors’ 


James J. Conley. 


Association and Mr. LaVielle him- 
self was always a prominent and 
highly respected member of the mill 
supply industry. 
x * * 
Brisbin is New Member of 
Merchandising Committee 
D. S. Brisbin of the Columbus- 
McKinnon Chain Corporation, Ton- 
awanda, New York, has been ap- 
pointed by President Jones of the 
American Supply and Machinery 
Manufacturers’ Association, to take 
the place of “Doc” Procter on the 
Joint Merchandising Committee of 
the Mill Supply Business. Mr. 
Procter resigned a short time ago. 
* * *” 
William Pike Handles New 
Lines 
The William Pike Company, 
Detroit, distributor of standard in- J 
dustrial scales, has accepted the 
contract for the state distribution of 
the Standard Computing Scale Com- | 
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ANNOUNCING 


The SALES GUIDE PLAN 
For DISTRIBUTORS of 


NS az 
\ BLACK: IDIRCr 
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PORTABLE ELECTRIC TOOLS 




















Based on SALES GUIDE CHARTS Showing Definite 
Markets for Increasing Sales and Profit by Specializing 


on this Line. 


Plant modernization is the natural development of the day. The In- 
dustrial Organization which hopes to stay abreast of the times must 
use fools and equipment that provide the greatest efficiency at the lowest 
possible cost. 


A Real Sales 
Opportunity 


Keen Industrial Executives everywhere are thoroughly alive to this 
situation. Their plants are a steadily growing market for modern 
tools, equipment and supplics. And every one of these plants is a real 


prospect for greater sales of Black & Decker Portable Electric Tools. 


See the Next Three Pages 


The BLACK & DECKER MFG. Co. 
TOWSON, MARYLAND, U.S.A. 





Wy SALES CONCENTRATION on 
ONE SPECIALIZED LINE 
Produces Best Results from the 


SALES GUIDE PLAN 


There is a very real opportunity for Black & Decker Distributors to profit by movc- 
ment toward Plant Modernization. This new Black & Decker SALES GUIDE PLAN 
will show the way. But only by concentrating all sales effort on this thoroughly com- 


plete line can you get the most out of the PLAN. 


oo Guide Definite Sales Guide Charts will be presented in succeeding issucs. 
Charts Charts that will open your cyes to possibilities in electric tool sales 
never before realized. If studied and carefully applied to your territory, 
these charts will prove that in many cases, past sales have only 


scratched the surface of a tremendous new market. 


Based on On page four of this announcement we list in a very general way the 
Market wide markets for Black & Decker Tools. But in future issues we will 
Analyses take one tool at a time, and show distributors exactly where it can be 


sold and why. Definite SALES GUIDANCE .. . . based on market 


analyses . . . ‘charting’? the way to greater sales and profit! 
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| COMPLETENESS of the 


BLACK & DECKER LINE 


Helps Our Distributors 


SELL STANDARDIZATION 


Quality, Dependability, Salability and Profit Opportunity—all these features 
must be incorporated in any line before it can be seriously considered for sales 
concentration and specialization. For only such a line can be sold to the modern 
plant seeking greatest efficiency at lowest cost. The Black & Decker line em- 
braces all these qualities—and to an extent that leaves nothing to be desired. 
Add to these characteristics of Black & Decker Portable Electric Tools the new 
SALES GUIDE PLAN and you have the perfect combination for selling this 


great new market. 


The accompanying illustrations necessarily show only a portion of the 


Black & Decker Electric Tool Line. For instance, we manufacture a range of 


sizes and types of portable electric drills to cover all drilling operations. Then 
there are portable electric grinders, tappers, nut runners, polishers, hole saws, 
drill stands, electric glue pots and other tools and accessories. With such a 
complete line, you can sell standardization effectively. Standardization on 
Black & Decker electric tools means for your customers, uniformity in quality, 
guaranteed performance on all tools, simplification of effort in ordering parts 
and accessories, and economy in operation. To distributors it means established 
customers on the entire line, and consequent repeat orders, increased sales 


and greater profits. 


Concentrate on the Black & Decker Line by following the SALES GUIDE 


PLAN ... and sell customers the idea of standardizing on Black & Decker 


Tools during F951. 





Electric Tool Portable Electric Electric Polishers and 
Chests Grinders Supplies Electric Glue Pots 


UME 





Electric Bench 
Grinders 





Electric Saws 
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Electric Hammers 





Electric Valve 
Refacers 
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Electric Screwdrivers 





THE GENERAL INDUSTRIAL MARKET FOR 
BLACK AND DECKER ELECTRIC TOOLS 


A wide range of uses for individual tools will be 
indicated in future issues 








INDUSTRIES 


Tool Kits 


Stands 
Bench 
Grinders 
Polishers 


Drill 
lappers 
@ Screwdrivers 
Hammers 
Portable 
Grinders 


Agricultural Implement Mfg. 


@ Sanders 


\partment and Bldg. Maintenance 
Artificial Limb Mfg. 


Automobile Factories 


Automotive Products Mfg. 


Aviation Industry 


| Brick and Clay Industry 

| Building Contractors 

| Canning Plants 

| Cabinet Mfg. 
Drug and Chemical Plants 
Electrical Contractors 


Engine Motor Mfg. 


Explosive Mfg. 
| Factory Maintenance 
Flour Mills 


Foundries 


Furnace and Stove Mfg. 
Furniture Mfg. Metal and Wood 
|| Gas Mfg. 
| Glass Mfg. 
| Hardware Mfg. 
Ice Mfg. 
Iron and Steel Mfg. 
Leather and Tanning Plants 
Lime and Cement Mfg. 


Machinery Mfg. 

Metal Smelting and Refining Plants 
Mill Work 

Mines 

Office Equipment Mfg. 

Oil Refineries 


Packing Houses 

Paint and Varnish Mfg. 

Paper and Wood Pulp Mfg. 
Petroleum and Natural Gas Wells 
Piano and Musical Instr. Mfg. 


Plumbing and Steam Fitters 


Quarries 

Radio Industry 
Railroad Car Mfg. 
Rubber Goods Mfg. 





Ship Building 

Steel Works 

Textile Industry 

Toy Mtg. 

Trunk and Bag Mfg. 


The BLACK & DECKER Mfg. Co. 


Towson, Maryland, U. S. A. 
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pany’s automatic dial, portable and 
heavy duty industrial scales and 
Detectogram scales made by the 
Jacobs Brothers Company, in addi- 
tion to the Howe Scales, Lansing 
trucks and Bond casters for which 
the company is now distributor. 

This organization has_ recently 
started a baby scale rental service, 
said to be the first of its kind in 
Michigan. This service makes it 
possible for mothers to rent a baby 
scale for a short period of time in- 
stead of purchasing it outright. 

-. . 


John Campbell Holds Gang 
Together 

When John Campbell, president of 
mune Campbell Hardware Company, 
Incorporated, Seattle, runs through 
the list of lines he carries it sounds 
almost as though he were reading the 
advertisers’ index of Mitt Supptigs. 
Very few houses can show a greater 
number of nationally known and ad- 
vertised lines than can Mr. Camp- 
bell’s. He has the stock and the dis- 
play, and coupled with that a fine 
background of good will in his com- 
munity. 

The house is a highly successful 
one, with a loyal organization. Dur- 
ing the past period of depression not 
a salesman was laid off nor were 
salaries reduced, which is more than 
can be said by many employers who 
in the recent past have proclaimed to 


At the George Worthington Company, Cleveland. 

Ruetz, J. T. Mack, H. H. Ridd 

In the front are: H. L. Clarke, H. L. Thom, A. F. Klee, J. W. Vickers, R. E. 
Melcher, and J. E. Schmidt. 
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This young army is Harry Casper’s sales force with the 
thrown in for good measure, all gathered together for a 


urchasing department 
aturday sales meeting 


at the Pittsburgh Gage and Supply Company. Mr. Casper is at the extreme left. 


the public the large amounts they 
were going to spend and the many 
additional men they were going to 
employ to keep business going, but 
who actually went back and employed 
the axe instead. 

x * x 


Big Belt Sold in Chattanooga 

An unusually large belt sale was 
made recently by the Chattanooga 
Belting and Supply Company to the 
Mountain City Mills Company of 
Chattanooga. It was a 3-ply Page 
belt, and measured 52% inches wide 
and 117 feet long with a 36-inch 
rider. 


In the rear row are: O. H. 


le, sales manager, L. F. Rott, and B. Bernheim. 


A Pioneer in the Northwest 

The Puget Sound Machinery De- 
pot of Seattle, Washington, is one of 
the oldest mill supply distributors in 
the Pacific Northwest and deserves 
honorable mention as one of the 
houses to pioneer successfully the 
distribution of many of the present 
nationally known products to the 
mills and mines in this territory. For 
instance it was the first distributor 
there of Penberthy injectors. 

Of late years this company has 
gone quite extensively into the manu- 
facture of equipment to be used 
along the Pacific Coast and now has 
in operation three large plants in 
Seattle, one devoted to the manufac- 
ture of wire rope and cable, another 
to general machine shop work and 
the third a boiler plant. These have 
demanded more and more of the time 
of the executive staff—so much in 
fact that the distribution end of the 
business is now confined largely to 
power transmission equipment and 
power plant equipment. 

E. I. Garrett, president; John W. 
Eddy and A. B. Shafer, vice-presi- 
dents, and George B. Gemmill, secre- 
tary and purchasing agent, are all 
forceful executive officers and 
through their united efforts this 
organization continues to grow and 
strengthen its position as a leader in 
the northwest territory. 

ss s 


Armstrong Plant Destroyed 
by Fire 

The plant of Armstrong Manufac- 

turers’ Supplies, Incorporated, Bos- 

ton, burned down recently. The com- 

pany is now in temporary quarters. 
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Stacy Supply Takes on Com- 
plete Greenfield Line 

The Stacy Supply Company, 
Springfield, Massachusetts, and _ its 
branch in Worcester, the Brierly 
Lombard Company, have been ap- 
pointed distributors for western 
New England for the complete 
Greenfield Tap and Die Corporation 
line of taps, dies, twist drills, ream- 
ers, pipe tools, screw plates and 
gages. 
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ARMSTRONG TOOL HOLDERS Are Used in Over 967% of the Machine Shops and Tool Rooms 
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he the 
40" Year of— 


“Saving All Forging, 
70% Grinding and 
90% High Speed Steel”’ 


In 1891 the firsts ARMSTRONG Tool Holders were forged 

















Typical 
ARMSTRONG 
TOOL HOLDERS 


Each equal to a set of 
forged tools 







by hand in a woodshed shop today, a great row of 
steadily pounding steam hammers and numberless roaring 
automatic machines are required to produce these tool holders 
that “Save All Forging, 70% Grinding, 90% High Speed 
Steel,” for today, ARMSTRONG Tool Holders are used in 
over 96% of the machine shops and tool rooms. 


In 40 years ARMSTRONG Tool Holders have changed shop 
practice the world over. From a single turning tool has come 
a great System of Tools comprising tool holders of over 100 
sizes and shapes, holders for every 
operation on lathes, planers, slotters 
and shapers. 

For 40 years the Armstrong Bros. 
Tool Co. has maintained a consistent 
policy of protecting its dealers and dis- 
tributors—standing back of its prod- 
ucts, advertising nationally, supplying 
dealer helps, guarding dealers’ profits. 


Write today for Catalog B-27, which 
shows and describes all ARMSTRONG 
Tool Holders, ARMSTRONG 
Tools and ARMSTRONG 
BROS. Pipe Tools 





Knurling Tool 





Planer and Shaper Tool 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
305 N. Francisco Av., CHICAGO, USS.A. 


TOOLS from your 
Supply House 











The in Equipment Service Com- 


pany, Cleveland, Ohio, has now been 
helping the country to "reduce accidents 
for a long time. No doubt they get an 
extra kick out of selling so many things 
to protect life and property. The two 
in the rear are: Buell Nutt, president, 
and W. R. Patterson, sales manager. 
In front are: R. Perlmuter; J. D. Hill, 
purchasing agent, and D. E. Kimball, 
production manager. 





| Edelman with Yohe Supply 


Again 

“Jack” Edelman is back again with 
the William S. Yohe Supply Com- 
pany, Canton, Ohio, serving as an 
outside salesman. Mr. Edelman is 
an old time machinist and mill sup- 
ply salesman, a very useful combina- 
tion. 


* * * 


Hagerty Increases Lines, 
Distributes Catalog 

Hagerty Brothers Company, 
Peoria, Illinois, has added to its 
stock a complete line of Youngs- 
town Sheet and Tube Company’s 
| pipe and stocks of Pittsburgh Valve 
_and Fitting Company’s pipe fittings, 
because this company has found that 


| the majority of buyers of items of 
this kind are particularly interested 


| in receiving this material from ware- 
| house. 


On February 1, Hagerty is start- 
ing the distribution of 6,000 cata- 
logs. Beginning February 15, the 


| first of each week a piece of adver- 
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Making your own 
Sales Effort 


Lasier- 










































Advertising 
for 1931 

Will Reach into 

the Heart of Your Market 


The Clipper publicity program for the year 1931 
has been planned to be of the greatest possible 
benefit to distributors of Clipper belt lacing equipment. 

The Saturday Evening Post as usual will spread 
the Clipper message nationally. 

Full pages, in two colors, will appear monthly 
in a carefully selected group of major industrial 
publications reaching every important purchasing 
factor in the country. 

With this powerful advertising influence behind 
your sales organization you will find it profitable 
to push Clipper products more aggressively than ever 
throughout 1931. 








Clipper Lacers, Clipper Hooks and Clipper Pins are used 
by the leading industrial plants of the world. The Clipper 
No. 6 Speed Lacer is recognized as the last word in belt lacing 
speed and efficiency. Light and compact, yet marvelously power- 
ful, it laces both ends of a six inch belt in exactly 90 seconds. 

Clipper Hooks are unsurpassed in quality and durability, yet 
enormous production brings them to the user at a price actually 
20 to 30% lower than that of other makes. Whatever your 
< lacing requirements you can meet them with greater satis- 

“2 faction and economy by standardizing on Clipper products. 


per Belt [acer Company 


GRAND RAPIDS MICHIGAN 
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READY NOW! 


FAIRBANKS 
WHEELBARROWS 


For Your 1931 Trade ]| 
A type for every purpose | 








B. L. Pierce, general manager of the 
| Pierce Hardware Company, Taunton, 

No. A645C Massachusetts. 
Contractors 





Sis. a dies emia als tising will be distributed covering 
4 ca. ft. copecty. ; | pipe and fittings. By March 15, it 
is expected that a complete pipe 
and fittings catalog will be ready for 
distribution, and by April 1, the 
company plans to have ready a spe- 
cial catalog covering contractors’ 
equipment, mill supplies, transmis- 
sion equipment, rubber goods, and 
all other items stocked. 

H. B. Ringness, formerly a city 
man for Hagerty Brothers is now 
specialty man, promoting the sales 
of wire rope, rubber goods, trans- 
mission equipment and pipe and fit- 
tings. His territory is being taken 
a over by Ralph Johnson, former dis- 
ca. i. copecty. Very nar- trict manager of a large flour pro- 
row tray. ducer. Mr. Johnson has spent con- 
siderable time in this territory and 
| has made a_ wide acquaintance 
“throughout the state. 





No. A646F 
Contractors 


No. 16 gauge folded and 
spot-welded tray; 314 cu. ft. 
capacity. 





No. A646D 
Mortar 


















No. 4 
Garden 


Made in three sizes—Nos. 3, 
4 and 5; 20” wood or steel 
wheel. 


No. 739 
Family 
Unequalled for use around 
the home and garden; 3 cu. 
ft. capacity, pressed steel 
tray. 








THE FAIRBANKS COMPANY 


Boston New York Pittsburgh 
Factory: Rome, Ga. 





Distributors Everywhere E. S. Helmer looks after the supply end 
of the business at the Binghamton, New 
York, branch of Charles Miller and Son 

Company. 





FEBRUARY, 1931 


MILL SUPPLIES 





HIERE IT sf 

















OsFsbrateyite| 


MARKETING 


D IAMOND sees great possibilities ahead , 


for the Mill Supply Distributor, and a par- 
ticularly bright outlook for the house whose 
men are selling Diamond Mechanical Rub- 
ber Goods. 


That explains why we have decided to 


inaugurate these 


Advaneed 


Salesmen’s Helps 


which are to appear regularly hereafter in 
Mill Supplies. In each of these advertise- 
ments we will point out in detail the various 
markets for Mechanical Rubber Goods 
Products—and we are confident they will 


prove invaluable guides for your salesmen. 


PROGRAM 
FOR 

















Diamond Charts 
that Point the Way 


to profitable specialization, will help you to 
synchronize your selling efforts with the 
growing tendency of the times to “Stand- 


ardize and Modernize.” 


The charts, please note, will be applicable 
to all lines of Mechanical Rubber Goods, 
and helpful to every man who studies them 
from month to month, but Diamond is the 
ideal line for this program. Its quality is 
unquestioned, it is complete and profitable, 
its new pricing system is exactly what the 


Distributor needs, its market is unlimited. 


—TURN THE PAGE 
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EW Mill Supply Salesmen realize the great 
a growing market for Mechanical Rubber 
Goods, or how often profitable sales of rubber 
products can be made to regular customers, 
in connection with or in addition to other 
items they are buying. 

Factories, mills, foundries, quarries, paving and 
construction companies, contractors, creameries. 
canneries, packing houses, automobile service sta- 


tions, municipalities, public utilities, universities — 
ALL ARE 
LIVE PROSPECTS 


for mill supply salesmen selling the Mechanical 





Titan Air Hose and Clipper Suction Hose in 
use in the construction of Fulton Road Bridge 
at Cleveland. Another good selling job by a 
Diamond Distributor. Every type of hose is 
included in the Diamond Line. 











PLUS SALES 
FOR You! 


FOR DETAILED INFORMATION 








Rubber Goods Line—and especially the Diamond 
Rubber Goods Line. 


The completeness of the Diamond Line is a sub- 
stantial advantage, nor could you have a better line 
with which to meet the present urge toward stand- 
ardization. This modern trend everywhere means 
highest efficiency and greatest economy for your cus- 
tomers. It means for them system and ease in order- 
ing, and uniformity in operation. 


FURTHERMORE— 


When you sell the standardized Diamond Line, it 
means for you and your house consistent repeat 
orders, minimum inventory, volume business and 
substantial profits. 













Here is a Diamond Transmission Belt 
in operation in the plant of a cus- 
, tomer of James McGraw, Inc., Rich- 
mond, Va.—a Diamond Distributor. 
The modern trend is toward RUB- 
BER belts, and there is a Diamond 
Belt for every transmission need. 


ON 


DIAMOND PRODUCTS. 
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AND PROFITS 





Diamond Conveyor and Elevator Belts 
will do any job your customers want 
them to do. They provide the Mill Sup- 
ply Salesman with a line that has strong 
sales potentialities in every territory. 


Lynx 
Indian Red 
Defiance 
Clipper 
Sphinx 


Diamond’s Market 
Determination Chart 


Study it carefully, for more sales, larger volume 


and bigger profits, with very little extra effort 


or expense. This chart indicates sales possibili- 


ties in a general way. Succeeding charts will give 


Diamond 
Conveyor 
White 
Canner Belt 
Grain Belt 
Elevator Belt 


Sand Blast 


Steam—Air— 
Water— 
Gasoline 


Paint Spray 
Oxy-Acetylene 
Oil Hose 
Spray 


a 
Sheet 
Screen 
Diaphragms 
Pure Gum 
heet 


C. I. Sheet 


Indian Red 
Defiance 
Volunteer 
Elbon Asbestos 


Clipper 
iiveuite 


definite details of the sales opportunities pre- 
sented by each of the principal Mechanical 
Rubber Products. 


Rubber Cement 
Acid Mittens 
Sponge Rubber 
Stamp Gums 
Pump Valves 
Tubing 


Pump 
Diaphragms 





All Types 


Water 

Oil 

Gasoline 
Paint Spray 
Fire & Mill 
Oxy-Acetylene 
Chemical 


Rubber Strips 
Floor Matting 
Switchboard 
Mats 


All Types 


Respirators 
Mallets 
Cement 





Ash Conveyors 
Coal Conveyors 
Elevator Belting 


Steam 
Air 
Water 
Coke 
Fuel Oil 


All types 


Valve Discs 
Pump Valves 





All Types 


SEE OUR 10 





PAGES 


All Types 





Air 
Dredging 
Sleeves 
Suction 
Vacuum 


Oil 


IN THE 





MILL SU 





All types 


PPLIES 


Chute Lining 





CATALOG 
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All Your Prospects 
Use Brooms! 


Every manufacturing plant in your territory is a pros- 
pective buyer of CAPITAL “Red Cap” Industrial 
Brooms and Brushes. Therefore, it will pay your sales- 
men well to push the CAPITAL “Red Cap” Line at 
every call. “Red Cap” Brooms and Brushes will win 
re-orders on their merit. 





“RED Caps” will do even more. Their splendid service 
will win such confidence for your institution, that it 
will be much easier for your salesman to establish a per- 
manent, profitable business in other lines. This is not 
theory, but actual fact, based on the experience of 
America’s leading distributors, many of whom have 


handled the CAPITAL “Red Cap” Line for years. 


Details of our time-tested sales-cooperation plan, 
together with Catalog 17, will be sent free on 
request. 


INDIANAPOLIS BRUSH & BROOM MFG. Co. 


ESTABLISHED 1890 
126 Brush Street Indianapolis, Indiana 











Bass and Bamboo Push Broom 


Edward Joy Passes Away 

Edward Joy, president and treas- 
urer, Edward Joy Company, Syra- 
cuse, New York, died in that city 
December 29, after an illness of six 
weeks. He was 84 years old. 


* * * 
New Salesman for Fort 
Wayne Pipe and Supply 
Jesse L. Hall of Indianapolis has 


| recently been added to the sales 


force of the Fort Wayne Pipe and 
Supply Company, Fort Wayne, 
Indiana, taking the place of M. J. 
Hammond, who has left the Fort 
Wayne company to enter the in- 
surance field. 

* %* * 


Distributors Find Business 
Improving 


The general opinion among dis- 
tributors seems to be that 1931 is 
starting out to show a big improve- 
ment over 1930. T. L. Pitts and 
Son, Charlotte, North Carolina; 
Lynd-Farquhar Company, Boston; 
and Joseph Woodwell Company, 
Pittsburgh, all report that the in- 
creasing number of inquiries coming 
in forecasts an increase in prospec- 
tive business. Hall-Perry Machin- 
ery Company, Butte, Montana, looks 
for a good year; R. H. Hyland Com- 














J. Ten Brock, secretary and treasurer, 
| A. L. Holcomb Company, Grand Rapids, 
Michigan. 
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YOUR PIPE 
PURCHASES 


Choose for yourself which is the more 


economical. 


To write three orders—handle three bills 
of lading—place three less-carload ship- 
ments in stock—check three bills—make 
out three invoices—or concentrate your 


pipe purchases and buy from Republic your 


requirements in steel pipe, copper bearing 
steel pipe, and Toncan Iron pipe. Through 
such concentration of purchasing effort you 
can have at all times ample stock to care for 
every requirement of the building trade and 
industry in general. You can minimize 
clerical effort and handling. And you can 
eliminate the freight charges you are now 
absorbing on numerous small shipments 


coming from different mills. 


Wide awake distributors anxious to show 
a profit in 1931 will write for details of the 


Republic franchise. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 


BOSTON 
TULSA 
DENVER 


=3Re— YOUNGSTOWN, OHIO 


EL PASO BUFFALO ST.PAUL SAN FRANCISCO PITTSBURGH LOS ANGELES MASSILLON 
TOLEDO CHICAGO DETROIT GRAND RAPIDS CINCINNATI BIRMINGHAM CLEVELAND 
SEATTLE ST. LOUIS DALLAS INDIANAPOLIS NEW YORK PHILADELPHIA MILWAUKEE 
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Sturdy Steel Ousts Wood 


























Patents Pending 


“Hallowell” Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 386 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 





























OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 


“HALLOWELL” Steel Work-Benches, 
Semi-Portable 


“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL,” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
“UNBRAKO?” Stripper Bolts 
“UNBRAKO?” Pipe Plugs 
Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 
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pany, Chicago, says the outlook is 
better in its line for about the 
middle of February; and the Hay- 
den Supply Company, Grand Rapids, 
Michigan, reports that the first 
week of January showed an upward 
trend of sales. The McLaughlin 
Mill Supply Company, Hammond, 
Indiana, writes that “prospects for 
business are looking better and 
from all indications our January 
business will exceed January, 1930.” 









From the James Walker Company, 
Baltimore. W. C. (Judge) Protzman, 
R. H. Fisher, and B. R. Brockelman. 





Wilcox, Glidders and Jones 
Organized 

A new company, Wilcox, Glid- 
ders and Jones, Incorporated, has 
been organized by former employees 
in the sales organization of Ludlow 
and Squiers, Incorporated, Newark, 
New Jersey. Headquarters of the 
new company will be at the corner 
of Oliver and Mulberry Streets. 
Mill and factory supplies will be 
handled. 

Officers are Charles L. Wilcox, 
president and treasurer; George T. 
Glidders, vice-president; Donald M. 
Jones, secretary; and Arthur D. 
Wilcox, assistant treasurer. 











At the Tranter Manufacturing Com- 
y, Pittsburgh. W. P. Tranter, P. H. 
agnus, vice-president and sales man- 
ager; Henry Tranter, president; L. H. 
Cross, assistant secretary and treasurer; 
and W. P. McCandless, salesman. 
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DRILLS 

GRINDERS 
HAMMERS 
SCREW DRIVERS 


MILLERS FALLS 
TOOLS 


SANDERS 
BRUSHES 
HOLE SAWS 
ACCESSORIES 


i | 
i —— 
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Buy with confidence both in the tools 
and the distributor who sells them. 
Supply houses who offer Millers Falls 
tools have chosen the line on its merit. 


Responsible leaders in their communi- 
ties, Millers Falls distributors back up the 
tools they sell with dependable local 
service. 


These distributors know that outstanding 
performance plus ability to stand up 
under hard service brings profitable 


i 
a 


‘ 


see th Ls disp lay 


repeat business. That is why they display 
and sell Millers Falls Electric Tools. 


Are you familiar with recent additions to 
the Millers Falls line ? Some of these new 
tools may save labor, reduce your opera- 
ting costs or provide a tool that fills a 
real need. Complete data free on request. 
Millers Falls Company, Millers Falls, 
Mass.; New York: 28 Warren Street; 
Chicago: 9 So. Clinton Street; Cable Ad- 


dress: MILLERFALL NEW YORK. 


MILLERS FALLS ELECTRIC TOOLS 


a 
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LUBRICATION is probably of more general 
interest to industry than any other one subject. 
Maintenance men, and those who watch main- 
tenance and production costs can take a leaf 
from the book of experience of thousands of 
exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


For more than 100 years Dixon’s Flake Graph- 
ite has been spreading its smooth unctuous 
veneer over contacting surfaces, reducing fric- 
tion and wear to a minimum—producing dead 
smooth bearing surfaces that are so necessary 
to cool running and long life. 


The results of this century of experience in 
handling pure Flake Graphite and the various 
greases compounded with graphite are yours 


for the asking. Send today for Booklet No. 
16 KP, 


DIXON’S 
GRAPHITE ~ 7 
saubucts Joseph Dixon Crucible Co. 


Flake Graphi . 
Graphite C _ Jersey City KOK New Jersey 


Waterproof Graphite Est. 1827 
Grease 

Silica-Graphite Paint 

Boiler Graphite 

Graphite Spring Oil 

Graphite Seal* 

Pipe Joint Compound 


*An entirely new and 
proved type of graphite oak 
ing paste especially prepared 
for use on screw thread, 
flange, and gasket joints and 
valves of pipe lines carrying 
hot or cold mineral, vege- 
table and animal oils, gaso- 
line, benzine, naphtha, creo- 
sote, tar, etc. 
















These men are with the Yelton-Weaver 
Supply Company, Springfield, Illinois, 
In the back row are: W. W. Weaver, 
F. McMachan, C. F. Denton, and R. W. 
Garecht. In front: A. Dehn, R. D. 
Tilley, F. Canty, and L. Duginger. 





Industrial Belting and Supply 
Reorganized 

The Industrial Belting and Supply 
Company, 29 Second Street, Port- 
land, Oregon, has been reorganized. 
H. B. Allen, formerly manager, is 
now president and manager, and W. 
E. Phelps, secretary. The capital 
stock has been increased from $35,- 
000 to $75,000. 

This company was formed in 1924, 
primarily to manufacture leather belt- 
ing, which, until recently was its ma- 
jor activity. However, some of the 
associated power transmission items 
had been handled on a distributing 
basis and this end of the business 
began to increase. New capital has 
been brought in not only to permit of 


| expansion of the manufacturing busi- 
| ness but to permit broadening out the 














| 
| 


James G. Christie, secretary-treasurer, 


Barrett-Christie Company, Chicago. 
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No “Dull 
Times” 

| For 

= | BROWNINGS 
- | PULLEYS 














ply 
@ It’s worth repeating—there are no 
pply dull business periods in merchandising 
ee BROWNING Paper Pulleys! . . . The 
ee letter at right echoes the experiences of 
W. many BROWNING dealers. BROWN- 
pital ING Pulleys have demonstrated their 
335,- ability to sell when sales are sluggish. 
No industrial line can be more nearly 
924, “depression-proof”’! 
belt- 
ma- 
the 
tems 
iting ; 
ness @ BROWNING Paper Pulleys put added power into belt- 
has driven machines. Users everywhere have found them more 
it of efficient, more dependable. They’re easy to buy. Easy to 
ys install. That’s why BROWNING dealers are profiting by 
e 


undiminished pulley sales. Why not give this great advan- 
tage to your business? 


Write us—we have a dealers’ stocking proposition that is 
a proven success. With a stock of popular sizes you can give 
your customers immediate delivery—that is what builds repeat 
business and volume. We carry 2,864 sizes always ready for 
instant shipment. The Ohio Valley Pulley Works, Inc., 
Maysville, Ky. (Division General Fibre Products, Inc.). 


BROWNING 


PAPER PULLEYS 













surer, 
go. 
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A NEW DEAL M 
FOR TODAY’S DOLLAR 


HE Marathon Portable Ball Bearing 

Grinder provides it—for both Mara- 
thon distributors and their customers. 
A new standard of quality, advanced 
design, extraordinary performance, 
economy in operation and main- 
tenance, absence of friction, relia- 
bility, a full measure of unexcelled 
performance — all this means 
thorough satisfaction for cus- 
tomers. For distributors it 
means a fast selling item, re- 
peat orders, and — because 
of Marathon’s liberal pol- 


icy—real profits. 

















Features that help 
sellthe MARATHON 


The Marathon Portable Grinder 
is equipped with the best emery 
wheels the market affords; adjust- 
able tool rests; guards of a design 
approved by Industrial Commissions, 
so assembled that they can be taken 
apart quickly to change wheels; con- 
venient ‘‘on’ ‘and “‘off’’ switch in base; 
10-foot cord — and is BALL BEAR- 
ING. 


Write to us for more information on 
the Marathon line and the exceptional 
sales opportunities for distributors. 


MARATHON ELECTRIC Mfg. Co. 


ff MARATHON “0O.K.’’?’ MOTORS 
Box 440 » » » Wausau, Wisconsin 





distribution end so as to make the 
company a larger factor in power 
transmission equipment distribution 
throughout its territory, which in- 
cludes Oregon, Washington and 
Idaho. Two salesmen are employed 
at present but the number will be 
increased immediately. 


* * * 


M. L. Schwabacher To Be 
Married 

Announcement has been made of 
the engagement of Miss Emilie 
Bloch of San Francisco to Morton 
L. Schwabacher, president of the 
Schwabacher Hardware Company, 
Seattle. Wedding date has been ten- 
tatively set for next March. 

Miss Bloch is the daughter of Mr. 
and Mrs. Henry Bloch of San Fran- 
cisco, and is a graduate of Mills Col- 
lege. Mr. Schwabacher has been a 


| member of the industry for the past 


five or six years, since his gradua- 


| tion from Yale. He is a Shriner and 


an Elk, and a trustee of the Adver- 
tising Club in Seattle. 


* + + 


Corby Supply Furthers Dis- 
tributor Cooperation 

The Corby Supply Company, St. 
Louis, has inaugurated a plan where- 
by its competitors have become active 
customers. This is how the plan op- 
erates. If a competitor informs 
Corby that a certain manufacturing 


company is in the market for an air 


hoist or some item which it does not 
stock, the competitor receives 5% on 
_ the sale. If the competitor’s sales- 


| man accompanies a Corby man, the 











Although L. M. Hughes, manager of 
the mill supply department of the 
Hughes Supply Company, Mansfield, 
Ohio, was not in when the photographer 
called, most of the company was. In 
this group are: Harry Bailet, Joseph 
Michael, salesman; George H. ” Hughes, 
secretary and general manager; Corliss 
Hughes, and Albert Bain, vice-president. 
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STOCKHAM FITTINGS 
—for straight lines and strength 


To design and make fittings to best perform the function for which they 
are intended is a Stockham ideal that has been rigidly maintained for 
over a quarter century. Every Stockham Fitting, to be a reflection of that 
ideal, demands accurate design, expert metallurgical control, painstaking 
workmanship and thorough inspection. These are some of the reasons 
why Stockham Fittings always make up easily on the job to straight lines 
and tight joints, and why you may always depend upon them for every 
kind of pipe line service. 


STOCKHAM PIPE & FITTINGS COMPANY, Birmingham, Alabama 


Stocks in Boston, New York, Chicago, Houston, Los Angeles 
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CAST IRON 
Screwed Drainage 
Flanged Sprinkler 
MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 
Railroad 300 |b. Fire Line 
ELECTRIC 
CAST STEEL 
Screwed Flanged 
STOCKHAM 
RETURN BEND 
for Cracking Stills 
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Fine Equipment 
in Any Shop 





A Wing Tip 
We recommend the 
Parker Aviation 





ph sett ——. | Members of Schlatter and Company, 

eervieing an@ mane- Fort Wayne, Indiana. H. C. Schlatter, 

facture. No. 294%4- president; H. C. W. Schafer, office man- 

5-6. ager; Harry Lowery, treasurer, and 
C. C. Van Skoik, secretary. 








other company receives 10%. If it 


29X Not only are PARKER VISES well advertised to, your rade, | carries the account, it receives 15%, 
I ists’ but they are accepted as fine equipment thro out the in- | sf 3 : 
Pay nat dustrial field—for PARKER has been making vises for eighty | and if it closes the sale without a 
ise. Best for years. You are offering your customers a product of known Corby salesman, it receives 20% 
all types of merit when you offer them PARKER VISES. Thi ike both : 
work Ask your sales manager about PARKER’S “Seven Points of | 1S agreement works bot ways. 
Preference.” | 


That is, whenever the Corby Supply 
Company sends business to a com- 
petitor, Corby receives a certain per- 
centage on the sale. 

By this very modern means of do- 


Sold Through Jobbers Exclusively } 


PARKER VISES © 





THE CHARLES PARKER CO., Master Vise Makers | ing business, each distributor who has 
N. ¥. Salesreom, 25 Murrey St., N. ¥. C | entered into the agreement has been 
Makers of the Famous Parker Gun able to reduce his inventory and in- 








: —_ crease his turnover appreciably. 


According to J. C. Corby, “It is no 


longer a day of dog-eat-dog among 
FLEXIBLE SHAFTS AND EQUIPMENTS 


1 93 1 distributors.” 
* * * 
The World’s Largest Exclusive Builders 











Sharp Uses Efficient 
Distributing Medium 
H. W. Sharp, mill supply distribu- 
tor of Portland, Oregon, says that he 
has about 200 salesmen working for 


ESTABLISHED 1905 








M84 HP. Me ee. ust UPS.P. wae | hint. This claim looks pretty large 
| until you analyze it. The answer is 
| that he sells direct only in the Port- 

) land territory while in all the outlying 
territory of Oregon, Washington and 

Type T é 4 

M6-C—54-H.P. M2—14-1.P. MPS CHL. M7-A~10¢-H.P. 


\s 








At the Moore-Handley Hardware Com- 
pany, an, Alabama. From left 
| to right are: E. D. Robinson, assistant 
| sales manager; J. "M. Bates, manager 
| supply department; J. R. Rose, repre- 
| sentative, Quincy Compressor Company, 
and F. A. Seeger, manager machine tool 
| department, Moore-Handley. 








We-build many attachments for these machines fitting into hundreds of operations 
and many more types of equipments, capacities from % to 2 h. p. Send for catalog. 


Manufactured by 


N. A. STRAND AND co. 


5001-5009 NORTH LINCOLN STREET - 





. CHICAGO 
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Plant Modernization 
Demands the 
V-Belt Drive 


Tension ' i 
Resisting Rubber x. a 
Cord Fabric 


Parallel Power 
; tk states 
NEUTRAL AXIS — _— 
pouiie “weer 
Pliable compress~ 2 ee 
ion Rubber s 


wt ages 


Patented Construction 


CROSS SECTION E 








is helping Mill 






hips Mill Supply House that is look- 
ing ahead into the industrial future 
has come to realize one significant fact 
about the V-Belt Drive—the efficiency 
and economies effected by V-Belt 
Drive equipment depend almost 
wholly upon the V-Belt used. It has 
been proved beyond question, that a 
V-Belt Drive is no better than the belt. 




















Gilmer’s engineering construction is 
your most powerful argument in clos- 
ing sales. Every feature is there for a 
specific purpose, every feature plays a 
definite part in making Gilmer 
V-Belts last longer and 
perform better. 


It is what is inside the 
belt—and what happens 
inside when the belt is 


Gilmer’s Inbuilt Rusgsgedness 


build up a nation-wide confidence 
in Gilmer efficiency and economy 














SSMS, 


=a 


», 


Ss oN 


Supply Houses 





bent around a sheave —that means 
all the difference between ordinary 
V-Belt performance and the superior 
efficiency that is Gilmer’s. 


With their proven quality and adapt- 
ability the Mill Supply House hand- 
ling Gilmers is in an ideal position to 
sell standardization for new and 
replacement uses. Every make of 
single and multiple drive is a pros- 
pect—opening up a market whose 
surface, today, has only been scratched. 


There is a steady flow of business in 
opening of new fields and in filling 
repeat orders. With Gilmer’s protec- 
tive sales policy and strong merchan- 
dising backing, there is absolute 
assurance of a tremendous market 
for each of our distributors. L. H. 
Gilmer Co., Tacony, Philadelphia, Pa. 






A ee ee ee ee ee a 


Seiiaue ol ds World’s 


Best-Known V-Belts 
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TRUCK CASTERS 


Mill supply and power 
transmission executives will 
find in Bond truck casters all 
those qualities necessary for 
efficient, dependable caster 
service. Every caster in the 
Bond line must fulfill your 


These men from A. R. Pannell Machin- 
ery Company, Incorporated, Oklahoma 
City, Oklahoma, are, from left to right: 
R. R. Liggett, ‘of Alexander Brothers; 
M. E. Williams; George I. Allen, sales 
manager; and A. R. Pannell, president. 





Idaho he sells wholly through other 





most rigid requirements. Let 
us send you a catalog. 



























23-A Series 
With Semi-Steel Base 


Made in various types of wheels: Plain 
bearing, Roller-bearing, Rubber Tired, 
Thread Guard, etc. 





LES-NOIS Swivel- 
Type Caster. 


Type Caster. 
Bond Power Transmitting 
Machinery is manufac- 
tured to conserve every 
possible ounce of power 

in your line shafting ma- 
chinery. Write for our 
catalog. 





Be Foundry & Machine Co. 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St., N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St, 





og 


Heavy Duty Swivel- | 


mill supply distributors. In these} 
| places he takes a smaller profit, larger | 
| volume and eliminates sales expense. 
| He can only accomplish this by giving | 
| service in return, of course. This he | 
| is able to do, for he carries one of the | 
\largest stocks of power transmission | 
| and elevating equipment carried on| 
ithe Pacific Coast. 

| Last year his total business was | 
| slightly in excess of 1929, although | 
\it is doubtful if net profit would | 
show the same ratio. Nevertheless, | | 
|this was a pretty good showing con- | 
sidering conditions. 








* * * 


'Phil Laib Sons, Incorporated, 
is Organized 

A new mill supply house, Phil | 
Laib Sons, Incorporated, has been | 
organized in Louisville, Kentucky, | 
and expects to begin business on or | 
|about February 1, 1931. Officers | 
are: Phil F. Laib, president and | 
treasurer; G. Fred Laib, vice-pres- | 


(a silielapiilighondl linet iciaidsteltemmaiande 





Presenting A. O. Rathke, manager of 
Morley Brothers, Incorporated, Saginaw, 
Michigan, with Frank J. Keenan. The 
Morley organization is a very well-estab- 
lished company, having been founded in 
1863. 














Trip hammer work is hard work for ANY 
block—but the Ford Tribloc is made for 
hard work. THIS Ford Tribloc has given 
years of good service in this forging plant— 
and is just as good as ever. 

Ford Triblocs are strong, durable, fast, de- 
pendable. No other block is made of such 
good material throughout. 

Sizes % to 40 tons—with or without trol- 
leys having Hyatt Roller Bearings or Self- 
Aligning Roller Bearings. 


FORD CHAIN BLOCK CO. 


PHILADELPHIA, PA. 


An Associate Company of the 
American Chain Company, /ne. 
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Demand has made RED STREAK HACK 
SAW BLADES the fast selling tools they 








Po: deserve to be. Wide-awake dealers in 
4 ¢ i i YER every section, recognizing the sales possi- 
gees ie ™, = bilities of these distinctive HACK SAWS 
Dg fie Aik | —the Blade with the RED END and the 
( Bsc Blade with the RED BACK EDGE—are 
: ‘ "=. — stocking and selling them fast. 
§ : 4 
Ext Get your share of hack saw profits with 
F a - RED STREAKS. Higher quality and higher 
ke cutting efficiency. 
F : Write us about hack saws now. 
a SIMONDS SAW AND STEEL CO. 


“The Hack Saw Makers” 
ESTABLISHED 1832 FITCHBURG, MASS. 


Branches throughout the United States and Canada 


a 
ram pare 
ee se 
es 


~ 3 
ee, 


SIMONDS 


Now building 
Industry's first 


Windowless Factory 
ALL HARD AND HARD EDG 


VN 4 SAWS 


64 MILL SUPPLIES 








| ident; Raymond P. Laib, secretary, 


WO) oe Oe A A and W. J. Phelan, salesman. All 


these men and the other employees 


of the company were formerly con- 
A CUSHMAN CHUCK ®:Scecr: 
porated, Louisville. The new com- 
Made only as Cushman can make it pany occupies 31,000 square feet 


THE 4-Jaw Independent Chuck located on L and N spur track, at 


—— Brook and Gaulbert Streets. 
Why the “INCOMPARABLE” is incomparable and should 








replace the chuck made for a day that is gone. Lines to be handled include: 
Bodies Wheeling Steel Corporation line of 
Made only of the best of Steel or Gray Iron | PIP; fittings made by Pittsburgh 
Castings. Valve and Fittings Company; Val- 
Screws dura paint, product of the American 
. M? Chrome Nickel Steel ye Asphalt Paint Company, and belt- 
‘*The Incomparable”’ Heat-Treated. 


ing made by Cincinnati Rubber 


They engage the Jaws Manufacturing Company. 


from end to end and are 
Self-Cleaning. 


Thrust Bearings 


Of special tough carbon steel 
heat-treated — Self-Aligning — 
Always hold the screws in cor- 
rect relation to the jaws. 100% 
thrust area, for they fully encircle the screws. 


Jaws 


Of an Alloy Steel, selected as best for the purpose and heat-treated. 

A Full-length Screw Contact and Every Surface is Hard. 

Grooves are wide to coincide with the extra large heavy ribs of the body. 

These Jaws are free-moving and interchangeable, ground to maximum and minimum 
gauges with only .001 in. tolerance and are reversible. 


The CUSHMAN CHUCK Co., HARTFORD, CONN., U.S.A. 


~ “ASK CUSHMAN TO CHUCK IT" ~ 


SERVICE AND SAFETY | 































F. W. White, sales manager of the L. L. 

Ensworth Company, Hartford, Con- 

necticut, which has been in business 
since 1801. 











Kirkby Supply Handles New 
Lines 


The Kirkby Machinery and Sup- 
ply Company, Toledo, Ohio, is now 
selling Syntron hammers and saws; 
Cincinnati shapers and press brakes; 
Osterlein millers and grinders; De 
Vlieg Machine Tool Company’s 
production millers, and Gardner- 
Denver compressors and pumps 


Lowell Reversible “Red Ratchets” are built for nae “i ee 
just that. Here’s a job where they must have dura- Distributor Finds 1930 Better 
bility as well as a vast extra margin of safety. These Than 1929 


Some kind of a medal ought to be 

given to Munnell and Sherrill, dis- 
LOWELL tributor of Portland, Oregon, for 
Send for Catalog H. ML! | its business in 1930 actually ex- 


WRENCHES ceeded that of 1929 by some 15 per- 
LOWELL WRENCH CO. 


cent. The Mitt Supptigs represen- 
WORCESTER, MASS. 


fellows pulling up Tank Bands often work on stag- 
ing high in the air, you know! 


tative thought that he heard wrong 
so asked again and E. J. Munnell as- 
sured him that he had not. 

| This company specializes on the 
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ADDED STRENGTH 
TO CARRY 


EMERGENCY LOADS 


A WORKMAN forcing pipe ends into 
meeting can make it mighty tough on fittings. 
A pipe line broken loose from its hanger can 
multiply the load fittings must carry. 


Your customers can provide against these extra 
strains .. . these added loads . . . by using Square 
“Gee” Trus-Fittings. 


MILL SUPPLIES 


Their rugged truss-reinforcement insures an abun- 
dance of reserve strength with which to meet emer- 
gencies. Yet they cost no more than ordinary fittings! 


You can count on easier sales ... more repeats... 
greater satisfaction ... when you furnish Square 
Gee” Trus-Fittings. 


The GRABLER MANUFACTURING COMPANY 
6565 Broadway : : : Cleveland, Ohio 
Warehouses: New York, Chicago, Los Angeles, San Francisco 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE 
Pipe 


MALLEAGLE, EAST IRON 


“BEE” 
Fittings 


ORAINAGE, BRASS 
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Over a 
Million Sold, / 


Did You 
Get YOUR Share 
of the Profits? 


Think of the handsome profits 
some mill supply distributors 
made on their share of more than 
a million Sarco Steam Traps sold. 
Why let others pocket all these 
dollars? 

You, too, can make a handsome 
profit by selling Sarco Steam 
Traps. Our dealer discount is 
generous. And they are easy to 
sell because most concerns know 
about 


SARCO 
STEAM TRAPS 


The limited number of people who 


know about their advantages through 
our convincing 
reach more than 310,000 prospects. 






to sell even those who may not have 
heard about the Sarco. Simply to tell 
them that it does the work of traps 
that sell for three 
times the price 
and saves in in- 
stallation cost, 
usually makes a 
sale. 





Write for our | 
special proposi- 
tion and catalog * 
Z-95. 


saad 
Sarco Company, Inc. 
183 Madison Ave. New York, N.Y. 


Branches in Principal Cities 


WALKER, CROSWELLER AND CO. 
20 Queen Elizabeth St. 
London, S. E. I. 


SARCO (Canada) Limited, Federal Bldg., 
85 Richmond St., West, Toronto, Ont., Canada 





For further information see our adver- 
tisement, page 38, Mill Supplies Catalog 
& Directory. 





have not used these traps at least | 


advertisements that | 


But it doesn’t require a lot of effort | 





lines of five manufacturers—Chicago 
| Belting; Pioneer Rubber; tires of 
| McClaren Rubber Company ; indus- 


| trial roofing and paints made by Par- | 


affine Companies, Incorporated, and 
Gould storage batteries. 











R. W. Goodwin, vice-president of Neale | 
and Brinker Company, New York City. 





Haseltine Has New Show 
Room 

A very elaborate show room was 
in process of being equipped during 
January by J. E. Haseltine and Com- 
pany, Portland, Oregon. The space 
was secured by moving out its stock 
of steel from a 50 by 100 foot ground 
| floor space adjoining its offices to a 
100 by 100 foot 


where. 


and modern lighting arrangements, 
will eventually contain a display of 
virtually every item in the company’s 
line which it is possible to display and 


warehouse else- | 


The display room, with new floor 


will be one of the best and most com- | 
plete of its kind in the northwest, in | 


| the general mill supply line. 
This company had exceptional re- 


| | sults last year through the develop- 









| tative mill supply department. W. A. 


| Shepard, general manager, is second 


| from the left in this picture. 


The Long-Lewis Hardware Company, 
Birmingham, Alabama, has a represen- 


It’s a MARVEL 
Market 


After over a year of restricted buy- 
ing or no buying at all, industry is 
again beginning to equip itself, but 
not in its old manner. Buying today 
is more careful, more studied, more 
deliberate. There’s a sharp eye out 
for equipment that cuts costs, in- 
creases efficiency. 


It's a MARVEL market, for 
MARVEL Blades are the only blades 
that combine fast-cutting, long-last- 
ing qualities with the unbreakable 
(uninterrupted production) charac- 
teristic. They cost no more than 
regular high speed steel blades and 
are guaranteed not to break, even in 
case of accident. 


ARMSTRONG- 
BLUM MFG. CO. 
‘The Hack Saw People’’ 


353 N. Francisco Ave.’ 
CHICAGO 
U.S.A. 


















Write for 
Catalog and 
Proposition 


































High Speed 
Steel Teeth 


Unbreakable 
Alloy Steel 
Back 
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OF WRIGHT eLECTRIC 
HOISTS We heve bese, jvorking 


howard this anidunce- ey, 
ment for many ‘months. ‘Now it can ‘be 
told. We have ready: for your. “appr 4 
a complete line of Electtié. Hoi Keand & 
Motor-driven:Trolleys.. We. ‘beligye, it to AS 
be a superior line..“A line w ‘ 
name Wright ... Like th 
Speed: Hoist, the’ Wright 
has:21. points of sup : 
with low Aevdroon gaining phe 
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WRIGHT MANUFACTURING COMPANY 


RIDGEPORT, CONNECTICUT 


An Associate Company of the American Chain Company, 
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phor-bronze 


Lonergan 


ESTABLISHED 1872 


Another 
Leader in the 
“Lonergan Line” 


Pressure Gauge with easy-reading illum- } 
inated dial of wire glass. 
back of gauge can be replaced without 
opening gauge. 
gauge and boiler. 


pinion. 
tions to any pressure. 


300 esnee 


Steam Gauges . . 


Pressure and Temperature Gauges . . 
Oil Gauges . . 
Steam Gauge ‘Syphons +t 48 


J. E. LONERGAN CO. 
209 RACE STREET 


Electric bulb | 
Air space 
Dust-proof, moisture- 
proof case; non-corrosive movement sup- 
ported free from back of case; 
bushed, cast bronze sector and phos- 
Standard gradua- 


Pop Safety Valves . . . Relief Valves 
- Hydraulic Gauges . . . Air Gauges. . Water Gauges 
- Test Gauges . . . Gauge Boards 
- Clocks . . . Counters . . . Gauge Cocks 








between 


deep 





Pressure Gauge Model ‘‘G1D"’ | 
with illuminated dial. 


Lubricating Specialties 


PHILADELPHIA, PA. 







































































































Make Those Barrels 
Behave! 


Are your men bumped by bouncing bar- 
rels—or dented by dancing drums? 


Prevent costly injuries, and save handling 
expense, by using sturdy Schwenk Safety 
Tilters whenever you draw liquids from 
drums and barrels. 


One man, with a Schwenk Tilter, replaces 
three using ordinary methods, and saves 
valuable materials formerly lost through 
spilling or left in containers. 


Also, the Schwenk carboy tilter is a com- 
bined truck and safe pouring device indis- 
pensable in handling acids and chemicals. 


Write for illustrated circular, with 
prices. Schwenk Tilters save their 
reasonable cost in remarkably short 
time. 


SCHWENK SAFETY 
DEVICE CORP. 

70 East 45th St., New York 

Exclusive Export Representatives: 


te Davis Co., Inc., 
27 Water Street, New York City 








| Charles A. Jewett, salesman for Chase 


Parker and Company, Boston, covers the 
southeastern part of Massachusetts. 





ment of a welding department. Busi- 
ness in that line was very good and 
plans are being made to extend it 
greatly. All classes of welding equip- 
ment are handled — oxy - acetylene, 
electric and gas, with the attendant 
rods and supplies. “A nice, clean 


| business which belongs specifically in 


the mill supply distribution field,” 
says Sales Manager H. L. Ernstrom. 
He is very enthusiastic over this de- 
partment. 

Haseltine’s business, generally, 
started off with a bang in January 
and by the middle of the month was 


far ahead of the same period in 1930. 


* * * 
Van Dyke President of 
Industrial Supplies 
At the annual meeting of the stock- 


| holders and directors of Industrial 


Supplies, Incorporated, Memphis, 
Tennessee, R. D. Van Dyke, Jr., was 
elected president, succeeding T. H. 








R. E. P. Yoder, treasurer of The Wil- 
liam H. Taylor Company, Allentown, 


Pennsylvania. Mr. Yoder ge Be a a. 
sceptical—must have “coulda ta 
Supplies photographer co 5. take 








indoor picture on a dark 
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Whitehead Long Life Steam 








withstands 


PRESSURE 
and Heat! 


Something more than tubular strength against great 
pressure is needed for a flexible rubber steam hose! 








—Live steam, besides being hot enough to vulcanize 
simple rubber compounds, is both destructive and dis- 
integrating to them . . . which means that first quality 
raw materials, long practical experience, and exacting 
craftsmanship, are essential requirements in making 
steam hose. 


That is what goes into the making of Whitehead Long 
Life Steam Hose; and it explains why the hose with- 
stands pressure and heat for the maximum period. 


WRITE FOR SAMPLES AND PRICES. 
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TheWhitehe ad Bros.Rubber Go. 


“MECHANICAL RUBBER GOODS,SINCE IS735" _ 
<u> Trenton,New Jersey <e’> 
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“What’s Selling 
in My Territory?” 





Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 








month ending January | KEY TO CHART 
15, 1931, with business ied = —" 
during the corresponding ee am <onge 
period of 1930. a 

< en ll 











NEW MIDDLE T EAST 
ENGLAND | ATLANTIC | CENTRAL 


Decrease Increase | Decrease Increase | Decrease Increase 






WEST 
CENTRAL 






SOUTHERN) WESTERN 






Item 





nerease 


———_ 


- 
| 
| 
+ 
| 
| 

Belting, Conveyor | 

Compressors 

Concrete Forms, Road, 

| __ Curb, etc. 


inclination 


| Conveyors, Portable 
Cranes and Shovels 


Electric Tools— 
Drills, Hammers, etc. 


Engines, Gas, etc. 
Grindin Wheels, Wire ; 
heels, Brushes, etc. 


Hand Tools—Saws, Ham- 
mers, etc. 





L ie 
| Hoists—Chain, Electric, 
Sa ae 
| Machine Tools and Equip- | 
i ae - _j 
| Mechanical Rubber Goods 
}__-Belting, Hose, etc. 
Nuts, Bolts, and Rivets 
| ui 
| Paint Spraying Equipment | 


j , 
| Pavers and Mixers 
i cciacmainenichaudaciissestetal 


| Pipe, Valves and Fittings 


Pneumatic Tools 
| Pumps 
| . js : a 
| Safety Equipment—Fire Ex- 
ee a Masks, etc. | 
| Shop Supplies—Brooms, 
| __ Brushes, Pails, Waste 

Toole, Pipe Threading 


Tractors and Graders 


Transmission Equipment— 
__Belting, Pulleys, etc. 
“V"’-Belt Drives 
Wheelbarrows, Shovels, 
etc. 
Wire Rope 
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“Tension Cemented” Leather Belting 
gives the Distributor Greater Profits 








One of the machines which make the new Graton & Knight “Tension Cemented” Leather Belting. All our 
friends are cordially invited to see our “Tension Cementing” machines in operation at Worcester, Mass. 


RATON & KNIGHT “Tension Ce- 

mented” Leather Belting gives distrib- 
utors more profits because it reduces stock 
investments and increases stock turnover. It 
is no longer necessary to carry duplicate stocks 
of waterproof and common cemented belting. 
It is unnecessary for your customers to use 
common cemented belting which frequently 
means costly adjustments especially when 
“Tension Cemented” Belting costs no more 
than they formerly paid for our common 
cemented belting. 


Your stock turns faster because your sales- 
men find it easier to sell “Tension Cemented” 


Leather Belting. Your customers appreciate the 
fact that its greater and more uniform adhesion 
in laps and plies, its unusual flexibility and its 
waterproof qualities effect big savings in main- 
tenance, operating and production costs. 


“Tension Cemented” Belting also reduces 
your clerical and sales expenses because it sim- 
plifies all clerical details—you can order, invoice 
and post to stock records only one kind of 
Belting. 


Write us for details of our co-operative sell- 
ing plan that insures faster turnover and better 
profits for distributors. 


Graton & Knight Company 


Worcester, Mass. 


GRATON 
KNIGHT 


“Tension Cemented” Leather Belting ... Belt C 


and Dr 


ings ... Round Leather Belting . . . Lace Leather... 





Leather Packings 


« + « Leather Strapping Specialties .. . 


Leather “V” Belting . . . Mechanical Rubber Goods 
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Simplex 


STEEL 
TA TI)D 


Vises 





They Bring 
Repeat Orders 


ARRY a sample and forget the 

catalog when you approach 
your next vise customer. Put a 
Simplex Machinists’ Vise on his 
bench, and let nature take its 
course. A _ simple demonstration 
will prove that the unique steel 
slide and other points of 
Simplex superiority put it 
in a class by itself. 


The STEEL SLIDE | 
is guaranteed not to break | 
| under service 





conditions. | 


Send for illustrated 
folder and price list. 


SIMPLEX TOOL COMPANY 


Woonsocket, Rhode Island 


























A thoroughly dependable line of shallow and deep 
well water systems for homes, farms, public and 
private buildings and institutions. Styles for shallow 
or deep wells. Capacities up to ten thousand gallons 
per hour. Operation by hand, wind, engine or 
motor. The Myers Trademark is your warranty for 
dependability. 





i wens 


Pumps — WATER SYSTEMS — HAY = DOOR HANG 








Positive self-lubrication, housed working 
parts, improved bearings and gears, extra 
large valves, unrestricted water ways, in- 
creased volume, complete automatic con- 
trol, lower maintenance costs are Myers 
features. 


Ask for catalog and information. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
WATER SYSTEMS HAY TOOLS 


Fig. 2511 


PUMPS DOOR HANGERS 








Baker who resigned recently. L. P. 
Brown, Jr., was made vice-president ; 
G. E. Thorn, secretary, and John R. 
Rother, treasurer. Mr. Van Dyke 
was formerly secretary-treasurer of 
the firm. 


“This marks the second successful 
year in business for Industrial Sup- 
plies, Incorporated, and 1931 prom- 
ises to be another,” states Mr. Van 
Dyke. 








James D. Bachman, bookkeeper for the 
William H. Taylor Company, Allen- 


| town, Pennsylvania, has been connected 


with the mill supply business for 33 
years. 





Rabel Purchasing Agent for 
Star Machinery 
I. T. Rabel has recently been made 
purchasing agent of the Star Ma- 
chinery Company, Seattle, Washing- 
ton. He is the son of O. R. Rabel, 
secretary-treasurer of the company. 
This is one of the large machine 


| tool houses of Seattle, handling power 


transmission equipment, small tools 
and supplies, portable electric tools, 
machine tools and power plant and 





Francis Hallett, sales manager and 
chasing agent, Babbitt Steam S ty 
| Company, New Bedford, Massachusetts. 


ur- 
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Prompt 


Backing Up ** 


on 


the reliable 


tool 


Brown & Sharpe equipment 





= The two most important requisites in a source of supply 
for reliable shop tools and equipment are: 
—ihe of a high standard of quality and 
dependability in the goods themselves. 
—prompt service on a wide assortment of items to 
fill your many requirements. 
The Brown & Sharpe Dealer is by far your best “het” for 
satisfactory service on celiable equipment. 
First, because the unvarying accuracy of Brown 
& Sharpe Tools, proved by over SO vears of satis 
factory performance on every conceivable type of 
precision work, makes them best suited for exact- 
ing shop requirements. 
And second, because the Brown & Sharpe Dealer 
is in a position to render prompt service in 
furnishing all types of precision tools as well ax 
arbors, callets, Vises, pumps, ete. 















Specify 
Brown & Sharpe 


Make use of the services of the Brown & Sharpe dealer 
r When you want prompt service on reliable tools and equip- 
lools ment 





Brown & Sharpe Tools 


“WORLD'S STANDARD OF ACCURACY” 





DVERTISEMENTS like those 
A above are being read every 
month by the men in the plants where 

portance ef the tool oom From tna ae. -«»«- YOU Salesmen call. 


partment come the jigs. fixtures and tooling 
equipment upon which you depend for 





profitable production. A consistent advertising program to 
See eat coun sawn diidier 3h sogeiet tool users, directing them to the 
wg hor Rea a emma tse Brown & Sharpe dealer for reliable 
Toolmakers and all mechanics like Brown & - " 

ee a nn omer tool equipment, is one of the impor- 


[BS ep cemndaip congiees txts aks of eae tant factors in the plans of this com- 
department. 


pany to build business for its dealers. 
Our Small Toot Catalog No. 2) dexeribes 


over 1300 usetul tools. Send for a copy 
Brown & Sharpe Wig. Co.. Providence, RI 


This Brown & Sharpe policy of co- 
Brown & Sharpe Tools 


operating with the Industrial Distrib- 
aieeraniainnamaiscin eat adbbsenmatcesnit utor has contributed much to make 
Brown & Sharpe Tools and Equip- 
ment a consistently profitable line. 
Brown & Sharpe Mfg. Co., Provi- 


= ~y « dence, R. I. 
Brown & Sharpe Tools 


* WORLD’S STANDARD OF ACCURACY” 
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BLADE 


| aAaaaaaad 


LARGE TEETH FOR CUTTING A SMALL TEETH FOR STARTINGA 














HE new MILFORD DUPLEX 

Patented Hack Saw Blade marks 
the most startling improvement in 
blade construction ever conceived. 


Fine teeth on the forward end of this 
remarkable blade perform the same 
function as the feed screw of an 
auger bit—they start the cut quickly, 
easily, accurately. 


Cutting cleanly into the metal pre- 
cisely where you want it, on the first 
stroke, the MILFORD DUPLEX 
means the end of spoilage of work 
by slipping of blade, and of spoiled 
blades - ripping out teeth. 


In addition to quick, straight cutting 
of regular work, it means that you 
can cut small sections, squares, angles 
or flat stock with equal accuracy at 
any angle. 


Stock up on MILFORD DUPLEX 
(all hard) and Mil Flex DUPLEX 
(hard teeth and flexible back) the 
fastest cutting hack saw blades you 
ever sold. Nationally advertised. 
Write for prices and details. 














The fine tooth section of a 
14-pitch DUPLEX has 28 
teeth to the inch. The 18- 
pitch has 36 teeth to the inch, 


rrrrrr revs Sell 


MILFORD 
DUPLEX 


PATENTED USA 


The Henry G. Thompson & Son Co. 


Established 1876 
New Haven, Conn., U. S. A. 





E. W. Graham Transferred 

| E. W. Graham, mill supply department, 

| Manning, Maxwell and Moore, will 

hereafter have his office in the Jersey 

City branch of this company instead of 
in New York. 


pumping equipment. Lately, it took 
on the line of wood working tools of 


the Delta Specialty Company, Mil- | 
tools are well dis- | 
played and the salesmen are also | 


waukee. These 
giving them strong support. 
ss 
Mars Company Increases 


Lines 
Purox cutting and welding appar- 








atus have just been added to the lines | 
carried by W. P. and R. S. Mars | 


Company, Duluth, Minnesota. 
* * * 

Ryerson Acquires Kempsmith 
Lines 


| Announcement has been made that 
Joseph T. Ryerson and Son, Incor- 


| porated, Chicago, acquired the lines | 


| of maximillers, production millers 


} . e . . 
|and automatic indexing machines 


| heretofore produced by Kempsmith | 


Manufacturing Company, Milwau- 





Engineering Company, Reading, Penn- 
sylvania. 





Ellis E. Brown, owner of the Brown 








DUXBAK 


BELTING 


will help to hold 


business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 











Tanners 
Belt Manufacturers 


42 FERRY STREET . NEW YORK 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 


711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 








Tsacosalliaoll 
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Even on a headstock 
bearing, the absence 
of protruding heads is 
a distinct improve- 
ment,—and the me- 
chanic can clean up 
his Bristo equipped 
machine quickly. 






in countersunk holes 
for instance— 


For the purpose of achieving neat design and fea- 
tures of practical convenience, socket head cap 
screws are fast replacing other types of cap screws 
in many places; and in most of these newer appli- 
cations they are set up in countersunk holes, so 
that the head is flush with the surface. 


Bristo socket head cap screws are ideal for this pur- 
pose. The head of a Bristo is precisely concentric 
with the shank, so that grinding is never necessary 
when a Bristo is used in a countersunk hole. Bristo 
cap screws always fit. Holes can therefore be made 
for a close fit, and no time will be lost in the appli- 
cation of the screw. 


Bristos have other qualities’ of vital interest to man- 





























cael ‘ 
| e &/. ufacturers of high grade products, whether the cap 
ht screw is to be a part of the product, or the machine 
=a ee 4 that makes it. Sample screws for examination and 
<8 test will be sent any of your customers upon re- 
Gite 020 dete quest. Write The Bristol Company, Waterbury, 
tailed flute socket and gives complete - 
information about the line. Conn., makers of Bristo hollow safety set screws. 


BRISTO 

















THE BRISTOL COMPANY, 
WATERBURY, CONN. 


DEPT. H 
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“IMICO” 
BRASS VALVES 





















ent “Tllinois” Brass Valves are 
—nec made under modern methods 
types from carefully selected met- 


als . . . gate, globe, angle and 
check types, with malleable 


iron wheels. 


ILLINOIS 






CHICAGO, ILL., U. S. A. 









VALLE ABLE IRON CO. 

































“Self generating!" Think of it—a blotorch that stays 
generated, one that permits you to work out of doors 
as well and quickly as if you were indoors. Rain, 
snow, cold or wind have no effect on its punctual per- 
formance—and you can turn the working blast on and 
off as long and as often as you wish. 

This is the torch that finds its fullest appreciation 
with the mechanic whose time is valuable and efficiency 
his pride. This modern blotorch, the No. 35, employs a 





















special quick generator. There is no drip cup to fill or 
spill. An intensely hot blue flame is delivered by the 
generator directly to the undervein. It acts as a pilot 
light keeping the torch constantly generated. 

The No. 35 is not an expensive tool. It does, however, 
cost a little more than the No. 30. The No, 30 being No. 
popularly priced is the choice of non professional 30 
mechanics, home owners and those who have only occa- 
sional use for the application of heat. Write for prices. 














R. T. Bolan, manager, Hamilton Hard- 
ware Corporation, located at Waterbury, 
Connecticut. 





kee. The transfer involves an out- 
right purchase of good will, patents, 
patterns, inventory and other assets 
pertaining to these lines. The cone 
drive milling machines produced by 
the Kempsmith company are not in- 
volved in the transaction. 

A. G. Bryant, general manager, 
machinery division of the Ryerson 
concern, advises that Walter Mickel- 
son, formerly associated with Kemp- 
smith, will be a member of the special 
engineering staff which will furnish 
the necessary services to the trade in 
merchandising these machine tools. 
The acquisition of the milling ma- 
chine line rounds out the group of 
machine tools which the Ryerson ma- 
chinery division is handling as “gen- 


| eral distribytors” under the new 





policy recently inaugurated. Under 
this plan, Ryerson (Turn to page 90) 








Gordon Vaughan, city desk salesman for 
W. M. Pattison Company, Cleveland, 
sells taps and dies by demonstration, 


| using a sample display box. Mr. R. De- 


Anglis of the Ohio Gear Company, ex- 
amines a die. “Good tools will sell them- 
selves if given a chance,” says Vaughan. 
“We try to give them that chance by 
frequent demonstrations.” 
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ERIC 
MERICAN, 


PULLEYS 


A 


For difficult motor drives « « « extra- 
ordinary service « « « for ‘‘across-the- 
line” motors and drives that slip and slide 
under the shocks of sudden heavy loads 
these are the places to try out 





«< < e 


Sprucolite. 


For the superior service these improved 
motor pulleys demonstrate on such duty 
will quickly reveal their possible savings in 
- er, trouble and money throughout your 
pliant. 


The pulling power and the lasting power of 
Sprucolite Motor Pulleys are results of a 
scientifically developed, — synthetic 


material made expressly or pulley construc- 
tion. This material’ s clinging, driving, 
fibres-on-end grip the belt and hang on. 





This homogeneous material of uniform den- 
sity obtained by tremendous compression of 
clear Sitka spruce with a casein binder, under 
3,000 tons of hydraulic pressure, is resilient, 
light in weight and possesses great strength 
and durability. 


The motor pulley is the vital link between 
motor and machine. It measures the effective 
horse-power of your motors—the capacity of 
your machines—the production cost of your 
products—the profits to your business. Save 
with Sprucolite. 


AMERICAN Sprucolite Motor Pulleys are 
optional equipment on all leading makes of 
motors. They are available through a large 
number of dealers from coast to coast. 


AMERICAN PULLEY COMPANY 


4200 Wissahickon Avenue 


Philadelphia 











St 241 Ol SAOLLS ONY 








UNLOADING TWO HUNDRED 


CARS PER NIGHT 








For many handling problems, nothing, at 
any price, can equal the hand truck. And 
for hand truck capacity, convenience, ma- 
neuverability, balance and service per dollar, 
nothing approaches the combination of 
AMERICAN Pressed Steel Hand Trucks 
and Truk-Paks. 

The illustration shows one of the fleet of 
AMERICAN Trucks and Truk-Paks which 
were purchased by T. F. Quinn Co., Inc., of 
Boston, to replace electric trucks and trailers 


previously used for unloading cars of fruit 
and produce. 

Working in gangs of four men to a car—one 
man loading Truk-Paks at the car, one man 
unloading Truk-Paks in the warehouse, and 
two men with AMERICAN Trucks picking 
up, wheeling and depositing Truk-Paks on 






he Ne 


a 





AMERICAN 


TRUCKS 


ATENTS PENDING 
US PATENT OFFice 






the jump—these men take the job of unload- 
ing from 100 to 200 cars a night in their 
regular stride. 


What are your handling problems? Have 
you considered this improved method of 
handling that makes lift trucks out of hand 
trucks and brings with it all the attending 
economies in time and labor? 


Ask any dealer about AMERICANS, the 
hand trucks that are used by leading rail- 
roads, steamship companies, warehouses, 
cotton compresses and industrial and mer- 
cantile establishments everywhere. Ask him 
to demonstrate the Truk-Pak—the hand 
truck’s skid platform that is revolutionizing 
handling methods. Write for information 
about the special, money back trial offer. 


AMERICAN PULLEY COMPANY 


4200 Wissahickon Avenue 


Philadelphia 
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A medium published exclusively for 
distributors and their salesmen 


AN EXPLANATION AND 
A PLEDGE 


ITH this issue, “The Construction 

\ Equipment Distributor” becomes Con- 

STRUCTION EQuipMENT. The change in 

name is made to avoid any possibility of con- 

fusion among our readers between the pub- 

lishing service we are rendering and a news 

service which is being circulated among 

manufacturers and distributors by a con- 
temporary publisher. 


It was indeed unfortunate that the original 
name chosen for this section seemed to con- 
flict with that of a previously established 
news service. As publishers, we took every 
precaution prior to the getting out of the 
first issue of this section to make sure of our 
ground. We went to many leaders in the 
industry for counsel as to editorial plans and 
policies months before the section was 
started. But not until the section 
actually appeared that the conflict in names 
became apparent. 


it was 


Nevertheless we are ex- 
tremely sorry for any embarrassment caused 
and hasten to correct it. 


Therefore, this, the second issue of Mill 
Supplies, in which a section for the construc- 
tion equipment distributor appears, comes to 
you with a new name. 


But the purpose of Construction EQuip- 
MENT remains the same. We see an oppor- 
tunity to concentrate the thought and action 
of all distributors of construction machinery, 
equipment and supplies; to set up a monthly 
meeting place for this great industry; to pro- 
vide dominant leadership; to make it possible 
to exchange 
plans and methods; and to point the way to 
unified thinking so essential in coping with 
industry problems. 


for distributors tested ideas, 


CONSTRUCTION EQUIPMENT provides a serv- 
ice never before available. Our interests are 
the distributors’ and to them we pledge the 
resources of our organization, the fund of 
knowledge concerning distribution built up 
over a period of more than 20 years, the ef- 
forts of a thoroughly trained editorial staff, 
and the findings of a competent research de- 
partment. 


NID so, under a new banner — CoNnstTRuc- 
TION EQuiIPpMENT—we make another 
start, with even greater confidence in our 
ability to provide the kind of publishing 
service for which, distributors agree, there 
is a definite need. 
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Associated Equipment Distributors gathered for their twelfth annual meeting at St. Louis, January 11, 12, and 13. The 
meeting was held in connection with the twenty-eighth annual convention of the American Road Builders’ Association. 


Associated ,quipment 


| Distributors 
Meet in St. Louts 


HE twelfth annual con- 
vention of the Associated 
Equipment Distributors, 


a closed meeting, was held in 
St. Louis, January 11, 12, and 
13, during the week of the 
Road Show sponsored by the 
American Road Builders’ As- 
sociation. 

In addition to the following 
committee reports — member- 
ship, publicity, legal and legis- 
lative, territorial problems, 
catalog, affiliated local groups, 
and by-laws—there were sev- 
eral constructive discussions of 
topics of vital interest to dis- 
tributors of construction equip- 
ment, machinery and supplies. 

George F. Smith, The 
George F. Smith Company, St. 
Louis, spoke on the subjects of 
rentals, depreciation, trade-ins, 
and the cost of distribution; 
S. A. Williams, Bureau of 
Contact Information, Wash- 


ington, addressed the conven- 
tion on credits and collections ; 


Oscar B. Bjorge, newly elected president 
Associated Equipment Distributors. 








of the 


Joseph Kellerman, St. Louis, 
brought an interesting mes- 
sage on sales inspiration and 
merchandising; Philip Gott, 
acting manager, Trade Associ- 
ation Department, United 
States Chamber of Commerce, 
Washington, gave his views as 
to what a trade association 
should accomplish; Phil 
Koehring, president, National 
Equipment Corporation, gave 
the manufacturers’ views of 
equipment distribution. J. A. 
Anderson, superintendent of 
equipment, Missouri State 
Highway Commission, told 
what a highway official ex- 
pected of the equipment dis- 
tributor ; and W. R. Sostheim, 
Superior Supply Company, 
Chicago, gave the distributor’s 
views of manufacturer, con- 
tractor and highway official. 
Lawrence Puchta, vice-pres- 
ident, The Queen City Supply 
Company, Cincinnati, and gen- 
eral chair- (Turn to page 112) 
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New Construction Kquipment Products 











LB pillage aga from experience in oil and natural 
| gas fields as well as other cross-country work, 
HE Curtis Pneumatic Machinery Company, St. the Parsons 35 being made by the National Equip- 
Louis, is introducing a new line of model “C” high ment Corporation, Milwaukee, is built for digging 
speed Timken roller bearing, carbon-free, portable | trenches up to 15 feet deep and is furnished with 
| compressors. This line is made in four sizes and two buckets 18, 24, 30 or 36 inches wide. The main 

styles. The 40- and 60-cubic foot capacities are two- transmission with anti-friction bearings is enclosed in 
| wheel highway trailer type portables. a gear case and operated in oil. 























PECIFICATIONS of the new 
WY 3-wheel Sterling-Tiger industrial 
tractor made by the Sterling Trac- 
tor Company, Brooklyn, New York, 
are: Length, 76 inches; width, 45 
inches; height, 50 inches; wheel 
base, 44 inches; and turning radius, 
58 inches. 


crawler track for the McCormick-Deering industrial tractors, 
both the model 20 and the model 30. This track incorporates a new 
feature in track construction. The driving pinions are in the center 
of the track, operating on both the top and the bottom of the track 


regardless of its position. The shoes are self-cleaning and are held 

together at one point only by a special bolted pin. This single 
| shoe pin permits the shoes to open and close twice in every travel 
| 


| HE Moon Track Company, Chicago, is announcing a_ semi- 
around the track. 
| 





HE Caterpillar Thirty lean- 
ing wheel grader being made 

by the Caterpillar Tractor Com- 
pany, Peoria, Illinois, has ball 
and roller bearings on entire lift 
mechanism; bank cutting blade 
which reaches on angle of 30 de- | 
grees with a high reach of 7 feet; | 
compensating spring lift; all | 
! 

| 








housed gears machine cut; ex- 
tensible lift links; centralized 
adjustment controls; 49-inch 
one-piece structural steel circle; 
bronze lift gears, and one-piece 
carbon steel blade beams; four | 
vise-like screw clamps; 7-inch | 
ship channel frame, 40-inch 
lateral blade side shift; axle spin- 
dles drop forged; tapered roller 
bearings, and so on. 
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How We Butlt a 
RENTAL KQUIPMENT 


BUSINESS 





contractor walked into our office. “I’ve got a job 

lined up,” he explained, “but I must have more 
machinery to handle it. Haven’t got the money to buy 
it now, either. I wonder if you would lend me some 
equipment so that | could go ahead with the job. I'll 
be glad to pay for the use of it.” 

Mr. Ehrbar thought the matter over and decided that 
this arrangement could be made. Other contractors heard 
of this strange deal and before long Mr. Ehrbar found 
himself in the business of equipment rental, as well as 
sales. At present, about 70% of our income is from the 
rental of equipment, the rest being from sales. 

The rental business has changed in many ways since 
those early days. Not only the little contractors but the 
largest ones as well rent their equipment now. The rental 
of equipment for construction of one of New York’s 
largest skyscrapers brought us over $50,000. 

There are several reasons for the growth of rental 
business. In the first place, a contractor can definitely 
estimate his costs when he rents. He knows how long 
it will take to construct a building and can figure his 
equipment expense closely, as the rental covers all expense 
of inspection, repairs and depreciation. 

Then again, rental is one form of specialization. In 
renting, the contractor pays another firm to assume the 
responsibility of the machinery—then he is able to de- 
vote his entire time to the construction end of the busi- 
ness. When new, improved machinery models come on 
the market he can have the use of them without worry- 
ing as to the disposal of obsolete models. The regular 
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()*~ morning about 20 years ago a worried little 


Selling rental service is a highly 1 
spectalized but profitable enterprise y 


By J. C. LEMBO 


Salesman, Edward Ehrbar Company, 
Brooklyn, New York 


inspections given by the rental firm keep his machines in 
better condition with fewer breakdowns than if he were 
to attend to their care and overhauling himself. 

Moreover, no two jobs are exactly alike; different 
conditions demand different sizes and types of machines. 
When the contractor rents he has the use of the machine 
which will do the best work on the particular job at hand. 
The contractor who owns his own machinery must neces- 
sarily have a limited stock that will not give him the best 
service on every job. 

The selling of rental.service is much the same as sell- 
ing anything else, save that reputation is of even more 
importance in this business, for the success of the con- 





A section of the Ehrbar air compressor department. A 
complete stock of various sized compressors is main- 
tained by the company. 
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Machine parts are numbered and all parts for particular 
machines are kept on the same shelf. 


tractor is in no small way dependent upon the firm from 
which he rents his equipment. The breakdown of one 
machine may easily cost the contractor $100 per hour, 
for while the machine is being replaced or repaired, a 
crew of highly paid workers are idle. 

That is why the contractor wants to be sure he is deal- 
ing with a firm which carefully inspects the machines 
sent out on a job. Also, when a breakdown occurs, he 
wants a firm that will be on the job in a jiffy with its 
service department. 

In order to render service of this character, we have 
men who inspect our machines on jobs at regular inter- 
vals. We keep an individual record for each machine, 
showing when it was out on jobs, what repair work was 
done, number of parts installed, and the hours of labor, 
so that we have a complete record of the profit and loss 
on each individual machine. 

We maintain a fleet of trucks for delivery. In addi- 
tion to this, we have a contract with a trucking firm for 
the use of a specified number of trucks at all hours, so 
that under no circumstances will we find ourselves with- 
out proper delivery facilities. Deliveries are frequently 
on the way to the job 10 minutes after a call has been 
received. 

Although we are one of the largest equipment rental 
firms in the east, our prices are above those of many 
others. Customers are well aware of this fact. How- 
ever, the contractor is glad to pay a slight premium for 
superior service, as a few dollars saved in rent is only 
too quickly wiped out when his operations are stopped 
because of a breakdown. 


ITH all the abuse received at the hands of careless 
employees of contractors, it is a rather remarkable 
fact that our machines do not wear out quickly. Replace- 
ments are made for the reason that newer more efficient 
machines appear on the market and the contractor has a 
decided preference for these. As a machine becomes old 
we reduce our rental price on it and after a time sell it 
to make room for new machines. 
“But how do we actually make sales,” you may ask. 
That is a little difficult to say, but let me give one typical 
example. A 74-story building was being planned. The 
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superintendent was not familiar with the rental equip- 
ment firms in New York. A good friend of his, however, 
was a customer of ours who had been well pleased with 
our service. He mentioned us to this superintendent. | 
called on him but the order was not easy to land. There 
was plenty of competition. I explained to him the ad- 
vantages of dealing entirely with one firm. From our 
large stock we were able to supply his complete needs. 
As this was a job that required speed, | called his atten- 
tion to the vital importance of dealing with a firm that 
would render the right kind of service. I talked with 
him about his problems, and when | called | knew in 
advance the number of cubic feet of rock that would have 
to be removed, and other important information so that 
1 could talk in terms of costs for the job as well as rental 
prices. I knew the type of machines that would give 
him the greatest efficiency for that job. 

I could tell I had won his confidence, and he decided, 
therefore, to do business with my house. Eventually, 
we got an order for everything on the job, including ma- 
chines for the foundation men, steel men, concrete men, 
and plasterers. 

Each big job we secure and on which we render satis- 
factory service gives us another strong selling argument 
for the next one, and the contractor who has a big job on 
hand now will probably have another when this is fin- 
ished. Frequently machines stay out on a job indefinitely, 
as the contractor may take the machinery direct to his next 
job. This, of course, helps make the business profitable. 

Consequently, we were on this big job from start to 
finish. If anything went wrong, I received a telephone 
call at my home and started things going. On one occa- 
sion I got word of trouble in the midst of a social affair 
—the contractor was working day and night to complete 
the job. One o'clock in the morning found me down in 
the muck of the excavating job, directing the work. | 
must have presented a queer sight—a man in evening 
dress and patent leather slippers surrounded by hunkies 
in overalls and hip boots. However, all of us feel that 
no personal matters are important enough to stop us 
from giving our customers service. 

The selling of rental service is a very specialized busi- 
ness. | have been with this firm (Continued on page 88) 





Pile drivers for foundation work are important items 
and we rent a lot of them. : 
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NEws of the Construction 
Equipment Field ¢ 


Interstate Machinery Closes 
Prosperous Year 
HE Interstate Machinery and 
Supply Company, Omaha, re- 
ports that it has just closed 1930 with 
the largest volume of any year in its 
history. The officers attribute this 
to a new department covering road 
building machinery which was added 
during the past year. The company 
handles such lines as Allis-Chalmers 
Monarch tractors, Galion graders, 
Stroud elevating graders, Baker dirt 
moving machinery, and the general 
line of supplies necessary for this 
type of equipment. Five men travel 
for this new department, covering 
the entire state of Nebraska, and 
this winter an addition will be built 
to the buildings to take care of it. 
The present organization remains 
the same as before, with G. C. Ed- 
gerly, president and general mana- 
ger; D. M. Edgerly, vice-president 
in charge of sales; E. J. Fehrs, sec- 
retary and manager of road machin- 
ery and contractors’ equipment; 
Bert Gurney, manager power plant 
department; C. P. Segur, manager 
machine tool department; and John 
Somberk, manager machine shops. 


* * * 


Alban Tractor in New Home 
The Alban Tractor Company, In- 
corporated, Baltimore, Maryland, 
has moved from 821-23 East 25th 
Street, to the building next door, 
825-27, which is much larger, and 
more modern and up-to-date, pro- 
viding more extensive show room 
space and better shop facilities. 


* Ok * 


Hubbard Equipment Sells 
New Lines 

The Hubbard Equipment Com- 
pany, Lansing, Michigan, has com- 
pleted sales arrangements for han- 
dling the Ryan Manufacturing Cor- 
poration’s line, the Good Roads 
Machiner¢ Company’s full line of 


snow plows, gravel equipment, and 
bituminous distributors, the Galion 
Road Machinery Company’s rollers 
and road machinery, and the Wej- 
Lock guard rail fittings besides a 
number of other items of construc- 
tion equipment and supplies. 
*K * * 


Hayman Company Increases 
Lines 
B. Hayman Company, Incorpor- 


ated, Los Angeles, is distributing 
several new lines. Among _ these 
are: the wheel tractors, both agri- 


cultural and industrial of the Allis- 
Chalmers Manufacturing Company ; 


the Bates steel mule tractors and 
Stockland graders of the Foote 
Brothers Gear and Machine Com- 


pany, and the unit excavators, mod- 
els 310 and 514, of the 
Power Shovel Company. 

This company states 
that all distributors of 


Universal 


the belief 
contractors’ 





General view of large machinery in the 
arena at the Road Show. 





and industrial equipment are very 
optimistic about the outlook for 
1931. 


kK * * 


Harbison Equipment in New 


Location 
The J. B. Harbison Equipment 
Company, Little Rock, Arkansas, 


has moved its offices and warehouse 
from 209 Spring Street to 3323 
Arch Street, where the company will 
have a more spacious yard and ware- 
house. The Harbison Company has 
also added a new rebuilding depart- 
ment to its organization. 








Newly-elected officers and directors of the Associated Equipment Distributors. 


In front, from left to right, are: H. W. Fletcher, C. E. Baker, Oscar B 


. Bjorge, 


president; E. K. Hurst and A. C. Blaisdell, secretary. In the back row, are: Roy 
C. Wayne, Robert E. Nixon, C. H. Neblett, Victor L. Phillips, G. E. Hillsman, 
E. W. C. Gierke, and H. O. Penn. 
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A New W 
| ew al 
| to Clean 
| Portable — easily Pe 
ated — light rht 
| 





A. C. Blaisdell, left, and George F. Smith 

at the Road Show in St. Louis. The 

moose horns are attached to Smith’s 
Packard. 





Murray Leaves Wheeler- 
Murray Company 

L. M. Wheeler has taken over T. 
A. Murray’s interest in the Wheeler- 
Murray Company, Buffalo, New 
York. Mr. Murray will no longer 
be connected with the organization, 
but otherwise there will be no 
change made in the operation or per- 
sonnel. The name, Wheefer-Murray 
Company, will be retained for the 
present at least. 


* * * 


Inter-State Equipment Com- 
pletes New Shop 

The Interstate Equipment Com- 

pany, Aberdeen, South Dakota, has 


recently completed a large shop and | 


every modern appliance for handling 
“Caterpillar” shop work has _ been 
added. 

This company reports that the west 
part of its territory has been snow 
bound, and R. R. Aney, salesman liv- 
ing at Selby, has cashed in on the snow 
plow business. (Turn to page 120) 





Evidently enjoying the 
H. W. Fletcher, of the Fletcher Equip- 
ment Company, New Orleans. 


Road Show. 


Steel 


(weighs only 8 Ibs.). 
Made in two modele— 
JECTRIC and PNEU- 
MATIC, 


BERG 


CLEANING TOOL 


Removes Paint, Rust, Scale—Quickly 


The BERG Cleaning Tool introduces a new and greatly 
improved method for removing paint, rust and scale from 
steel surfaces. Saves time and labor. Displaces tedious 
wire brushing and scraping. Cleans the surface thor- 
oughly, = dl injury. Produces bright, clean, smooth 
finish, permitting perfect adhesion of new paint. 

We have an unusually attractive proposition for distribu- 


tors. Details mailed upon application. Write—no obli- 
gation. 





The Concrete Surfacing Machinery Co. 


‘““BERG” Cleaning Tool Division 


4667 Spring Grove Ave. Cincinnati, Ohio 
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Factories: 


Lansing, Mich. 
Poughkeepsie, N. Y. 





Warehouses: 


Chicago 
Kansas City 
Minneapolis 

San Francisco 
New York 
Boston 


Philadelphia 


-. £0 SERVE You 


Located in strategic points of the country 
are Lansing Company’s own warehouses and 
sales branches. Stocks are always of sufficient 
size to serve all dealers and distributors. 

Lansing Company Line has been known for over half a century. 
Today, it includes over 750 items, such as wheelbarrows, concrete 
Ask for prices, bulle- 


and mortar mixers, concrete carts, chutes, etc. 
tins and further information. 


ae 


LANSING @ 


COMPANY 
LANSING 
M 
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No, 61—Narrow, deep, medium capacity No, 6A—teneral purpose, for dry materials No. 31—Narrow, deep, large capacity tray 


PUSH STERLING NOW! 
Here’s Why! 


Today every buying reason you can bear down with— 
helps your chance of getting selling action! Sterling 
Wheelbarrows give distributors a stronger Wheelbarrow 
sales appeal in LOWERED OPERATING COSTS. Sterling 
enables you to point out 12 distinguishing features of 
greater wheelbarrow value and service. Each definitely 
contributing to your customer’s operating economy and 
to your increased business. 















I. MORE LOADS WHEELED 


The first Sterling selling factor in Low- 
ered Operating Costs is—More Loads 
Wheeled per Man per Day. Besides this 
you can convincingly explain four 
others. 2. Increased Manpower through 
Perfect Load Balance. 3. Lowered 
Maintenance Costs, all parts stronger, 
last longer, and interchangeable. 4. 
Raised Efficiency through Adaptability 
—exact sizes and capacities for every 
job. 5. Prompt Servicing and Delivery 
to the field of work. 






SELF-LUBRICATED AXLE BEARINGS 
NO OILING NEEDED. WHEELS 507 EASIER 





Send today for the 12 Sterling Sales , 
Facts and how to use them in your sales 


work. 





MALLEABLE IRON WHEELGUARDS INSURE 
PROTECTIONANDEASIER QUICKER DUMPING 
STERIL STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON wa) ANY 
i T v 


MILWAUKEE T WISCONSIN 


BRANCH WAREHOUSES—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT, CHICAGO. ST. LOUIS 
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A Great Sales and 
Profit Builder 
for the Distributor 


WOOD’S COMPLETE 
LINE 


Shafting 
Hangers 
Couplings 

Rope Drives 
Friction Clutches 
Flexible Couplings 
Pulleys 

Pillow Blocks 
Belt Contactors 
Speed Reducers 
Conveyors 

Ball Bearings 
Cast Gears 

Cut Gears 





Castings— 
Grey Iron 
Semi Steel 
Bronze 
Aluminum 


Grooved Pulleys 
for “V” Belts and 











“ 99 4 ° . . ° 
V” Belt Drives Twenty Years of Industrial Distribution 
Complete and T. B. WOOD’S Consistent Sales Policy 
Brenton - Fon “a ayy the role ed by the 
industrial distributor s become constantly more 
Varied Types of All important. Today ~ is = thal force in y rin Aim 
Products He will become even more necessary in the years to 


come. The T. B. Wood's Sons Company has con- 
stantly supported the distributor by supplying him with 
a complete quality line, by giving him sales and engi- 
neering assistance, advertising the Wood's line in con- 
sumer publications, protecting him in his territory and 
allowing him a fair profit. Wood's will continue to 
support him because it believes in him and appreciates 
the service he renders. 


T. B. Wood’s Sons Co. 


Chambersburg, Pa. 


New England Branch: Southern Branch: 


Cambridge, Mass. Greensville, S. C. 


POWER 





























TRANSMISSION 
MACHINERY 
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ATLAS 
salability 


is founded on 
fully proved 


performance 


Distributors who have 
sold the Atlas Car Mover 
know of the 
satisfaction 


for years 
unquestioned 
which it gives to users. 

This final field proof, 
together with repeated 
comparative tests with 
other movers, has demon- 
strated beyond a point of 
doubt that Atlas salability 
is founded on proved per- 
formance. 

With 48% to 70% 
MORE POWER; 25% 
MORE SPEED; 
able ease of handling; and 
genuine durability, Atlas 


remark- 


presents tangible sales fea- 
tures upon which to cap- 


italize. Are you doing so? 


APPLETON 
CAR MOVER 


CO. 
APPLETON, WIS. 





a \e ¥ ; 


Gq ’ 
NY 


\: 
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|time better. 
|topography of this section. 


‘estate operators who 
I have learned who these| 
firms are and therefore do not lose 
However, I do! 


work. 


| market 
with other than contractors. 









How We Built a Rental 


Equipment Business 
(Continued from page 83) 


about six years, but during the first | 
year and a half accomplished little. 


Then I learned how to utilize my 
I learned about the 
If the 
building reports stated that a build- 
ing of a certain size was to be con- 
structed in a described location, I 


| knew at once what would be required | 


in the way of equipment. I knew 
that in certain sections they would 
strike water after digging so far, and 





would be little need for equipment | 


and I limited my time on these calls. 


In New York there are firms listed | 


as contractors who are really real 
sublet their 


any time on them. 

get from them the names of the firms 

who are actually doing the work. 
As I learned more about the busi- 


iness, I was able to advise contractors 
|as to which machines would be most 
efficient for their particular jobs. If) 


I saw a contractor using, say a two- 
inch pump when a four-inch one was 


'needed, I told him about it. This led 
ito more sales of service as the con- 
'tractor likes to do business with the 


man who saves him time and money. 
I also discovered that there is a 


For in- 
stance, when repairs are necessary on 
city gas tanks, we rent eight air com- 

|pressors. These are put in operation 
|and the exhaust gas turned into the 
|tank. Being heavier than the illumi- 
inating gas, it will force the latter to 
|the top of the tank. When it has all 
| passed through the pipes, air is let in 
|and the tank is ready to be repaired. 


Welding apparatus may then be used | 


| without danger of an explosion. 





for contractors’ equipment | 


Due to temporary business condi- | 


itions there has been less building re- 
‘cently, but our business has not felt 
the effects of this situation as badly 
as have some others. This is ac- 


counted for by the fact that while | 
there is less building, a greater pro- | 
|portion of it is done with rented | 
‘equipment. When money is scarce, | 
‘the contractor has an added incentive | 


|to rent rather than place a large in- 
vestment in new machinery. 

. : 9 P 

| Yes, things are looking up in the 
‘rental equipment business. 





COUPLINGS 
—Rate High with 


Distributors 


then I would plan on renting pumps. | 
|In other places I could see that there 


“Boss” Couplings provide better hose 
connections for distributors’ custom- 
ers. Their performance, strength, 
durability and stability are guaran- 
teed. Sales of “Boss” couplings are 
profitable to distributors—and “Boss” 
couplings are sold only through dis- 
tributors. No wonder “Boss” rates 


high! 





“BOSS” FEMALE COUPLING 
WITH I.P.T.SPUD 





“BOSS” I. P. T. MALE 
COUPLING 


“BOSS” 


Will Hold the Line 


“Boss” couplings for steam, air or 
water hose are guaranteed to “hold 
the line,” whether you sell them to 
industrial plants, contractors, mines 
or for any unusual conditions. That 
is backing for you. All parts are 
cadmium plated, and the attractive, 
rust-proof finish is a factor in help- 
ing distributors sell this modern, 
efficient line. 


DIXON 


| VALVE & COUPLING CO. 
PHILADELPHIA, PA. 


Manufacturers of Couplings for Distributors 
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Distributor or Warehouse 
Mr. Distributor —Which ARE YOU ? 





Modern . selling trends place you as a distributor in either Johnson Belting Distributors will tell you there is profit in 
one of the above classes. Progressive distributors realize selling leather belting The Johnson Way. A sales policy 
they must offer to their customers products of quality— designed to help distributors meet direct selling competition 
BUT BY NECESSITY PRODUCTS MUST ALSO NET —a unique plan, offering 100% co-operation. 


DISTRIBUTORS A FAIR MARGIN OF PROFITS. 


What We OFFER Distributors 


1 SALES POLICY—Six years ago we inaugurated this new 
merchandising plan. Today we enjoy the patronage and 
good will of a large number of mill supply distributors 

throughout the country. 


2 DISTRIBUTION PLANS—Complete sales protection for 
the distributor by marketing our products 100% through 
distributors, as we believe this is the logical channel of 

distribution from manufacturer to consumer. 


3 QUALITY—Johnson’s America, Niagara and Jobeco brands 
of leather belting are guaranteed—superior and uniform in 
quality, due to our complete control of operation, from raw 
hide to the finished product. 


4 COMPLETE LINE—The Johnson Belting Company offers 
you as a distributor a diversified line, complete in every way, 
thus enabling distributors to fill every order. 


5S SALES CO-OPERATION—We help distributors increase 


sales and thereby profits through a direct sales promotion 
service to the consumer. 


6 SALESMEN’S HELPS—We co-operate with distributors 
through educational work for salesmen, by letters explain- 
ing details of manufacture, information on application of 
product, and offer forceful sales arguments. 





7 PRICE—We sell belting to all distributors at only one price 
—THE LOWEST. 
8 COMPETITION—The Johnson Belting Company, realiz- 
ing that distributors must meet direct selling competition, 
enable distributors to meet this competition. We have no 
sales force calling on you, thereby are enabled to quote dis- 
tributors a price that shows the distributor a fair profit in 
return for his sales effort. 


We offer you the kind 
of partnership that 
will make leather 
belting a profitable 
line for you. 


Write for Complete Information on Our Line—and Our Distribution Plan 


- Johnson Belting Company 


34-44 Hubert St. New York City 


; TANNERS » MANUFACTURERS * CURRIERS 
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The Wolves of Lenox 
How their name spread the width and 
breadth of land. In fearsome chorus of 
barks and savagely snapping jaws they 
broke from the Highland forests of old 
Scotland and rushed with the aged of the 
wind down thru pastured flocks. Noth- 
ing stood before their super strength, 
speed and clean cutting teeth—when the 
Wolves of Lenox were on the job! 
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Popularity that 
Assures Greater 


HACK SAW Profits! 


Popularity that has spread to 


RS St we 
Sas every corner of the land—a de- RRP BY 
S mand for “the tools in the SASS 

> >! plaid box"—from shops and : 


men to whom hack saw blades 


ene ewe 


> > Ss of super-strong, quick cutting 
SS ST and long lasting qualities are 
: essential. 
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Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 
Our special sales plan will hel 
PH you get these Glades started in 
your territory. Write for par- 
ticulars today. 

The Tools in the Plaid Box 


American Saw & Mfg. Co. 


Springfield t= Mass. 
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(Continued from page 76) 

_acts as the sales department for the 

manufacturers of these products. 
The Sidney Machine Tool Com 
pany, Sidney, Ohio, manufacturer of 
engine lathes, will take over for 
Ryerson full manufacturing responsi- 
bilities in the building of the former 
Kempsmith products. A. C. Getz, 
general manager of Sidney, an- 
nounces that effective immediately 
the company will discontinue the 
building of its older type of engine 
lathes and will confine its efforts ex- 
clusively in the future to the produc- 
tion of the milling machine line and 
the Monotro! and Tritrol types of 
lathes. A number of men formerly 
identified with Kempsmith as part of 
its engineering and production per- 
sonnel will be employed at Sidney in 
the manufacture of milling machines. 
The former factory manager of 
Kempsmith, H. L. Livesay, has been 
| placed in full charge of the produc- 
| tion of milling machines at the Sid- 


ney plant. 
* * * 


Strand Appoints Western 
Representative 

N. A. Strand and Company, Chi- 
| cago, has appointed Star Machinery 
| Company, Seattle, Washington, as 
exclusive distributor in the state of 
Washington for its line of flexible 
shafts and equipment. The Star 
company will carry a complete stock. 








| B. F. Norris, Jr., of the Norris Supply 
| Company, Gastonia, North Carolina. 
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Another 
OPEN LETTER 


To Mill Supply Distributors 


By F. W. KNOTT F. W. KNOTT 
President Detroit Belt Lacer Co 
'T seems to me, from a manufacturer’s standpoint, that a great 
deal of what is said about “selective selling” is true, and the few 
distributors who are making a rigid policy of selective selling 
seem to be doing something for both themselves and the manu- 
facturers. 





I talked, recently, with the manager of a retail store. ‘This 
store showed a profit in every month of 1930. I found that this store 
| had been put on a selective selling basis. A customer came in 
while I was there and they were unable to sell him anything because 
| he wanted a certain type of merchandise. The manager explained 
| to me that he was glad to lose the sale rather than to carry six 

dozen of the item to supply this man. 


| I was strongly impressed that, the principle applied in this store 

| would get results for Mill Supply distributors. In my own line, 
belt lacing, I know Mill Supply houses carrying four or five dupli- 

| cate products. Two would have served at least 90% of the require- 

| ments. When you consider that each line has many different sizes, 

| the unnecessary investment with attendant overhead costs is easily 

| understood. The result is—slow turn-over, with little or no net 
profit; whereas, one or two lines, well featured, and possibly exclu- 
sively handled, would cut the investment in two, reduce stock keep- 
ing and storage space, eliminate scattered sales effort, and make 
one certain profit. 


Furthermore, 1 believe that the psychological effect on your 
sales organization would result in greater efficiency all along the 
line and show a decided increase in general volume. 

I am willing to make broad allowances because I see things 
from the manufacturer’s viewpoint, and _ solicit correspondence 
from distributors on this point, which seems to me to be a very 
vital one in today’s selling programs. 


F. W. KNOTT, President. 


Detroit BELT LACER COMPANY 
DETROIT, MICHIGAN 
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A Lucrative Market for 
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ERE is a market that should inspire every indus- 

trial distributor handling JONES Speed Re- 
ducers to immediate and enthusiastic sales activity. 
Scarcely a distributor's territory but what there are 
a number of plants in one or more classifications of 
this group. The majority of these plants are pros- 
pects for sales of JONES Speed Reducers—for new 
or replacement installations. JONES Speed Re- 





sanidanlnaliaeahieainas ducers will go a long way toward modern- 
JONES Spur Gear ae ‘ | = 
Reducer driving eleve- izing your customers’ plants and cutting 
tors and conveyors in a DISCHARGE CONVEYOR FROM ° . 
cement mill. Motor, 50 FULLER MILLS down their production costs. Sales of 


H.P., 500 R.P.M., Final 
Speed, 47.6 R.P.M. 
Ratio, 10.5 to |. 


JONES Reducers will bring you good 
profits. If you need advice or assistance 
in selling the Rock Product Industries, 
JONES Engineering Service will help you. 


This photograph, taken 
in a cement plant, 
shows a JONES Worm 
Gear Reducer in oper- 
ation in the raw de- 
partment. Type 775 
motor, 10 H.P., 600 
R.P.M. Ratio, 10 to |. 





CEMENT PLANTS 














The cement industry is at once one of the largest 
JONES SPEED REDUCER DETAILS FOR users of speed reduction units and one of the most 
MODERN CEMENT PLANTS promising markets for exploitation by JONES distribu- 
pias —— tors. Every new cement plant has installed 
Installation H.P. R.P.M. — Ratio speed reducers — and the old plants are 
Apron Feeder ................ 10 860 27-1 rapidly adopting them. In connection with 
a I nnn 1 — ti kilns, conveyors, revolving coolers, revolv- 
crew Conveyor ............ 10 840 16-1 tS i a 
hae Adielen ._.... 10 840 27. ing screens, slurry agitators, kiln feeders, 
Kiln Feeders ...............--- 3 Variable 18-! elevators, correction basins, dust collectors, 
FURS nanan nnnnnnnnevnnennn-e-e 75 635 5/3"! bag cleaners, coal dryers, car dumpers, fin- 
— orvoeunevonevecnnavereewovee 50 850 5Y3-| ish mills and pumps—wherever slow speed 
rag Chain Conveyor.... 30 850 27-1 ° ° 4 d d 
Bucket Elevators .......... 15 865 27-1 is required—the cement plant needs spee 
Drag Chain Conveyor... 15 860 27-1 reducers if it has not already installed 
Screw Conveyor ............ 10 850 16-1 them. The average modern cement plant 
we PROBE eanrereenee 30 = uses anywhere from 40 to 75 speed reduction units, 
crew Conveyors ............ 40 850 13-1 ° . - 
oe os 15 845 27. ranging in size from 5 to 75 H.P. In some cases, the 
Screw Conveyors .......... 10 860 16-1 horse power has run as high as 250 in the individual 
Coal Dryer ..... epee ae 860 48!/>-| unit. JONES Herringbone, Herringbone-Maag, Worm 
_ + i reeeeniren ; = i and Spur Gear Reducers are ideal for applications in 
ee cement plants. Comb your territory for business in this 
field. It will profit you. 
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Tre W. A. Jones Foundry & Machine Co. here- 
with inaugurates a plan to help its distributors sell 
definite markets on a profitable basis. The up and 
coming industrial plant is modernizing today—and 
standardizing on superior lines. That means opportunity for 
distributors of JONES Speed Reducers. Hence, JONES pre- 
sents in this issue of Mill Supplies the first of a series of 
advertisements designed to point out to distributors and their 
salesmen the applications of JONES Speed Reducers defi- 
nitely. JONES distributors who study and apply this data 
will multiply their sales of JONES Speed Reducers—and 


their own profits—in 1931. 


CRUSHED STONE, SAND 
AND GRAVEL PLANTS 


The surface has scarcely been scratched for speed reducer sales in 
this group. True, no new crushed stone, sand and gravel plants are 
being built today that do not incorporate the speed reducer in the 
drive layout, but most plants are operating under the handicap of 
obsolete equipment. Speed Reducers must be employed in certain 
operations for economy and efficiency. The principal uses for speed 
reduction units in the crushed stone, sand and gravel industry are in 





of the use of JONES 
Speed Reducers in the 
crushed stone, sand and 
gravel industry is shown 
in this photograph of 
an installation of a 
Worm Gear Reducer. 
The motor is 15 H.P. 


Ratio, 34/2 to |. 
COMPEB MILL 


INDUSTRIES » » 
domes Speed Reducers 
>> >> >> >> >> >> 





(Left) 
JONES Herringbone 


Single Type 
Speed Reducer Func- 
tioning in the crushed 
stone, sand and gravel 


industry. The motor is 
100 H.P., 200 R.P.M. 
Ratio, 7.166 to |. 





connection with elevators, conveyors, screens, dryers and mill drives. 
Motors ranging in size from 5 to 75 H.P. (in some cases 100 to 150 
H.P.) are used to drive the machinery. The average modern crushed 
stone plant uses about 4 conveyors, 4 elevators and 2 sets of revolv- 
ing screens—and new sand and gravel plants are using approximately 
the same number of speed reducers. Here again JONES Speed 
Reducers fill the bill exactly. Here again is a wonderful sales and 
profit opportunity for the JONES distributor. 


JONES SPEED REDUCER DETAILS FOR 
MODERN CRUSHED STONE PLANTS 











Next Month 


The Rock Product Industries 
Continued — the Sales Oppor- 
tunities on JONES Speed Re- 
ducers in Lime and Gypsum 
Plants. 


For further information about Jones Equipment, see our 
Catalog Exhibit in Mitt Supptizs Catatoc & Directory 


W. A. Jones Founpry « MAcHINE Co. 


4401 W. Roosevelt Road 








Motor Reduction 
Installation H.P. R.P.M. Ratio Reducer 
Pan Conveyor......100 45tol Herring- 
bone-Maag 
Rotary Screens .... 30 21 tol Spur 
Elevator to Rotary 
Screens. ............ 25 I2tol Worm 
Tube Mills . 20 37 to | ~—Herring- 
bone-Maag 
Washer . . 75 6tol Worm 
Dryers . 15 Spur 


SAND AND GRAVEL PLANTS 


Feeder for Crusher 15 
Conveyor and Ele- 


34!/, to | Worm Gear 


vator from 

Crusher to Ro- 

tary Screens .... 50 36 «tol Herring- 
Primary Rotary bone-Maag 

Screens ............ 25 21 tol Worm 
Secondary Rotary 

Screens ............ 20 21 tol Worm 
Elevator ........ . 2 12. tol Spur 





Chicago, Ill. 


» » 


Manufacturers of Speed Reducers, Gears, Pulleys, "V" Belt Sheaves, Clutches, 


Couplings, Hangers and General Power Transmission Appliances. 








MILL SUPPLIES 














anufacturers News 


A department where manufacturers may announce 
new literature, changes in personnel, news of 


executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 
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Albright Heads Buffalo Bolt 


Company 
AYMOND K. ALBRIGHT 
R has recently been elected pres- 
ident of the Buffalo Bolt 


Company succeeding Ralph Plumb, 
who died January 3 after a prolonged 
illness of nearly a year. 

Mr. Albright has been actively as- 
sociated with the Buffalo Bolt Com- 
pany since 1898 and one of its ex- 
ecutive managers since 1905 when 
he became vice-president. In 1921 
he was also elected treasurer of the 
company and will continue to hold 
that office. During Mr. Plumb’s se- 
rious illness he has been in full charge 
of the company. 

Ralph Hudson Plumb, son of Mr. 
Plumb, has been elected a director 
of the company; J. J. Mclaughlin 





has been 

charge of 
Carr, 
sales. 


made vice-president in 
operation and Proctor 
vice-president in charge of 


* * * 


American Steel and Wire 
Appoints Waite 

G. H. Waite has been appointed 
manager of sales for the Kansas 
City office of the American Steel 
and Wire Company, succeeding the 
late Major J. M. Holloway. Mr. 
Waite has been with the organiza- 
tion for 20 years. For 18 vears he 
was in the Denver, Colorado, office, 
where he became assistant manager 
of sales, and for the past two years 
he has been a member of the sales 
erganization at the Kansas City 
office. 





The annual sales conference held by The Dumore Company, Racine Wisconsin, 


was attended by all the company executives and sales representatives. 


In the 


picture, from left to right, are: W. E. Thronson; E. F. Zeisig of Dunham, Lesan, 


and Younggreen; C. J. Seibel; 
president; 


L. J. LaMack; R. T. Frank; C. H. 
L. H. Hamilton, president and general manager; A. B. Clifford; 
Pomeroy. L. B. Augustine, sales manager; G. W. 


Beach, we 


Cary; E. S. McGonegal;, vs 


Pope, advertising manager; and W. B. O’Neill. 


VW 


Goulds Pumps Official 
Honored 

The Melville Medal of the Ameri- 
can Society of Mechanical Engi- 
neers has been awarded jointly to 
William D. Pomeroy, vice-president 
and general manager of Goulds 
Pumps, Incorporated, Seneca Falls, 
New York, and Prof. Herman 
Diederichs, head of the mechanical 
engineering department of Sibley 
College, Cornell University. The 
award is made for an original the- 
sis of exceptional merit. These two 
men collaborated on a paper en- 
titled “The Occurrence and Elimi- 
nation of Surges or Oscillating Pres- 
sures in Discharge Lines from Re- 
ciprocating Pumps.” 

* * * 


Belmont Rubber Offices 
Moved 

Since January 1 the general offices 
of The Belmont Packing and Rubber 
Company, Philadelphia, have been 
located at Butler and Sepviva 
Streets, which is also the address 
of the company’s manufacturing 
properties. . 4 
Canadian Saw Manufacturers 

Consolidate 

Announcement is made of the mer- 
ger of two leading saw companies in 
Canada, E. C. Atkins and Company, 
Hamilton, Ontario, and the Shurly- 
Dietrich Company, Galt, Ontario. The 
new consolidated company is known 
as the Shurly-Dietrich-Atkins Com- 
pany, Limited, with headquarters and 
main factory at Galt, Ontario. 

The organization will continue to 
manufacture all the lines heretofore 
made by both companies. The Shurly- 
Dietrich Company is said to be the 
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Your Committee 


... has traveled a combined total of more 
than 40,000 miles ... has spent a com- 
bined total of 2,784 hours of its own time 
... or 116 days of twenty-four hours each 

. which is 3 months and 26 days .. . 
working out the plan you asked it to prepare. 


What have you done? 


The time is lost . . . the personal expense 
is wasted . . . the energy dissipated . . . 
the possibility of real accomplishment 
for you killed—unless you do your part. 


Have you subscribed? 


Jornr MeEercHanpising CommMitTtTeEe 
of the Mitt Surprprty Business 


Representing an ever-increasing number of the leading Manufacturers 
and Distributors of Mill Supplies ~~ 


ADDRESS CORRESPONDENCE TO THE SECRETARY — 916 CLARK BUILDING — PITTSBURGH — PENNSYLVANIA 
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PORTABLE [Houdreds of thou 
ELECTRIC am one ective 
TS Cadillac 
Blowers are bein: 
constantly reach 
through —_advertise- 
ments like these. 
Cash in on this 
publicity. 
A Rapid 
Seller 
With Liberal 
Discounts. 
Live 
Distributors 
Wanted For 
Three Useful Handy | ,._.... 
e ° ? erritories 
Machines in ONE! sical 
WER oO ready 
ee Covered 
SUCTION CLEANER 
SPRAYER 
10 days FREE TRIAL Market 
Write for Details a 
CLEMENTS MFG. CO. siete 
6674 S. Narragansett Ave. atched. 
Chicago, I11. 
> _ a (IRS cs 
Oa ae. 





This New Booklet 
Has A Story of 


Importance for 


eer 


The superiority of Foley machine-filed saws is so 
clearly explained, and backed with proof, in this 
new booklet, that you will instantly recognize the 
value of this remarkable machine for your custom- 


ers. 


3etter filed saws, increased sawing production 


and lower saw-filing costs go hand in hand with 


the Foley Automatic Saw Filer. 


Write for a copy of this new booklet and industrial dis- 


tributors’ discounts. 


Foley Manufacturing Co. 


46 Main St. N. E. 


Minneapolis, Minn. 


| oldest and only Canadian-owned saw 















manufacturing concern in Canada, 
having been established in Galt in 
1872. In 1927 Shurly-Dietrich Com- 
pany merged with T. F. Shurly Com- 
pany, Limited, of St. Catharines, 
whose plant was moved to Galt at that 
time. E. C. Atkins and Company’s 
factory at Hamilton was established 
there in 1907, and now is being moved 
to Galt, Ontario, headquarters of the 
new company. The Atkins main 
office is in Indianapolis. 

Officers of the new company are as 
follows: P. G. Dietrich, president ; 
C. G. McGhie, vice-president ; H. C. 
Atkins, vice-president ; James Shaw, 
secretary ; E. L. McArthur, treasurer, 
and R. A. Arbuckle, sales manager. 

x * *® 


New Dayton Ladder Dis- 
tributor 
The Baldwin-Hall Company, Sy- 
racuse, New York, is a new distrib- 
utor for the Dayton Safety Ladder 
Company, Cincinnati. 
a 


Exhibits at Midwestern 
Power Exposition 

Many prominent manufacturers 
will exhibit at the Midwestern En- 
gineering and Power Exposition, 
February 10 to 14, to be held at the 
Coliseum, Chicago. 

Devices featuring the anti-friction 
qualities of SKF bearings, will be 
the center of attraction at the SKF 
Industries, Incorporated, exhibit. In 
addition there will be on display a 
complete range of transmission ap- 


pliances. 
During the show, headquarters 
will be maintained at the Hotel 


Stevens, Chicago. Those in attend- 
ance at the exhibit will include: D. 
W. McAllen, J. B. Castino, P. A. 
Carlson, H. A. Gumm, H. A. West- 
water, and W. B. Pusey. 

Link-Belt Company will have in 
its booths, number 96 and 97, a com- 
prehensive display of pictures rep- 
resenting installations of coal and 
ashes handling and water screening 
equipment in operation in the lead- 
ing power generating stations, in- 
dustrial power plants and _ public 
buildings throughout the country. 
There will be, also, operating exhib- 
its of the company’s leading posi- 
tive drives and the recently com- 
pleted operating model of the rotary 
railroad car dumper. Messrs. E. J. 
Burnell, L. O. Millard, H. D. Mitch- 
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MILWAUKEE 
WIRE AND TAMPICO 
WHEEL BRUSHES 


























BRUSHES AND BROOMS +s 











No matter what the needs of your 
customers for industrial brushes — 
bristle, fibre or wire (hand or 
power)—you can fill them when you 
handle the Milwaukee line. Next to 
quality, completeness is Milwaukee’s 
proudest asset. Even if a call comes 
for some unusual brush—something 
outside our regular stock line—you 
are in position to take the order, for 
we are equipped to make special 
brushes on specification promptly. 
This knowledge of the completeness 
of the Milwaukee line is gratifying 
to the distributor who is out to do a 
real sales job on brushes. 


MILWAUKEE SUPPORTS 
ITS DISTRIBUTORS 
vv AND HELPS THEM 


Milwaukee believes it owes its dis- 
tributors more than a good and com- 
plete line of industrial brushes. 
Therefore, we support you and help 
you in your selling efforts. As an 
example of the backing we give dis- 
tributors—we provide an unqualified 
guarantee on every one of our prod- 
ucts. In selling, we assist you in de- 
termining the proper type of brush 
for any industrial use. Write for 
catalog No. 29. 





MEANS “BRUSH EXCELLENCE”’ 











+ »& BRISTLE — FIBRE — WIRE 


MILWAUKEE 
WISCONSIN 


You Can Satisfy All Their Needs 
with Milwaukee Industrial Brushes 


SOME OF OUR 
OTHER INDUSTRIAL 
BRUSHES AND BROOMS 





mil Waunt® wevah hFtd 





MILWAUKEE BRUSH MFT cc 














s & * HAND — POWER 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764 TO 790 SOW STREET 
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They'll Build) 
Good Will for You 
—and Profits | 


Clark electric tools are sure good will 

builders for the distributor—not only | 
on the Clark line itself, but on the dis- | 
tributor’s business generally. Good will 
results from satisfaction—the kind that | 
Clark tools give. And good will brings | 
repeat orders and increased profits. | 
Clark electric tools are of sterling qual- 
ity, efficient and fast—‘“handy to han- 
dle and easy to sell.”” Maybe this is 
just the line you need now. Write to 
us concerning territories still open. 





Portable Hand Grinder | 


“CLARK” 
Grinder and Buffer 





“CLARK” Electric Tools 


Portable Drills 

Portable Grinders 
. Grinders and Buffers 
tic Screw Drivers 


ottable Sanders 
All Powered by CLARK Motors 








i, first in the field” 


— 


Electric 
Tools 


JAS. CLARK JR. 
ELECTRIC CO. 


605 BERGMAN ST. 
LOUISVILLE KENTUCKY 


ell, E. H. Kidder, E. A. Wendell, 


H. F. Weber and other Link- Belt | 
will be in attendance. 


engineers, 





| The Sarco Company, New York City, 
will be one of the exhibitors at the | 
Midwestern Engineering and Power Ex- | 


position being held February 10 to 14 at 
the Coliseum, Chicago. The illustration 
shows the exhibit displayed by this com- 
pany at the New York Power Show. 





New Offices for Sarco Canada | 


Sarco Company, Incorporated, 
New York, announces the opening 


| of new Canadian headquarters for 


Sarco Canada Limited. This com- 
| pany will be located in the Federal 


| Building at 85 Richmond Street, 


| West, 


in Toronto, Ontario. 

The Canadian company will oper- | 
ate under the direct supervision of | 
F. E. Wells, vice-president. 
Carter has. been appointed ‘general 
manager. -Mr. Carter, for many 
years a resident. of Canada, is a 


rience gained on both sides of the 
border. 

Arrangements have been made 
with Mueller, Limited, Sarnia, On- 
tario, to manufacture the company’s 
products in Canada. 

In Quebec and the maritime prov- 


H. T. | 


trained heating engineer, who brings | 
to his new position a broad expe- | 









GAGS 


GH) HIDE 


RAW. 











The Stamp 
of Quality and Service 


Mr Supply Dealer: 


We manufacture 
supplies as listed 


| 
Belting & Accessories 


| Leather Belting 


Flat, Solid, 
| Twist, Oak, 
| Chrome, Raw- 
hide. 
Lace Leather 
(Sides and Cut) 
Rawhide, Indian 


Tan, Chrome. 


Rawhide Round 
(Safety Lace) 


Rawhide Pins 


| Mechanical Leathers 


Packings, Wash- 
ers. 


Leather Specialties 


Straps, 
Covers. 


Joint 


| Rawhide Mallets & Hammers 


“If it’s made of Leather for 
Mechanical — 
we make it’’. . 


Gears and Pinions 


(Spur, Spiral or 
Bevel.) 


inces, Peacock Brothers, Limited, of Non-M ° 

660 St. Catherine Street, West, Mon- | ‘ a alti side 
treal, will continue to handle the sale | roid, Bakelite. 

| of Sar¢o industrial products, includ- 

|ing- high pressure steam traps, | (Metal) 

| strainers,-and so on, and all heating | iron. Steel, 
| specialties will be in the hands of | ; 

| the Engineering Equipment Com- | 99 ° 

‘pany, 1072 Beaver Hall Hill, Mon- | “Perfect” Oil Seals 
| me 

_ Gordon Russell Company, 744, fhe 


Columbia, has been appointed sub- 

agent for British Columbia. 

sub-agencies are being negotiated. 
: +2 


A Correction 


trial Products” 














Hastings Street, Vancouver, British | 


Other 


In the “New and Improved Indus- 
section of Mitt Sup- 


pLigs for January, the illustration of | 


CHICAGO RAWHIDE 
MANUFACTURING CO. 
CHICAGO 

ILL. 
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Sales Engineers 


to assist distributors’ salesmen in the field 








OOPERATION with dis- 
tributors is the keynote 
of the sales policy of the Stan- 





Stanley Electric Tool ley Electric Tool Company. 


les 





Stanley Sales Engineers are carefully trained, at the 
factory, in the construction and application of every 
Stanley Electric Tool. Supplementing this, they re- 
ceive a thorough field training on the application of 
these tools to the various industries. 


When a distributors’ salesman needs assistance, these 
men are available. They show the uses, or need, of 
the tool, make a demonstration and help close the sale. 


ae, 9 c e 
Stanley Electric Tools are sold to every form of in- 
dustry. From their wide experience, Stanley Sales En- 
gineers can point out logical prospects to a distributor. 


The cooperation of these men with the distributors’ 
own salesmen has produced most satisfactory results 
for many Industrial Distributors. 


In today’s competitive selling, most distributors 
welcome this whole-hearted cooperation. We shall 
be glad to outline to you our complete Sales 
Policy of working with the Industrial Distributors. 


<<<Q<< 


Vv 
(St ANLEY J THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 








Sales Offices and Service Stations : 


New York Chicago Philadelphia 
Detroit Cincinnati Cleveland Kansas City Los Angeles Seattie San Francisco Montreal Toronto 


STANLEY ELECTRIC TOOLS 
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American Swiss Files 
‘help make 


Sales! 


2400 different 
sizes, shapes and 
cuts to choose 
from 

25 to 30% saving 


in filing costs 








The busy mill supply salesman appre- 

aay . ciates the help these American Swiss talk- 

Superior quality ing points are in selling files. Salesmen 

and uniform tell us they reduce sales resistance and 

hardness result in an increased volume of business. 
— Write for “Files of Precision” Hand | 
Precision Book. 

Service American Swiss File & Tool Co. 


Prompt deliveries 


Backed by 30 
years of file mak- 
ing experience. 





INDUSTRY 





410-416 Trumbull St. 


Elizabeth, N. J. 


Mera 





Sw 


also manufacturers of 
American Swiss Mechanics’ Hand Tools 











LECTR 


EL 
=~ CHEAT-TREATED = 
BABBIT 


A Modern Line 


You won't find it difficult to in- 
terest your customers in Thermo- 
Lectric Babbitt—and you will find 
it to your advantage to do so. For 
once your customers use it, they 
will be impressed by its fine quali- 
ties and the repeat orders you 
receive, and the profits you secure 
will make your efforts well worth 


while. 
Thermo-Lectric Babbitt is the re- 


-ECTRIC 
TT 
for Distributors 


sult of a new and superior process 
of manufacture. It is made in 
electric ovens under automatic 
control. 


EIGHT POINTS of SUPERIORITY 


Less Wear 
Reduced Shrink- 
“a ge makes for 
closer bond be- 
tween lines and 


1. Improved Struc- 
tures 
2. Higher Compres- 


sion 

3. Uniform Hard- 
ness 8 

4. Extreme 8. Pours with ease, 
clean, free-run- 
ning 


Tough- 


ness 
5. Greater Safety 





A Few Territories Still Open- Perhaps Yours Is 
Write Us 


BUFFALO FOUNDRY & MACHINECO. 


Buffalo, New York 





files of precision 






the new electric Dual twist and ham- 


| mer drill made by the Wodack Elec- 


tric Tool Corporation, Chicago, was 
incomplete as shown. Through an 


| error the hammer drill part of the 


tool was not shown. The change 
from the twist drill to the hammer 
drill is made by inserting the shaft 
of the hammer drill in the chuck 
with brace rods in open flanges and 
closing the chuck. No bolts or taps 
are needed in adjusting. 








| This is said to be one of the largest 


| leather belts ever manufactured. It util- 


izes the centers of over 550 steer hides, 
weighs 4,300 pounds, in service it 
travels over four pulleys. The belt is 73 


| inches wide, 3-ply Sea Lion waterproof 








leather belt, and is 235 feet long. The 
Chicago Belting Company made it for 
the Great Southern Lumber Company. 





Acme Makes Changes in 
Selling Organization 

Three new representatives have 
been appointed to represent The Acme 
Refining Company, Cleveland, Ohio, 
namely, H. W. Duschak, George R. 
Lewis, and G. C. Gore. Mr. Duschak 
will be eastern representative with 
headquarters at Buffalo; Mr. Lewis, 
western representative, with head- 
quarters in Chicago, and Mr. Gore, 
southern representative with head- 
quarters at New Orleans. 

F. W. Allison has been transferred 
to the Michigan and western Ohio 
territory with headquarters at Toledo. 


*x* * * 


American Chain Provides 

Insurance for Employees 

The American Chain Company, 
{ncorporated, announces that group 
life insurance amounting to $663,000 
is provided for employees of its sub- 
sidiary at Terre Haute, Indiana, the 
Highland Iron and Steel Company. 
This is arranged under a contract 


| between the parent company and the 


Equitable Life Assurance Society. 
This contract is in addition to one 
that originated in 1921, under which 
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-for fast service! 


AST service is of prime importance to the indus- 
trial plants you serve. And your ability to offer 
them fast service means good will and profit. 












GOULDS 
“MINUTE MAN” 
Cellar Drainer 
A leader in the field of low- 
priced, high-quality automatic 
drainers for residences, stores, 
small factories, etc. Capacity, 

5 to 25 G.P. 


Goulds standard pumps and parts are shipped within 
24 hours of receipt of the order. Use this rapid 
service—and sell these pumps so well known for their 
quality and efficiency. 





GOULDS 
CONDENSATION OUTFIT 
A new return pump and re- 
ceiver for handling condensa- 
tion of low pressure steam 
heating systems up to 15,000 
sq. ft. of radiation. Ball- 
bearing pump. Galvanized 
tank. 











Send for Catalogue S, which shows the complete 
mill supply line. 


GOULDS PUMPS, INC. 
Seneca Falls, N. Y. 


GOULD’S ROTARY THE NEW AUTOMATIC OIL- 
Power Pump ING DEEP-WELL HEADS 


Ca- 1-, 6-, 8-, and 20-inch strokes 
For wells up to 550 ft. deep. For 
pressure or open tank = service. 
“V"" belt or chain drive 


Discharge head, 100 feet. 
pacity, 20 to 65 G.P.M, 



















GOULDS 
AUTOMATIC-OILING GOULDS 
Pyramid Pump CENTRIFUGAL PUMP 
Adaptable for a variety of serv- Built in nine sizes Capacities 
ices. Capacities, 3 to 82 G.P.M. 10 to 1300 G.P.M. Also a com- t 
For heads up to 8000 feet plete line of motor driven units. 


GOULDS PUMPS, INC. 
Seneca Falls, N. Y. 


BRANCHES: . 
Houston, 1902 Second Na- *Chicago, 12-14 So. Clinton *New York, 16 Murray St., *Philadelphia, 111 North 3rd 
tional Bank Bidg. Street. 19 Park ace. Street. 
*Boston, 194 Congress St. Pittsburgh, 636 Henry W. *Tulsa, 213 E. Archer St. 
Oliver Bldg. 
Cleveland, Union Trust Bldg. Atlanta, Citizens and South- Charlotte, N. C., 811 John- 
ern Bank Bldg. ston dg. 


* Branch Warehouses. i 
Representatives in all Principal Cities. 


GOULDS PUMPS 
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The Give 
and the Get 


When you give your business to a 
manufacturer, he owes you a get— 
his complete sales co-operation. 


From some you don’t receive it. 


From QUEEN you always do. 


The QUEEN Sales Franchise in- 
sures you the profit which comes 
from a fast-selling leader. It pro- 
tects that profit completely. 


Twenty-five years of superiority 
identify QUEEN Fire Extinguishing 
Equipment. Every QUEEN sale is 
a sale made by the local distribu- 
tor in whose territory the inquiry 
originated. Profit-making territory 
is still available. Full details from 
Dept. MS-2. 





Harker Mfg. Company 
121-123 West Third St. 
Cincinnati, Ohio 





EXTINGUISHERS 


FOR EVERY FIRE HAZARD 


“Fortify for Fire Fighting” 


in 














| 4,300 employees of the American 
, Chain Company have been covered 


| with approximately $3,605,000 of | 


group insurance. 
| Under the earlier contract, the en- 
| tire cost of group insurance has been 
| borne by the American Chain Com- 


| pany. At the Terre Haute plant, | 


| however, according to William T. 


| Morris, vice-president of the com- | 
| pany, in addition to the insurance - 


| provided by the company for 360 
| employees the same employees and 
| the company share the cost of addi- 
| tional insurance. Both contracts pro- 
| vide that in the event that an em- 
ployee is totally and permanently dis- 
abled before the age of 60 he may 


' life insurance, with interest, in 
| monthly installments. 
*” ok * 


Survey on Trucks Released 

“Insuring .Wholesalers’ 
interesting report on a nation-wide 
survey of truck operations for dis- 
tributors just issued by the General 
Motors Truck Company, 
Michigan. 


Trends in Wholesaling,” “Reducing 
the Cost of Truck Operation,” 


ably,” and “Selecting Profitable 

Truck Equipment” are covered in 

| this survey. 

| * * * 

L. F. Rains to Head Byers 
Company 





| 


L.. F. Rains has been elected pres- | 
ident of the A. M. Byers Company, | 
| Pittsburgh, succeeding the late A. | 
Mr. Rains was formerly. 
general manager of the Columbia | 
‘Steel Corporation, San Francisco, a | 
| subsidiary of the United States Steel | 
He is taking over his | 


| H. Beale. 





| Corporation. 
new position February 1. 
* * *x 


Clifford F. .Messinger Heads | 


Chain Belt 


Clifford F. Messinger, formerly 


| vice-president and general manager | 
'of the Chain Belt Company, Mil- | 


| waukee, was elected president at the 
December meeting of the Board of 
Directors, succeeding his brother, 


| 
|C. R. Messinger, who resigned Jan- |. 
| 
| 


uary 1 to become president of thre 
| Oliver Farm Equipment Company. 


| C.R.Messinger (Turn to page 108).1.- 


receive the full amount of his group | 


Profits | 
with Trucks” is the subject of an 


Pontiac, | 


| 
Such subjects as “The Important | 


“Extending Truck Operation Profit- | 


Jumping to 
_Leadership- 





KIING demands perhaps 

more skill and persever- 
ance than any other sport. 
This is an achievement that 
| represents long experience 
| and skill, enabling a man to 
jump and glide into the air 
| for 150 feet. 


| VICTOR SAWS today have 
| fairly jumped into leadership 
by the tremendous prefer- 
ence metal workers have 
given them. These saws rep- 
resent years of manufactur- 
ing experience and skill and 
_ their popularity has been con- 
sistently proven by the me- 
chanics’ increasing demand 
for them. 


A trial will convince you. 


VICTOR SAW WORKS, Inc. 
Middletown, « « New York 
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Lffictent 


CAR MOVERS 


offer means for 


SALES APPROACH 


Weather, sports, and other 
trite, old time entrees give 
way to direct-to-the-point 
opening talk. 


ANY salesmen have long since 
M discovered that the quickest 
and most effective way to 
orders is to greet buyers with 
opening remarks which tend to imme- 
diately put the conversation into chan- 
nels of business. Not only does such 
an approach lead more readily to or- 
ders but it eliminates the tremendous 
waste of time that is involved in dis- 
cussions concerning the depth of the 
snow, the probable winner of the Big 
Ten basket title, and other topics of 
like bearing on orders and profits. 


While car movers are often thought 
of as only minor units of sale, it is 
actually surprising to learn how ad- 
mirably they present themselves as the 
subject of positive sales approach. 
Practically every factory, mill, ele- 
vator, mine, railroad, etc., has con- 
stant use for a mover. Every side 
track is a key to a prospect. 
























positive 


What more direct and con- 
venient approach can be had 
than of a reference to car load- 
ings and unloadings? Isn’t han- 
dling equipment the next logical 
thought, and an easy. one to in- 
troduce? Car movers are a 
necessity when railroad cars are 
a factor in materials handling. . 


It is of genuine importance, of 
course, to be able to talk about a 
car mover that presents tangible 
features of efficiency and superi- 
ority such as those found in the 
Atlas, manufactured by the Ap- 
pleton Car Mover Company. This 
mover has held a unique leader- 
ship in performance for over 
twenty years and is still out- 
standing in its field. 

Combining an ingenious application of com- 
pound leverage with sound mechanical design, 
the Atlas exerts unbelievable power with a 
minimum of strain on any part. Tests have 
repeatedly proved that the Atlas will move 
tremendous loads with less man-power than 


other movers, and that it is built to withstand 
heavy duty. 


Distributors are invited to acquaint 
themselves with the results of compara- 
tive tests as well as with other factors 
concerning the Atlas. Write for de- 
tails to the Appleton Car Mover 
Company, Appleton, Wisconsin. 


OVER’ 





QQ ar - 
w > 
Wane” & Fy 
~ 








MILL SUPPLIES 































New and Improved Industrial Products 





HE W. A. Jones 

Foundry and Machine 
Company, Chicago, has 
announced the addition 
of a series of three sizes 
of speed reducers for 
small electric motor 
drives with ratios of 5 
to 50 to 1, inclusive, in 
capacities up to 7 horse- 
power. These units will 
be known as the series 
OH worm gear reduc- 
ers and are to be car- 
ried in stock completely 
assembled and boxed. The worm is made from a 
nickel steel forging hardened and ground and the 
worm gear is made from a nickel phosphor bronze 
alloy, dry sand cast and chilled. The worm shaft 
and the gear shaft are mounted on Timken roller 
bearings. 





HE Ohio Injector Com- 

pany, Wadsworth, Ohio, 
is now making an “O. I. C.” 
extra heavy brass gate valve, 
non-rising stem, solid wedge, 
for 300 pounds steam work- 
ing pressure. The body is of 
the globe type. Additional 
strength is given by ribs 
which extend from body to 
the very heavy pipe and hex- 
agons, and the bonnet open- 
ing in the body is heavily 
reinforced. The stem is of 
heavy design with milled 
threads and is made of 
manganese bronze. All other 
parts are made of a special 
alloy bronze having high 
tensile strength. 

















puller being made by The 

Webster and Weller Manufacturing Company, 
Chicago, is now available in an improved design. 
Regularly built in three sizes to handle from one to 
six 80-ton cars, this electrically operated unit is self- 
contained, weatherproof, and designed to pull cars, 
trucks, and so on, at any angle. 


HE “Capstan” car 





A NEW all-purpose bench grinder has recently 
been placed on the market by the Foley Manu- 
facturing Company, Minneapolis, Minnesota. This 
grinder has a fine and a coarse grinding wheel, with 
adjustable tool rests on each wheel. Attachments for 
grinding and honing ice skates is also furnished when 
desired. This grinder can be securely bolted to the 
end of a work bench. It is operated by a 110-volt, 
60-cycle A.C. motor. Direct current of special voltage 
motors can be furnished when desired. 


NEW tool particu- 

larly designed for 
electrical contractors and 
plumbing contractors is 
now being made availa- 
ble by The United States 
Electrical Tool Company. 
This is known as the 
“U. S.” right angle drill, 
built with a special head 
for drilling between studs, 
joists and in other close 
places. It accommodates 
bits 2% inches or smaller, 
turning at 210 r._p.m. The 
tool includes heavy rub- 
ber-covered cable, . cable 
guard, and two-piece at- 
tachment plug. Gears are 








of chrome nickel steel, hardened, and running in 
grease. Tool has short-proof trigger switch. 
NEW line of steel bar vises known as _ the 


Superior line has recently been placed on the 
market by The Erie Tool Works, Erie, Pennsylvania. 
The vises have swivel bases and can be positively 
locked in any position. The renewable tool steel jaw 
facings are greatly improved with their deep diamond 
die cut corrugations and the pipe jaws are of a new 
design patterned after those used on standard Com- 
bination vises. 
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A Reminder! 


Remember These 
“Beaver” Advantages 
When You Sell 
1 to 2 inch 


No. 8R, 1-2” Ratchet Die Stocks I 











Patented Self- 
Contained 
Rear-End 








A Husky 
Man's Size 
Grip Screw 





Grooved Bolt 
and Washer 


Straight Line 
Pull 








= 


10. 


11. 


12. 


. Patented Self-Contained Rear-End. Centers the pipe accurately—and without pliers 


or wrench. Simple, convenient, rapid, rugged, and accurate. Quickly and easily set 
to cut drip threads—also close nipples. 


. A Husky Man’s Size Grip Screw, with sliding handle—easy to tighten by hand. 
. Grooved Bolt & Washer. Hardened steel washers that fall into the “size grooves” 


quickly and accurately locate the rugged guide bolts in position. No loose bushings 
to get lost. 


. Straight Line Pull. The Ratchet is on the die head—hence the pull is directly over 


the dies—thus eliminating binding, or cocking which damages threads and wears dies 
and parts prematurely. 


. Extra Heavy Upright Posts mean greater strength, durability, rigidity, smoother 


operation, less trouble and repair expense. A standard mark near the top of each 
post enables you to cut standard, over or under as desired. 


. Simple, Sturdy Ratchet Pawl that stands lots of punishment yet is easily and quickly 


repaired on the job if ever necessary. 


. Open Die Slots for Easy Cleaning. You can't keep dirt, grease or chips out of die 


slots—back of the dies—thus ruining threads—but a wiping cloth cleans these open 
die slots in a jiffy. 


. Safe. Enclosed Die Retaining Device. Fully enclosed. No exposed spring to get 


knocked off. Dies don’t fall out. You save the cost of many sets of lost dies. 


. Light in Weight. While the vital wearing parts are of heavy rugged construction, 


extreme simplicity of the tool results in lightness of weight—only 12% Ibs. in the 
ratchet tool—(10 lbs. in the plain tool)—as against 16 Ibs. for other standard four 
post ratchet tools. 


Beaver Die Segments are Interchangeable. Odd segments can be kept and used to 
“piece out’? complete sets. A special “Beaver” feature and a big saving to you. 


Dies interchangeable with other 4-post tools. 
Low in price. 


Manufactured by 


The Borden Company 


511 Dana Ave., Warren, Ohio Light in 
Weight 

















Safe, Enclosed 
Die Retaining 
Device 


Open Die Slots 
for Easy 
Cleaning 


Extra Heavy Simple, Sturdy 
Upright Posts Ratchet Paw! 
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HE new “Flexi-Unit” industrial centrifugal pumps be- 

ing introduced by Goulds Pumps, Incorporated, Seneca 
Falls, New York, have universal bedplate and interchange- 
| able impellers. It is said that proper selection of the 
three component parts, pump, bedplate and impeller, allows 
150 different pumping combinations to be supplied from a 
limited stock. There are 11 standard pump units from 
which to choose. Each consists of a pump with coupling 
ready to mount on bedplate and connect to motor. 





























N improved safety clamp has recently been added 

to the safety carboy tilter made by the Schwenk 
Safety Device Corporation, New York. This tilter is a 
one-man safety device for handling and pouring carboys 
of acids and other fluids. The new feature is a grip de- 
signed to fasten the bow shaped elements to the cleat of 
| the carboy box. 


Lane 


4) a) 





EW lead anchors being made 

by The Paine Company, Chi- 
cago, are designed for attaching 
any object to hard materials such 
as concrete, brick, tile, etc., 
where shallow holes for installa- 
tions are necessary and where 
work may be dismantled fre- 
quently without disturbing the 
anchorage. 








HE Kipp air filer is a new number in 

the list of pneumaic tools developed by 
the Madison-Kipp Corporation of Madison, 
Wisconsin. Air propelled, this filer oper- 
ates at speeds from 500..to 5,000 strokes 
per minute, depending upon the amount of 
air admitted by the operator’s trigger valve. 
The tool is held by means of a hand-oper- 
ated collet at the end of the spindle. 





A NEW industrial ventilating fan is being 
made by Propellair, Incorporated, Co- 
lumbus, Ohio. The special feature is its 
curved entrance which co-acts with the pro- 
peller to increase the fan capacity and effi- 
ciency, and enable the full length of the 
blades to be effective without restricting the 
area of the fan outlet. 































[= adjustable flat plug gage being in- 
troduced by the Taft-Peirce Manufac- 
uring Company, Woonsocket, Rhode Island, 
consists of a well designed and balanced 
body, shaped to fit the hand conveniently. 
Its gaging members are the outstanding 
feature. By eccentric adjustment they can 
be expanded, locked, and then reground to 
original size. 
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SELL THE HACKSAWS THEY 
KNOW AND LIKE-STARRETTS 


Starrett Tungsten 
Alloy Steel Hocksaw 
Blades No. 252. 


{ 







new speed and cutting economy. 





Starrett High Speed Hacksaw Blades— 


he men who buy hacksaw 
blades are the same men 
who buy tools. Just as they 


_ know Starrett Tools as the finest 


they can buy, they know Starrett 
Hacksaws as the finest they can 
buy. They know it pays to buy 
Starrett Hacksaw Blades because 
they get more cuts per hour and 
more cuts per blade. 


Sell the blades they know and 
like—Starrett High Speed Blades 
— Starrett Tungsten Alloy Blades. 
Carry a complete stock and dis- 
play them. 


Write for information on Starrett 
Dealer Helps; for Starrett Cata- 


log No. 25 “EG.” 


THE L. S. STARRETT CO. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. S. A. 





No. 169 Easy Grip Frame 
of exceptionally fine de- 
sign, adjustment, rigidity 
and ‘hang’ 
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SELL 
X-L 


= 


Sell X-L Seamless Pi ige Couplings 
to your best industrial customers. 
BORED FROM SOLID BARS— 
and bevelled by our special patented 
KANT BURR process—they insure 
tight joints, perfect alignment and real 
satisfaction. 


No Seams 


No Leaks 






ad] 
Lleida eT §=6Nipples 


Quality Merchant Ni pie are 
we en from NEW M MILL 
LENGTH TESTED PIPE. No sal- 
vaged—crop ends—or other inferior 
pipe is considered good enough in_the 
manufacture of X-L nipples. They 
insure you and your trade the best 
— obtainable. Once tried, always 
used. 


Combination : 


Shipments: 


Write us today for prices. 


Wheeling Machine Products Co. 


Wheeling, W. Va. 


| 


Seamless Pipe Couplings 


X-L Quality 
Merchant 


Ge ao freight 
lowance 
on —_- 


canis 300 
Sol ade or 








—It’s easy with 
TOLEDO STEEL HORSES 


—and you'll find them a fast- 
moving item. Used in place of 
the old-fashioned wooden horse 
—better because it's stronger, 
more rigid, more easily stored. 
Folds compactly. Eight heights 
—18 to 6) in. Stock this spe- 
cialty—show it—it sells easily. 
Ask for prices. 


Toledo Pressed Steel Co. 
Toledo, Ohio 





| was 


made chairman of the Chain 
| Belt board. G. K. Viall, works man- 
| ager since 1929, and connected with 
Chain Belt Company since 1921, was 
elected a vice-president. 

C. F. Messinger has been with the 
Chain Belt Company since 1911, 
when he graduated from the Shef- 
field Scientific School of Yale Uni- 
versity. In the same year, he en- 
tered the Chain Belt organization as 


| a student apprentice, going through 





| Federal 


the regular apprentice course, serv- 
ing in all shops and departments of 


| the company. 


In 1913, he was made advertising 
manager, and in 1916, sales manager 
of the construction equipment divi- 
sion. He became general sales man- 
ager in 1920, vice-president in 1922, 


| and general manager in 1930, a posi- 
| tion in which he continues. 


Since 1927, he has also been presi- 
dent of The Stearns Conveyor Com- 
pany, a wholly owned subsidiary of 
the Chain Belt Company. 

He is a director of the Chain Belt 
Company as well as of the Sivyer 
Steel Casting Company, the Inter- 
state Drop Forge Company, the 
Malleable Company, and 


| the National Bank of Commerce. 


| ance Company, 


* ok * 


Safety Wrench Now Located 
in Worcester 

The Safety Wrench and Appli- 
Springfield, Massa- 
chusetts, maker of the Swaco line 
of car movers and hopper car 
wrenches has moved its plant to 62 
LaGrange Street, Worcester, Massa- 
chusetts. Earle Smith, president, 
reports that the moving was com- 
pleted the last week in January and 


| that they are all set for business in 
| the new quarters. 


| 


| and tiling; 


* * * 


New York Belting Issues 
General Catalog 

A remarkably complete new gen- 
eral catalog made up in book form 
and having 217 pages, has just been 
issued by the New York Belting and 
Packing Company, New York. The 
catalog is divided into eight sections, 
each one completely illustrated and 
indexed. The eight general divi- 
sions listed are: belting; hose; rail- 
road goods; packing; mats; matting 
tubing and small hose; 
grinding wheels, and molded goods 


_and hose fittings. 


Link-Belt Appoints New Dis- 
tributor in Missouri 

Link-Belt Company, Chicago, an- 
nounces the appointment of the Mc- 
Farland Tractor and Equipment 
Company, St. Joseph, Missouri, as 
its distributor for cranes, shovels 
and drag lines, for the territory of 
Atchison and Doniphan counties in 
Kansas and the 17 counties in north- 
western Missouri, around St. Joseph. 

Kirk McFarland is president of 
the McFarland company, assisted by 
A. W. Hall and Edward H. Wolter. 
Although this firm is only two years 
old, it is well known as these men 
have been identified with the high- 
way and construction industry in 
their territory for many years. 

* * * 


Aeroil Burner Appoints 
Orschel 


The Aeroil Burner Company, In- 
corporated, with factory at West 
New York, New Jersey, and branch 
offices at Chicago and San Francisco, 
announces the appointment. of Her- 
bert M. Orschel as field sales mana- 


ger. 
* * * 


American Chain Moves 
Boston Offices 
On January 5, the American 
Chain Company, Incorporated, 
moved its Boston offices to Room 
1214 in the Statler Building. They 
were formerly located at 132 High 


Street. 
? * a * 


Hoist Manufacturers Associa- 
tion Meets 
A regular meeting of the Electric 
Hoist Manufacturers Association 
was held Thursday, January 15, at 
Hotel McAlpin, New York City. At 
that time Harnischfeger Sales Cor- 
poration, Milwaukee, was elected to 
membership in the association. The 
next meeting will be held in New 
York City in February. 
x * x 


Simplification on Abrasive 
Grain Sizes in Effect 

The division of simplified prac- 
tice of the bureau of standards re- 
cently announced that the simplified 
practice recommendation covering 
allowable limits for the sizing of al- 
uminum oxide and silicate carbide 
abrasives for polishing uses and 
grinding wheel manufacture has 
been approved by the industry for 
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BOTH are LEADERS 


WOCoeUnY & WHEELER Co. 


smconronar 














‘SHOP ond MILL 7 WOOCBURY, Passer 
PORTLAND, OREGON December 2, 1950 


Bunting Brase & Bronze Co. 
Toledo, Ohio 


ir. E. N. Beisheim: 


It is @ pleasure to reply fevorably 
to your letter of the 19th, es we can do so without 
any reservations. 


At the tim you solicited our 
account in 1928, the feature of your policy es outlined 
by your sales engineer, Mr. James, thet particularly 
appesled to us, was the exclusive protection it gave 
us in our territory. im gad to say thet you have 
been solidly behind us in the practice as well as 
the promise of this feature. 


Other reasons why we like to do 
business with your house is the liberal field work 
done by your sales encineer with our men, by reference 
to our house as a source of supply on imuiries to 
the factory, the establishing of a market price one 
sound basis, fair alike to distributor and customer, 
end the lsrge emount of effective Netional edvertising 
that you do. 


If you will refer to your books, 
you will finé thet ow sales have increased with 
you year by year, and we look forward toe further 
Amareese during the coming year. 


Yours very tru 























Pe 
’ gere 
{A RELIABL 3 SUPPLY MOUSE 
Leading products are invariably found 
in the stocks of leading merchants. 
... Bunting Quality Cored and Solid 
| Bronze Bars are featured by The Wood- 
There are 115 stock sizes of Bunting Quality bury & Wheeler Company because 
Cored and Solid Bronze Bars meeting prac- . a 
Gasly every exqumonent P ‘ both the product and policy of distri- 
unting opper- ane yl emmers = 
antes Lood Hommen ore opening now bution meet the requirements of ahouse 
that is solidly built upon a foundation 
of service and responsibility. 
L. F. Woodbury has built « 
THE BUNTING BRASS & BRONZE COMPANY great business by selecting 
TOLEDO, OHIO and aggressively merchan- 


dising lines that give satis- 


Branches and Wareh at New York, Philadelphia, Boston, fection in ownership. 


Chicago, San Francisco Export Office: Toledo, Ohio 


UNTIN 


QUALITY’ 


CORED and SOLID BRONZE BARS 
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publication as an effective program. 
It is expected by those in the in- 
dustry that the adoption of this rec- 
ommendation will stimulate similar 
study of other kinds of abrasive 
grains and subsequent formulation 
of additional simplified practice rec- 
ommendations in this field. 


YOU CAN'T 
BREAK 
THE 


OUR I Len 


2 * * 


Hose Company 
The Thermoid Company, Trenton, 
New Jersey, is announcing that it has 





Every Rita 
Pipe Wrench has 
this quarantee 
label on the 
housing. 


With this purchase, the Thermoid 
Company’s production is broadened 
to include moulded hose in addition 


to wrapped hose previously made. 


_ & & 


Transmission Association 
Plan Submitted 

Following meetings held in New 
York and Philadelphia, the Power 
Transmission Association held a meet- 
ing in Chicago on January 6 for the 
purpose of presenting a plan for a 
general campaign stressing the ad- 


Thermoid Buys Woven Steel | 


purchased the Woven Steel Hose and | 
Rubber Company, also of Trenton. | 












LEATHER FIBRE 





Maximum 
Power Efficiency 
| and 
Increased Sales 


| 





Atlas Leather Fibre * Pulleys 
are particularly adaptable to 
electric service and 
other drives where speed con- 


motor 


stancy and service durability 
are essential. 


































F your customers want a pipe 
wrench to stand punishment, 
sell them a RIGAQID. They can’t 
warp or break the housing—even 
if they bend pipe with it. ~No)| 
more bother with broken housings 
or the expense of repairing them. 


They get also a replaceable heel | 
jaw; full floating hook jaw, -with | 
pipe scale; adjusting nut that turns: 
easily in wide open housing; com- | 
fortable, stout I-beam handle with | 
hang-up hole. And others. 

Join the growing 

list of wholesalers 
whoare 
profiting 
from the 







There are 


RIBGID 





Pipe Wrenches Hi = f 

Cutters. Vises arity © 

aeinereies Pellet 
tools. 


The Ridge Tool Company 
Dept., M.S. Elyria, Ohio 


RIFaID 


PIPE TOOLS 


vantage of the group drive as com- 
pared with other methods of power 
transmission. The plan was approved 
in each of the three cities where meet- 
ings were held. An appropriation of 
$60,000 has been set as the minimum 


amount to be obtained before starting | 


the campaign. 


* * x 


Beg Your Pardon 


The January advertisement of The | 


Detroit Belt Lacer Company, was 
slightly in error as an “and” was 
somehow left out in one sentence of 
the copy, confusing the meaning. 
The sentence read, “You still did a 


good job at selling and attracted still 


more lines until it became impossible 
to sell any one of them as a result 
you developed, unwillingly, into some- 
what of a warehouse institution rather 


result.”’ 


* * * 


Myers Distributes Annual 
Calendar 
Following a custom of nearly 45 
years standing, F. E. Myers and 
Brothers Company, Ashland, Ohio, is 


sending out its usual calendar poster | 


this year to distributors throughout 
the country. 








with Atlas 
Leather Fibre Pulleys. 


| Stimulate sales 


Greater efficiency at no in- 
creased cost over other motor 
pulleys. 





| Prices on application. 


| than a sales organization.” The “and” | ' 
should have come just before “as a | 








DISTRIBUTORS: Write for 
AGENCY DETAILS 














| 


ATLAS LEATHER 
COMPANY 


CASEYVILLE, ILLINOIS 
Established 1905 
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A REAL SALES 



















stimulator 


fer 


1951 


The Tom Thumb— 


The smallest com- 
plete pipe machine 


built 
lt witt— IS EQUIPPED WITH 
Thread, ream and cut off pipe from Universal, variable speed, reversi- 
Yi 9 1-44"... . ble, 4h. p. motor....... 
. put a standard thread on a .... worm drive ...... 

1 YY! pipe in 18 seconds ed we . Timken bearings eset 
| . . and with special bolt chuck .... and is only 1812’ high, 16’ 
will thread bolts from 36” to 1-14" wide and 23” deep (including 
: with ease. motor). 


It is the ideal production machine for the smaller sizes of pipe and 
bolts. It sells for only $165.00 f.0.b. Cleveland. Write today for full 
details and attractive dealer proposition. 


JOINED 


THE OSTER FOR 


WILLIAMS 





MANUFACTURING GREATER H imomen ts 


COMPANY CORPORATION 


SERVICE 





Sales office: Branch offices: 
2087 East 61st Place Boston, New York, 
Cleveland Philadelphia, Chicago. 


Manufacturers of the most complete line of hand and power 
operated pipe and bolt threading equipment in the world. 
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BLUE GRASS Wiping Cloths 
A Paying Proposition 


IPING cloths are an im- 

portant item for any mill 
supply house, for all industries 
need them. Wise, then is the dis- 
tributor who handles, not only a 
good line, but a profitable one. 
Blue Grass is such a line. Blue 
Grass Wipers are safe, sanitary 
and dependable. They are manu- 
factured from cotton cloth, from 
which all buttons and fastenings 
have been removed—and are thor- 


pe and polishing 


iy." 8 Ag safe, sanitary 
. Mom : pendable. 
Bil wie 


GRASS 
BRIAIND 


LOUISV 


BLUE GRASS Wipers 


They must 
satisfy you that they are 


oughly boiled and _ laundered. 
Finally, they are baked in ovens, 
to dry them thoroughly and make 
them 100 per cent safe. 
Distributors can make satisfied 
customers, thus gaining their con- 
fidence and obtaining their repeat 
orders with the Blue Grass line 
of Sanitary Sterilized Wiping 
Cloths. We cooperate with our 
distributors and protect them. 
Write us and ask for prices. 


Our Guarantee 


exactly as represented. 
If found otherwise, any 
and all shipments are 
returnable to the factory 
without cost to you. 


cloths are 
and de- 


ILLE SANITARY 





TRAOFMARK 


WIPERS CO., 


e« « INC. 








LOUISVILLE 


KENTUCKY 











“TOLEDO” PIPE T 
years—A good line 
ness to sell nothing 


repeat business that 





Toledo, Ohio. New York 





LEADER” 


their quality and dependability for 30 
account. It adds prestige to your busi- 


first sale is profitable but it is the 


The Toledo Pipe Threading Machine Company 


a ied 





OOLS known for 
to sell to a new 
but the best. The 


builds. 





Office, 72 Lafayette St. 








Surveys on Foley Tools 

The Foley Manufacturing Com- 
pany, Minneapolis, has received sev- 
eral interesting engineering surveys 
prepared by A. C. Nielsen Company 
which cover very thoroughly the op- 
eration of Foley automatic saw files 
in various industries. Anyone wish- 
ing to have copies of these surveys 
may obtain them by writing to the 
Foley company. 








Associated Equipment Dis- 
tributors Meet in St. Louis 
(Continued from page 80) 
man, the Joint Merchandising Com- 


mittee of the Mill Supply Business, 
outlined clearly the merchandising 


| campaign which is getting under way 
| in the mill supply industry. 

At the close of the three-day con- 
| vention of the Associated Equipment 
| Distributors, the following officers 
'were elected to serve throughout 
| 1931: O. B. Bjorge, Clyde Equip- 
| ment, Portland, Oregon, president; 


E. K. Hurst, Central Tractor and 
Equipment Company, Sioux Falls, 
South Dakota, first vice-president ; 
C. E. Baker, Smith - Booth - Usher 
Company, Los Angeles, second vice- 
president; A. C. Blaisdell, secretary, 
The Queen City Supply Company, 
Cincinnati, secretary; and Harry 
Fletcher, The Fletcher Equipment 
Company, New Orleans, treasurer. 

The Associated Equipment Distrib- 
utors’ convention ended early enough 
so that its members had an oppor- 
tunity to spend sufficient time at the 
Road Show. Despite slack business 
conditions, this year’s show was the 
most successful in the history of the 
American Road Builders’ Association. 
Attendance compared favorably with 
last year’s show at Atlantic City when 
more than 25,000 turned out. 

The St. Louis Arena, where the 
show was held, housed more than 8 
acres of exhibits—about 500 carloads 
in all, comprising over 400 pieces of 
equipment—a gigantic display. 

The annual Road Show is the 
world’s largest and most comprehen- 
sive exhibition and demonstration of 
road building machinery, materials 
and methods. It affords the one op- 
portunity in the highway field where 
distributors, engineers, public officials, 
and contractors may inspect, compare 
and see in operation the latest de- 
velopments in road-building equip- 


| ment. 
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BUSINESS TIPS 


ANTLERS, OKLA.—Southern 
Gas Co., Hugo, Okla., is planning to 
install pipe lines and equipment for a 
natural gas distributing system to cost 
over $40,000. 

se * 

ATLANTA, GA.—Clark Thread 
Co., 26 Ogden St., Newark, N. J., 
is planning new mill at Austell near 
Atlanta, to cost about $2,000,000 
with one-story power house, 30 x 
45 ft., machine shop and other me- 
chanical units. J. E. Sirrine & Co., 
Greenville, S. C., is architect and 
engineer. 

oe 4 

BALTIMORE, MD. — Dietrich 
Bros., Reese and 28th Sts., will build 
a one-story addition, 200 x 400 ft., 
to cost over $85,000 with equipment, 
to be completed in May. Company 
branch works now at Guilford Ave. 
and Pleasant St., will be moved to 
new location where production will 
be concentrated. 

* * *K 


BEXLEY, O.—Board of Educa- 
tion is considering installation of 
manual training equipment in new 
multi-story high school to cost about 
$375,000. Architects are Miller and 
Reeves, 203 E. Broad St., Columbus, 
O. 

* Ok Ok 

BROOKLYN, ‘'N. Y.—William 
R. Noe and Sons, 43-47 E. 10th St., 
New York, maker of electric lamps 
and equipment, will move plant to 
recently completed building at Ray- 
mond and Willoughby Sts. Increased 
production will be carried out. Com- 
pany has leased space at 1 Park 
Ave., New York, for headquarters 

* * * 

BUFFALO, N. Y.—Niagara Falls 
Smelting and Refining Co., 2208 Elm- 
wood Ave., expects to build a one- 
story forge shop addition, to cost 
about $24,000 with equipment. 

ees 

CANTON, O.—Mirific Products 
Co. will have its plant rebuilt at a 
cost of over $35,000 with equip- 
ment. Plant was destroyed by fire 
several months ago. 

x * x 

CHARLESTON, W. VA.—Kelly 
Axe and Tool Co. is planning ex- 
pansion to cost over $45,000 with 
equipment. Work will include build- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








ing new unit 


shovels. 


for production of 


* * * 

CHATTANOOGA, TENN.— 
Southern Dairies Co., a subsidiary 
of National Dairy Products Corp., 
120 Broadway, New York, plans to 
build a new milk products plant to 
include installation of ice refrigerat- 
ing machinery, mechanical-handling 
and other equipment. Project will 
cost about $100,000. McCormick 
Co., 121 S. Negley St., Pittsburgh, 
is architect and engineer. 

i 

CLEVELAND, O. — Universal 
Spring and Mfg. Co. plans opera- 
tion of local factory for manufac- 
ture of steel springs and kindred 
products. This company was re- 
cently organized by A. R. Edger- 
ton, 1019 Williamson Bldg., and 
associates. Others interested in the 
company are A. N. Marshall and 
©. E. Schultz, both of Cleveland. 

* * * 

COLUMBUS, NEB. — Super- 
structure will soon begin on one- 
story and basement storage and 
distributing plant, for Potter Im- 
plement Co., agricultural equipment. 
Plant will be 35 x 100 ft. 

ss 

CUSHING, OKLA.—City Coun- 
cil will proceed with erection of 
one-story municipal electric light 
and power plant early in February. 
Plant is to be 55 x 90 ft., and to 
cost over $280,000 with equipment. 
Bids for machinery will soon be 
asked. 

ok * * 

DALLAS, TEX.—Columbia Meat 
and Sausage Co., Williams and 
Duncan Sts., will build a new meat- 
packing plant and abattoir with 
main one-story unit, refrigerating 
plant, conveying and other equip- 
ment. Project is to cost about 
$50,000. 

* * * 

DETROIT, MICH. — Grand 

River Plating and Mfg. Co., 4144 


Grand River Ave., plans operation 
of metal works for plating and re- 
lated operations. This company 
was recently orgahized by Vincent 
B. Arnold and associates. Henry E. 
Adelsperger, Jr., Grosse Pointe, De- 
troit, is also interested in the new 
company. 
o* « 

EARLHAM, IA. — Hawkeye 
Portland Cement Co. plans improve- 
ments at its local crushing plant to 
include construction of a one-story 
machine shop to cost about $35,000 
with equipment. 

x * x 

EAST HARTFORD, CONN.— 
Texas Corp., 17 Battery Place, will 
build bulk oil storage and distribut- 
ing plant to cost about $200,000 with 
equipment, and to include a boiler 
plant and two pumping stations. 
Company engineering department is 
in charge. General contract has been 
awarded to Samuel Failla, 48 Hay- 
wood St., Greenfield, Mass. 

* ¢ «@ 

EAST NEWARK, N. J.—West- 
ern Auto Supply Co., Kansas City, 
Mo., has leased part of former mill 
of Clark Thread Co. totaling about 
25,000 sq. ft. of floor space for east- 
ern storage and distributing plant. 
Plants now at Baltimore and Albany 
will be moved to new location where 
cperations will be concentrated. 

x * * 

ERIE, PA.—Premier Engineering 
Co. has been organized by R. W. 
Bauer, 31 W. 10th St., and associates 
with capital of $30,000 to operate a 
plant for manufacture of special ma- 
chinery and parts, including electrical 
products. E. P. Poole, C. E. Glick 
and Harry Liehr, all of Erie, are also 
interested in the new company. 

i 

FORT SMITH, ARK.—Banfield 
Brothers Packing Co., East Apache 
St., Tulsa, Okla., will call for bids 
on general contract early in Febru- 
ary for new packing plant to cost 
about $90,000 with equipment. Bon- 
nell-Tohtz Co., 1515 N. Grand St., 
St. Louis, is architect. 

x * x 

FORT WAYNE, IND.—Water 
Works Department, City Hall, will 
issue bonds for $2,500,000 for ex- 
tensions and improvements in muni- 
cipal water plant and system, to 
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“KNOW 


INE, 
Packing”\ 


Series No. 3 





Red Rubber 


Sheet Packing | 


Style 340 


A dependable sheet packing— 
manufactured entirely within our 
own plant, 
compounded specifically for use 
against hot water and low pressure 
steam. Its strength and tenacity 
are shown by physical tests of 600 
Ibs. across the grain, 800 lbs. with 
the grain, and 400% elongation. 
It is made plain in thicknesses of 
1/32” to yn” inclusive, and can be 
furnished wire-inserted 74” and 1%” 
thick, in. stock widths “al 36” 
wider at short notice— with or 
without individual brand names— 


“LINEAR QUALITY BRINGS 
REPEAT ORDERS” 


Samples and Distributor’s Proposition 
sent at request. 


LinEAR 
& Rubber Cone. 


PISTON AND SHEET PACKINGS 


Li 


State Road and Levick Street 
Philadelphia 











Linear Red Sheet is | 


| 
| 


} 
| 


| castings. 





| Hamacheck Machine Co. 
| new 


| work to begin early in the spring. | 
Richardson, | 


include pumping machinery, power 
equipment, filtration plant, pipe 
lines, etc. 

* * * 

FORT WORTH, TEX.—Scullin 
Steel Co., 6700 Manchester Ave., St. 
Louis, has under consideration the 
erection of a new steel fabricating and 
| steel products plant to cost about 
$2,000,000 with equipment. 


* * * 
GALVA, ILL.—S. A. and J. W. 
Griffis, Galva, have organized the 
Griffis-Hayes Foundries, Inc., with 


| capital of $50,000 to operate a plant 


for production of iron and other metal 
H. E. Anthony, 423 E. 
Losey St., Galesburg, Ill., one of the 
incorporators, will represent the com- 
pany. 
a 

GARY, IND.—New York Central 
Railroad Co., Grand Central Termi- 
nal, 


nals and other structures, 
about $10,000,000. Company engi- 


neering department will be in charge. | 


* * * 
HAWTHORNE, NEV.—Bureau 
of Yards and Docks, Navy Depart- 
ment, Washington, has awarded gen- 
eral contract to C. F. Dinsmore, 
Ogden, Utah, for erection of mine- 





New York, is considering new 
yards with shop units, freight termi- 
to cost | 


filling plant at naval ammunition | 


depot, at $333,800. 
* * @ 

IRONTON, O.—Continental Stove 
Corp., maker of gas-heating and 
cooking stoves, parts, etc., plans a 
one-story addition for brass and cop- 
per-working and chromium plating 
to cost over $45,000. 

x * 


* 


JERSEY CITY, N. J.—A 2-story | 


artificial gas plant will be built by 
Public Service Electric and Gas Co., 
80 Park Place, Newark. Project will 
cost about $70,000 with equipment. 


C. W. Fairweather is the company | 
architect. | 


* * * 
KEWAUNEE, WIS.—Frank 
will build 


two-story machine shop unit, 


60 x 140 ft., and new foundry unit, | 
60 ft. square, in the spring. 

* * * 

LE SUEUR, MINN.—Minne- | 


sota Valley Canning Co. plans for | 


extensions and improvements to cost 
about $200,000 with equipment, 


Engineer is Ralph W. 


116 E. 4th St., St. Paul, Minn. 


’ union bonnet. 





Slip the dise onto the stem 
... no serewed-together parts 
to corrode or fall down into 
the line . . . no time wasted 
when a hurry-up repair is 
under way. A Pratt & Cady 
Renewable Dise Valve may 
save its cost many times over 
because of this important 
feature. 


is the 
Upon expan- 
sion, the body is re-enforced 
—pressure and heat tighten, 
rather than loosen, the bon- 
net joint. 

Tough, close-grain Pratt 
& Cady Valve Bronze is 
used for the body. Stems 
are rod bronze. Kool- 
grip malleable iron hand 
wheels assure a_ firm, 


cool hold. 

Reading Steel Casting Co., Inc. 

An Associate ae - A, of | American Chain 
BRIDGEPORT, ‘CONN. 


Offices and Wareh 
Rove, Charlotte, Chicago, Cleveland. Detroit, 
Hartford, Houston, New York, Phiiadelphia, 
‘an- 


Pittsburgh, Rochester, St. Louis, San Fr: 
cisco, Tulsa 


PIAL FT ce CADY 


RENEWABLE 
DISC VALVE 


Another advantage 
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The Thermoid Company 
announces the purchase 

















of the Woven Steel Hose 
| 
and Rubber Company 
of Trenton, New Jersey] 
N O ' oe © 
Thermoid’s reputation for wrapped hose has long been 
recognized throughout industrial America. Steam, water, 
oe ¢ air, suction and sand blast hose are but a few of the ff} 
special types that bear the Thermoid name. 
The same policies that won for Thermoid a position of | 
leadership as a maker of wrapped hose will now be applied 
to the production of moulded hose for air, water, oxygen, 
acetylene, spray and garden use. 
In moulded hose—as in wrapped hose—Thermoid is now | 
building the hose for the job—with full knowledge of the ]}}) | 
job’s requirements. | 




















THERMOID RUBBER COMPANY 
Factories and Main Offices: Trenton, N. J. 






Dear Sir: 






I am interested in the Thermoid Line. 
Please send me complete information. 






fitsently| 


HOSE Dah ics saensadtien me ae 
BELTING and PACKINGS Kc zzz ee 
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HYRO 
FILE 


The Best 


You Ever Sold ) 


; 1 i thread 
HE SHUR-GRIP is the file right ‘into the tang, like 
handle you’d use yourself. It Seestekely sightty. - 

appeals instantly because of its 


obvious superiority. 


amount of pull, 
work can budge it. 


outlasting many files. It’s 


an excellent entering wedge 
for salesmen. It is well 4 
worth the difference in price 
to your customers—and the 
profits are worth your 
while. The coupon brings 
you quotations. 











L 
















Here is a file 
handle that doesn’t have to be 
pounded on—it screws on—and no 
pressure or hard 
But just give 
it a little turn and it comes off as 
easily as the cap on your toothpaste 
and can be used over and over, 
this 
efficiency and economy that makes 
the SHUR-GRIP sell, that makes it 


The handle is made of 
selected hardwood, 
shaped to fit the hand 
comfortably. 


| The hollow center takes 
the extended tang of even 
| the longest file. 


This exible spiral of 
case - hardened, 





This pressed steel casting 
prevents the gripping de- 
vice from turning or ex- 
panding. 


rhe steel ferrule is ar 
securely into the wood 











Sato “4 

1 

HYRO MFG. ¢CO., ING. 
205 VARICK STREET. NEW YORK, N.Y. ‘ 
I am interested in selling SHUR-GRIP 8& 
file handles. Please send me further infor- : 
mation and price list. ' 
MRE oa hig nar aus aad eo etait wacgh etn abet : 
MN fain a Rudi Ga ddumeutaine do nee oo sipawues . 
OR anew newendeweds BE icctinacincmneuiors 2-31 : 


Sees SBS SSS SSS SS SSS SSS SSS SBS Se See eee 











ALLIGATOR 


TRADE MARK REG.U.S. PAT. OFFICE 


STEEL BELT LACING 







Protection of belt ends is belt protection. 
The teeth of Alligator Steel Belt Lacing 
penetrate lengthwise of the belt, 
over and compressing the entire belt end in 
a vise-like grip of steel. 

Manufactured by a house that protects the 
jobber’s profits. 


Flexible Steel Lacing Company 
4633 Lexington Street 
tn England at 135 Finsbury Pavement, Londen E.C. 2 


AMMER TO 


~ APPLY IT 












clinching 


CHICAGO, ILL. 











Accept No Substitutes 











MARION, N. C.—A plant for the 


M:z nu. ¢, 
\ 5 ag Lu R- G Ri p manufacture of sanitary equipment 


and appliances will be established. 
F. J. Bates, 21 Broad St., Asheville, 
N. C., is at the head of the project. 
** @ 
MENASHA, WIS.—Le Vee and 
Gmeiner, architect, Appleton, Wis., 
has plans for plant addition to be 
built by School Stationers’ Corp. 
Addition will be one story, 75 x 160 
ft., and will cost $50,000 with equip- 
ment. Harry J. Williams is general 
manager. 
* * x 
NATIONAL CITY, CAL— 
Magic Way Gas Heating Appliances, 
Inc., has plans for a one-story addi- 


tion. Cost is estimated at about 
$40,000 with equipment. 
* * x 

NEW LONDON, CONN.—A. 


W. Bonix, 82 Birch St., Ridgewood 
Park, and associates have organized 
Crown Sheet Metal Works, Inc., 
with a capital of $50,000. H. W. 
Patch, New London, is interested 
in the new company. Organization 
will operate local plant for manu- 
facture of sheet metal products. 
* * x 

NEW YORK, N. Y.—Peters and 
Burke, Inc., has been organized with 
a capital of $20,000 to take over and 
expand the company which has been 
operating as Peters and Burke, man- 
ufacturer of slicing machines, meat 
choppers, etc. Walter P. Burke 
head of the new organization. 
a, ee 

OAKLAND, M E.—Getchell 
Foundry and Machine Works 
planning to rebuild part of its plant 
which was recently destroyed by 
fire with a loss of over $60,000 in- 
cluding equipment. 

7 2 

PHILADELPHIA, PA.—Globe 
Machinery and Supply Co., Inc., 
Des Moines, Ia., has leased 20,000 
sq. ft. in building at Seventh and 
Rockland Sts., for eastern branch 
assembling plant. It will include 
part for storage and distributing 
purposes. 


is 


is 


* * * 


PITTSBURGH, PA.—Sears, 
Roebuck and Co., Arthington Ave. 
and Homan St., Chicago, has bought 
property extending over 4 city 
blocks on General Robinson St., as 
site for new multi-story factory 
branch, storage and _ distributing 
plant, to cost over $2,000,000. 
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R-W salt Bearing lrolleys 


out-live and out-perform all others 


Actual operating experiences in hundreds of plants 
prove the outstanding superiority of R-W Ball Bearing 
Trolleys. It is more than a question of price . . . it is 


efficiency which distinguishes this R-W equipment. 


You can prove this beyond doubt by accepting our 
offer to send you a trolley for a free trial. Like all 
R-W equipment, the R-W Ball Bearing Trolley makes 
good under actual working conditions, pays for itself 
in definite savings. 


Ask for this free trial. Simply tell us your require- 
ments. We will send a trolley of suitable capacity. You 
test it. Send it back at our expense if it does not out- 
perform any trolley in your plant. 


ichards-Wilcox Mfg. G 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


New York Chicago Boston Philadelphia Cleveland G 
is St.Louis New Orleans Des Moines Minneapolis K 
t San Francisco Omaha Seattle Detroit 
ilcox Canadian Co., Ltd., London, Ont Montreal 







e | enon gene postest all 
Short wheel base. H beck ‘when wel 

; shock when trolleys 
Operates easily on : : run together or strike 
curves. stop at end of track. 

















Felt washers prevent 
dust and dirt from 
reaching bearings also 
provide perfect lubri- m 
cation, as felt absorbs ardness and mini- 
oil from oil hole trans- ' mum wear. 
mitting it to bearings 

continually. 











Combination radial 

and thrust bearings. 

Ball races are 
round, balls are 
igh duty. 























To fit the trolley to 
larger sized I-Beams 


adjust by changing 
washers from outside 
face to inside face of 
side plate. 
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DART 


Bronze 








RADNOR, IND.—Great Ameri- 
can Products, Inc., plans operation 
of factory for manufacture of liquid 
and vapor pressure control valves 
and other engineering specialties. 
This company was recently organ- 
ized with a capital of $50,000 by Ira 
Fetterhoff and William H. Ashba, 
Radnor. Edgar Fetterhoff, Radnor, 
is also interested in the new com- 
pany, 





to ees 

READING, PA.—Reading Sheet 
Metal Products Co. plans to re- 
build part of plant recently de- 


stroyed by fire. Loss was close to 
$30,000 including equipment. 
= 4 
RIDGEFIELD, N. J.—Lowe 


Paper Co. is planning a two-story 
addition, 80 x 200 ft., to cost about 
Show your trade the Dart Bronze to Bronze principle and you $50,000 with equipment. Architect 


Bronze 





make a sale. The two bronze seats, properly ground in, with poy apy oy age oo. 
the high grade malleable iron pipe ends and nut assure long "aed 

and satisfactory service. 

Made in all desirable forms—Screwed, Flanged, Ells, Tees, Etc. ROME, MN. ¥.—Adues Foundry, 


Inc., has been organized and will take 
over and expand local company of 
E. M. DART MANUFACTURING CO. same name, specializing in production 
Providence, Rhode Island of gray iron castings. Louis J. 
Sales Agents The Fairbanks Company, New York and at all branches Schneible, 100 W. Pine a, is inter- 

Canadian Factory: Dart Union Company, Ltd., Toronto, Canada ested in the new company. 


. 6 @ 
ROYERSFORD, PA.—J. Arthur 
Nelson, 652 Main St., and associates 
IMPERIAL Announces have formed Dutton- Nelson, Inc., 
with capital of $50,000 and plan op- 


. eration of local factory for manufac- 
A Complete New Line of ture of heating and ventilating equip- 


PAINT SPRAY ment, to include repair facilities. 








Harold E. Dutton, 169 Essex Ave., 
E Q UIPMENT Lansdowne, Pa., is an official of the 
new company. 
Within the next few weeks, Imperial will present a * * * 
complete new line of paint spray equipment. This ST. LOUIS, MO.—Chandeysson 
line will give you a new conception of the ease, Electric Co., 4092 Bingham Ave., 


efficiency and economy of paint spraying. There are 
Imperial Paint Spray Guns to meet every painting 
requirement—junior sizes for the smaller jobs and 


has plans under way for one-story 
adition, 80 x 200 ft., to cost about 




















larger sizes for heavy duty work. You should not $40,000 with equipment. 
purchase any gun until you have seen the Imperial. ~ 
You will be amazed at the simplicity of its working ST. PAUL, MINN.—American 
parts and the efficiency of its performance. It is the Agricultural Chemical Co., 420 Lex- 
easiest gun to take apart and reassemble for cleaning ington Ave., has purchased property 
that we know of. as site ior new plant for production 
There are complete Imperial Paint Spray Outfits, oo commercial fertilizers. Project 
too—compressors, tanks, filters and regulators that will cost over $150,000 with ma- 
are marvels of efficiency and economy. Write today chinery. 
for information about this outstanding new line. edt ic 
SEATTLE, WASH.—Bids will be 
. taken soon by the University Hotel 
The Imperial Brass Mfs. Co. Garage Co., Brooklyn Bldg., on gen- 
511 So. Racine Ave., Chicago, U. S. A. oval anatenet Sun xeaay SOR Sone 


ment service, repair and garage build- 
ing, 115 x 125 ft., to cost over $100,- 
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000 with equipment. Welton D. 
Becket, Brooklyn Bldg., is architect. 


* * xX 


STOCKTON, CAL.—Holly Sugar 
Co., Colorado Springs, Colo., plans to 
build a new beet sugar mill about 6 
miles from Stockton to include power 
house, machine shop and other units, 
entire project to cost over $1,000,000 
with machinery. 


* * * 


TOLEDO, O—Mutual Heat- 
ing and Mfg. Co. has plans for a 2- 
story power house, 100 x 400 ft., to 
cost over $200,000 with equipment. 
Mills, Rhines, Bellman and Nord- 
hoff, Ohio Bldg., is architect and 
engineer. 

i + 

WACO, TEX.—Bids are being 
asked by Construction Division, 
Veterans’ Bureau, Washington, until 
Feb. 20 for work at Veterans’ Hos- 
pital, including ice-making plant, 
boiler plant, water-softening system, 
electrical system, etc. 


* * * 


WAUKEGAN, ILL.—Board of 
Education is planning a vocational 
training school to cost over $100,000 
with equipment. Shattuck and 
Layer, 134 N. La Salle St., Chicago, 
is architect. 

* * * 

WAYNESBORO, VA. — City 
Council, I. G. Vass, city manager in 
charge, plans installation of pumping 
machinery, power equipment and 
other mechanical equipment in con- 
nection with proposed extensions 
and improvements in municipal 
waterworks to cost about $150,000. 


* * * 


WILLIMANTIC, CONN.—Wil- 
limantic Silk, Inc., is building a one- 
story plant, 53 x 222 ft. Motors 
and other electrical equipment will 
be purchased. 

= 

WYANDOTTE, MICH.—Michi- 
gan Alkali Co. has approved plans 
for a new carbon ice-manufacturing 
plant, adjoining chemical manufac- 
turing works, to cost over $100,000 
with machinery. E. L. and J. B. 
Ford, Jr., are vice-presidents. 


* * * 


YOUNGSTOWN, O.—Shell Pe- 
troleum Co., Shell Bldg., St. Louis, 
Mo., plans to build a warehouse and 
distribution plant, at an estimated cost 
of over $100,000. 





A NEW ano PROFITABLE 
ITEM ror DISTRIBUTORS 


Reliability Safety 





DUPLEX WATER FEEDER 


Outstanding Features 


1—Direct to boiler feed. 

2—Integral strainer. 

3—Ease of valve removal. 

4—Monel metal valve and seat. 
5—Absence of stuffing boxes. 
6—Maximum protection at small cost. 





No. 824-A— 
DUPLEX FEEDER 


Distributors 


The Kieley & Mueller Line is OK’d by authori- 
tative engineers. Easy to sell and very profitable. 


KIELEY & MUELLER, INC. 


34 WEST 13TH ST., N. Y. CITY 























Selling 
Strength 


N appearance, quality, economy, dependability and 

safety, Torchweld welding and cutting equipment 

leads. Torchweld distributors are in an enviable posi- 
tion from any standpoint. 





Torchweld equipment and supplies have important fea- 
tures, which are exclusive to this line—features which 
enable distributors to push price aside and sell strictly 
on merit. Our proposition should interest you. It is 
exclusive—and a money maker. 


Write to us for Specific Information 





TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., - - - - Chicago 


For Steady Profits—Sell Tha 
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HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 


generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details today on Distributor 
Plan. 





W.O.BARNES CO., 


1297 Terminal Ave. 
DETROIT, MICH. 





And Back of It All 
v vv PROFITS 





AUTOMATIC 
INJECTORS 


The distributor can well afford to 
put concentrated sales effort behind 
U. 8. Automatic Injectors. More than 
700,000 satisfied users attest their 
efficiency, reliability, safety and 
economy. That is a convincing argu- 
ment. There's a great field for sales 
of these superior safety devices, both 
to new users and as replacements. 
And sales of U. S. Automatic In- 
jectors pay the distributor well for 
the efforts he and his salesmen 
expend. 


Write Today for Our Distributor Plan— 
with Established Resale Prices 


AMERICAN 
INJECTOR 
COMPANY 


Detroit « Michigan 





INC. | 


|W. I. Buhl, president of the Buhl Co., 
and George R. Stege, Jr., sales manager. 





(Continued from page 85) 


| New “Caterpillar” Booklet 

“Traction for Action” is the name 
|of a new leaflet being issued by the 
| Caterpillar Tractor Company, Peoria, 
Illinois, which aims to picture the 
'why of track type tractors. Pictures 
of these tractors in use make up the 
greater part of the book. 


”* ££ 


| Personnel Changes in Inter- 
national Harvester 


Several changes have been made in 
| the International Harvester branch 
‘management. G. P. Donovan was 
transferred from the position of as- 
|sistant manager at Louisville, Ken- 
|tucky, to the same position in Par- 
|kersburg, West Virginia; and H. P. 
| Thieman, formerly in industrial trac- 
itor sales work at the Chicago office, 
has been appointed assistant manager 
lat Louisville. 
| Karl W. Freeman, who had been 
|blockman, Des Moines, Iowa, has 
| been promoted to assistant manager 
at Council Bluffs, Iowa, and A. J. 
Peterson, formerly assistant manager 
at Council Bluffs, is now branch man- 
ager at Salt Lake City, Utah. 





John C. Cleaver, president of J. C. 


Cleaver Company, Inc rated, Ore- 

gon, Illinois, standing beside his newest 

model tank car heater. Burton Haws 

and Pullman Lowden, vice-presidents, 
are at the right. 














ECONOMY 


A Line of Proven Quality 


Service on Your 
Special Size Orders 


ECONOMY 
Safety 
Set Screws 


Socket Head 
Cap Screws 





Headless Set Screws 
(In Machine Screw Sizes) 

Special Screw Machine 

Products Made to Order 


Distributors find our line 
profitable. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 


A Chance to Save 
++ with HETTRICK 


; V4 E are prepared to offer pro- 
gressive distributors an attrac- 
tive money saving proposition 
in handling HETTRICK Gen- 
uine Stitched Canvas Belting. 
And money saved is money 
earned. 








| 
} 











Hettrick belting is economical 
and fully guaranteed as to 
quality and performance. From 
the HETTRICK line you can 
fill all your customers’ needs 
for stitched canvas transmis- 
sion, elevator and conveyor 
belting to their complete satis- 
faction. Write to us for details 


of our distributor policy. 


HETTRICK MFG. CO. 


Summit and Magnolia Streets 
TOLEDO OHIO 


Genuine Stitched Canvas Belting, see 
Page 156 in the MILL SUPPLIES 


i= further information on Hettrick 
CATALOG ©& DIRECTORY.) 
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CHASE 


An Easy Line to Sell 


CS roller bearing trucks and 
industrial cars provide an un- 
usual opportunity for the mill sup- 
ply distributor who is anxious to 
sell items that move fast and carry 
a substantial profit. 


SHEET METAL TRUCK 
STYLE 44 








Chase trucks and industrial cars 
find a ready market everywhere in 
industry. Made under rigid super- 
vision, they are strongly con- 
structed, smooth running and easy 
to handle. Dependability and long 
life are inherent characteristics. 


Send for catalog No. 300 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


Manulacturers of Roller Bearing Trucks and 
Industrial Cars of all kinds 





TWO GOOD 


SELLERS 


The “Badger” 
Car Mover and 
“Advance” Safe- 
ty Car Wrench 
are both fast 










sellers — and 
profitable for dis- 
tributors. They 


are an ideal pair 
to sell in com- 
bination. 


The ‘‘Badger’’ 


Car Mover 
This great mover is 
one man _ operated, 
with compound lever- 
age and_ slip-proof 
spurs. It is quick, ef- 
ficient and economical. 
Weight, 17 pounds. 


Write for further details on these two items, 
and for our distributor terms. 








APPLETON WISCONSIN 











I. 
Company, 
vania, shows nice order to L. C. Perry, 
St. Louis representative of Good Roads. 


W. Kitts, Good Roads Machinery 
Kennett Square, Pennsyl- 








| ager at Topeka, Kansas. 
: & & 


Paul J. 








C. D. Roice is at Hutchinson, Kan- | 
| sas, as assistant manager, after serv- | 
| ing for some years as assistant man- | 


Paul J. Sampson with Emsco | 
Sampson has joined the | 


| sales organization of the Emsco in- | 


Northern California. Mr. 
was formerly purchasing agent for 


the Caterpillar Tractor Company, 
| San Leandro, California. 
| a 


New Trackson Plant Em- 
bodies Modern Ideas 


Ideal manufacturing conditions and 


terests of Los Angeles, operating in | 
Sampson | 


the most modern facilities are found | 


in the new factory of the Trackson 
Company at Milwaukee. In design, 
arrangement, and equipment, every 
provision has been made for high- 
speed, quantity production. 

The main unit of the factory is a 
one-story, brick building which houses 
the heat treating department, ma- 
chine shop, riveting, painting, assem- 
bling, inspection, and shipping depart- 
ments, a tool crib, and a storage room. 








Edward A. Etnyre of E. D. Etnyre and | 
Company, Oregon, Illinois, looking over | 
Construction Equipment with J. N. | 
| Byrd of Mexican Petroleum Corpora- | 
| tion, and J. L. Long, Chicago represen- | 
tative of the Etnyre company. 














PROFITABLE 
SELLING 


Specialty Sales 
Yield Desirable Profits 


Davis Valve Specialties conform 
to each of the three factors rec- 
ognized as essential by experi- 
enced distributors. 

Complete Line—a valve specialty for 


every automatic pressure regulation 
requirement. 
Distinctive Design — effective simplicity 
proved sound by years of performance. 
Established Reputation — over 50 years 
on the market gives Davis Valves wide 
acceptance. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 





MS2-Gray 








Every Mill Supply Salesman 
has found that in some instances a 
general service babbitt will not meet 
a customer's requirements. For ex- 


tremely high speeds and for heavy, 
crushing strains, a metal with greater 
resistance is required. 





Our Distributors meet this need eas- 
ily with our “Nickel Genuine” Metal. 
It contains no lead, but is amalga- 
mated with nickel, which gives bear- 
ings a polished finish that lessens 
friction and reduces wear. 


“Nickel Genuine” has a high melt- 
ing point, tensile strength of 13,500 
pounds per square inch, and a crush- 
ing strength of more than 26,000 
pounds per square inch. 


*'Frictionless,”’ on, peer serv: 


ice metal, and ‘Nickel Genu- 
ine’’ are a winning combination 
for Distributors. Ask for prices. 


Frictionless 


1458-60 Collins Street 
SAINT LOUIS, MO. 
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ARM wa HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 





Sold Through 


Distributors 


Prompt Shipments | 
Made from Stock | 


| 





COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrcught Iron and Steel 











FALL IN! 


The New Year’s profit-parade 
has started, led by the ladders 
it’s hard to fall off. Take your 
place; get in step. Daytons for 
years have led 
the way. Good 
per-sale profit; 
fast, self-starting 
sales. Nationally 
advertised. Sizes 
3 to 16 feet. 


Ask Dept. MS-2 
about big-profit 
sales opportunities 
still available. 


The Dayton Safety Ladder Co. 
121-123 W. Third St. Cincinnati, Ohio 


ext INDUSTRY Eo, 


= 


DAYTON 


Safety Ladder 


(Patented) 
































R. G. Folz manages the construction 
equipment end of the business for the 
Queen City Supply Company. 





The four outside walls of the build- 
ing consist almpst entirely of glass 
windows, which, with the aid of win- 
dows in the monitor type roofs, pro- 
vide excellent lighting and ventilation. 

The new all-electric heat treating 
department is said to be one of the 
most modern and complete of its kind 
in the country. It is equipped with 
electric furnaces for heat treating and 
carburizing the steel castings which 
are employed in Trackson equipment. 
The carburizing furnace is equipped 
with gas tight retorts, so that the 
work may be carburized with a special 
carburizing oil, a process which has 
proved to achieve more uniform re- 





R. W. Moon, vice-president and gen- 
eral manager, Moon Track Company, 
Chicago. 





DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. ed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 







Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S. 























100% SUPPORT 
for DISTRIBUTORS 


That's exactly what the Monarch 
Metal Company provides you 
when you take on that well 
known and widely endorsed line 
—MONARCH BALL METAL. 
And the support Monarch offers 
is real—the kind that encourages 
you to take advantage of the 
broad demand that already exists 
for MONARCH BALL METAL. 
Here is a real seller—and the 
profits are good. 


Monarch h Metal woompany 


blished 1895 
119 S. iinocies St., Chicago 
Manufacturers of 


MONARCH 
Ball Metal 





The Steel Process Babbitt 
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Square Facts Why 
Red Shield” DRILLS 
Should be Used 
































—— Lese 
struction breakage 
Less More Less cost 
grinding holes per hole 





























Leading distributors sell Red Shield P 


Drills because customers create new 
trade by constantly recommending their 
results. 


THE STANDARD TOOL (0 
CLEVELAND 


New York Chicago 











Simplex 
J acks 








Every field of industry—Railways— 
Mines — Contractors — Utilities — Oil 
Companies, etc., will attest to the qual- 
ity and performance of Simplex Jacks. 

Our line covers Industrial Jacks— 
Screw Jacks—Track Jacks—Pipe Push- 
ing Jacks—Pole and Reel Jacks and 
Trench Braces. 


Sold thru distributors only 
Write for descriptive literature 


Templeton, Kenly & Co. 
Est. 1899 
Chicago 





4 


Sith 








| 
A. E. Porter, salesman for Brown Sites | 


Company, New York, has recently in- 
vented an electrically operated lift for 
pleasure boats up to 70 feet in length. 
Eighteen hoists are operated from one 
motor and raise the boat directly out of 
the water instead of pulling it up a run- 
way. The first lift is now in operation 
at Jacob’s Ship bea City Island, New 
ork. 





sults in less than half the time re- | 


quired by former methods. The fur- 
naces and the quenching tanks are 
laid out in a row, with an overhead 
monorail for handling the covers and 


for lifting materials into and out of | 


the furnaces. 


The latest type of machine tool 
equipment, with individual motor 
drives, has been installed in the 


machine shop. The store room and 
tool crib in the new plant are located 





in the center of the floor, where they | 


D. H. DeVinney, representative, Metal- 
weld Incorporated, and L. B. Kester, 
Kester Machinery Company, Winston- 
Salem, North Carolina, are all set to 
demonstrate a traveling model Metal- 




















weld Worthington portable air com- 


pressor. 








TUB 


2 : 
Sa 
= 


Monel, 


for 


PIPE and 





E COILS 








Copper, Brass, 
Aluminum, Nickel, 


and Block Tin 


All Shapes and Sizes 
Are Profitable Sales 


Distributors 


ARTHUR HARRIS @& CO. 


Coppersmiths - Engineers 
210 N. Curtis St., Chicago, Ill. 


Established 1884 











The M 


The Marion 


plant. 
from side or e 


The margi 


osition and 


and flat 








ARION Dolly 


sells easily 
when demonstrated 


dolly is ideal for use in ware- 


house, storeroom, loading platform, industrial 
Built to last, as agile as an eel in 
crooked, narrow aisles, it turns on a dime yet 
stays put while one man loads or unloads 


nd. All that’s needed to sell 


them is intelligent demonstration. 


n of profit is attractive. 


Write us today for our dealer prop- 


descriptive literature. 


Marion Malleable Iron Works 
920 Miller Ave. 
Marion, Indiana 





Made in 6 models—low wheel, high wheel 


top—a model for every purpose. 
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are convenient to other departments. 
Adjacent to the main factory build- 
ing is a large, steel warehouse which 
Emery Wheel | provides 10,000 square feet of stor- 
Dressers | age space for materials used in the 


— 







_and also for completed machines 
| which are ready for shipment. Part 


| of this building is used by the experi- 

They Sell | mental department for disassembling 
| and examining the experimental ma- 

because they | chines which are tested on the prov- 
| ing grounds before a new model is 


put into production. 


The bushing, pin, and 


Cutters can be easily . . 
and instantly removed | their months of testing. 


teeth. sie : 
” | > . ‘ ‘a 
Their longer life and | building and the warehouse, is served 


! at e F . ° e 
ee eee | ties for shipping direct from the 


The VINCENT STEEL | factory. 


2434 Bellevue Ave., 
DETROIT, MICH. 
Send for catalog and 
our proposition 
| ing industrial section. 


AAAAAAAAAAAAAAAAAAAAA 


A Large Stock Is 


Unnecessary fora profit- 
able business on 
HARPER 


Brass and Bronze | 


Bolts » Nuts » Washers 


There is no need for distributors to pass | 
up the constantly growing business on brass | 
and bronze bolts, nuts and washers. A small | 
stock of certain standard Harper items—to | | 
answer immediate calls—is all you need to | ~% 
carry on hand. If your business at present | § 
does not justify your carrying even the | 
——_*\ smallest stock, then | 
we are equipped to | 
give you prompt | 
service from our | 
large stock on all | 
standard items, — | 
and special sizes 

ams and types can be 

: shipped to you 

i | within three to four | 











\ THE 
| HOM HARPER 
MPANY 





Ask for our Complete 
Catalogue and Distribu- 
he J tor Arrangements. 


| 

| 

| 
days. | : 

| 


| L. L, Adams, sal ith Sager- | 
THE H. M. HARPER Spuck F wa Comeaee, eatneceted,, | 


COM P ANY | Albany, New York, personally super- 


: vises the shipment of heavy contractors’ 
2622 Fletcher St., Chicago, Ill. | equipment he sells and that is the reason 
for the leather jacket. 














manufacture of Trackson equipment | 





are Better! | The proving grounds which adjoin | 


the plant consist of 20 acres where | 
cutter teeth are specially | the trial machines encounter varying | 
heat treated. | ground and weather conditions in | 





from handle. Cutters! The loading platform, which ex- | 
are full size and have 18 | tends along one side of the main | 


more efficient dressing | by a spur track of the C. M. and St.P. | 
performance guarantee | Railroad, affording convenient facili- | 


PROCESS CO., | The new plant is surrounded by | 
| well-kept, terraced lawns, and is lo- | 
| cated on the south side of Milwaukee, | 

in the heart of a new, rapidly grow- | 


HIGHLY 
DESIRABLE 


The Vulcodisc 


A Williams 
Valve with a 
dependable 
disc in a 
Jiffy Slip Holder 












Ideal for all around use, the 


Vulcodisc is a dependable valve for 
power, heating, and the many re- 
quirements of modern _ industrial 
plants. The disc is unusually strong, 
long lived, and easily renewable. 


Williams Valves are highly desir- 


able both for you and your buyer. 


THE 
| | D.T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 




















Wire Brushes for every 
Heater or Boiler 


A ag Bagh. 
VyateSe by Vga \ st 
g yer oa) be 
rat ee 


\ 





Boiler Tube Cleaners— 
Sectional and House Heat- 
ing Flue Brushes. 


Write for samples and 
prices on this economical 
and efficient line. 


WORCESTER 
BRUSH & SCRAPER CO. 


34 Austin Street Worcester, Mass. 
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There wo 





n’t be 


any ‘soldering problem’ this year 
... weve licked it with Kester!” 








Once Kester goes to work in a factory, there isn’t any such thing 
as a soldering ‘“‘problem.” 

Kester makes soldering simple—and certain. It'll speed up pro- 
duction, reduce labor cost and insure more uniform, more satisfac- 
tory work. It puts an end to rejections because of faulty soldering! 

The secret is “flux control.” When the soldering crews mixed 
their own fluxes, their work was bound to be slow, and uncertain. 
But with Kester, the fluxes are right there inside the solder — 
protected against evaporation, decomposition and contamination. 
It takes a lot less time to use Kester—and you'll be sure of uniformly 
good soldering results. 

Write to our Industrial Development Department for advice— 
and request a free sample of Kester Solder. There’s no obligation. 
Write us today. Kester Solder Company, 4215 Wrightwood 
Avenue, Chicago, Illinois. Incorporated 1899. 





ACID-CO 
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Dagget Ball Bearing Loose Pulley 


“CHICAGO LINE” 
Ball Bearing Equipment 


Moves Quickly— 
at a Good Profit 


The Daggett Ball Bearing Loose 
Pulley illustrated above is one 
of the several items in the “Chi- 
cago Line” of Ball Bearing 
Equipment—a line that makes 
distributors’ efforts well worth 
the while, for sales are many 
and profits substantial. “Chicago 
Line” equipment is going strong, 
not only because of its inherent 
quality, but also because of the 
constantly increasing use of ball 
bearing equipment in industry. 


DAGGETT 
(Ball Bearing) 
Loose Pulleys 
Hanger Boxes 
Friction 
Clutches 
Countershafts 
Many leading industrial distribu- 
tors in the United States are 
meeting marked success in sell- 
ing “Chicago Line” equipment. 
The same opportunity is open to 
a number of other distributors 
in various sections. 


Send for our Catalog and 
Distributor Plan 
CHICAGO PULLEY 


& SHAFTING CO. 


19 N. Desplaines Street 
CHICAGO 





Merchandising Committee 
Has Been Active 
(Continued from page 33) 
trial supply distributor can improve 
his position, and will when he finally 
realizes that the job cannot be done 
by the Joint Merchandising Commit- 
tee alone but that the committee must 
be backed by each individual dis- 

tributor.” 

That, in a nutshell sums up the sit- 
uation. The merchandising campaign 
will accomplish just as much as the 
industry wants it to. The committee’s 
program deserves wholehearted sup- 
port. It’s up to you to see that it 
gets it. 





Industrial Distribution Isn’t 
What It Used To Be 


(Continued from page 36) _ 
lines. This means that the old time 


industrial supply salesman who knew 
a little about everything and not 
much about anything, and who de- 
pended upon friendship or some 
hobby, is no longer able to secure the 
attention of the men who actually 
start the requisitions from the branch 
plants. 

If the engineer of the power plant 
at plant “A” wants to buy packing, 
the salesman who calls on him must 
be fully versed and an: expert in rec- 
ommending the proper packing for its 
requirements. If the master mechanic 
or superintendent is having trouble 
with the grinding wheels, he wants to 
talk to a grinding-wheel expert. If 
the superintendent of maintenance 
wants to buy a special leather belt, he 
| has no time to waste upon a sales- 
| man who does not know leather belt- 

However, the salesman, who 





| ing. 
| knows his business well, will always 


| receive careful consideration from | 
| these men who are depending on their 


| judgment to advance themselves in 
| their own organization. The day of 
selling old John Smith because you 
went to school with him has passed. 

You must now sell six or seven 
technical men and also pass success- 
fully through whatever hazards are 
laid down by the purchasing depart- 
ment to secure your order. The in- 
dustrial distributor who is still de- 
pending upon old-time friendships 
and old-fashioned methods is losing 
the business, not only to the manu- 
facturer who sells direct, but also to 
competing distributors whose sales- 
men concentrate on specific lines and 
therefore have a specialized knowl- 
edge of them. 








GROBET SWISS 
FILES 


GROBET SWISS FILES have 
won a reputation for suprem- 
acy wherever accuracy in fil- 
ing is essential, wherever exact 
and precise work must be done 
with files. Likewise the dis- 
tributors of files have come to 
know the promptness of Gro- 
bet shipments. 





In order that our service may 
surpass the service rendered by 
other file manufacturers, we 
have on hand over 3,500 styles 
and types of files ready and 
waiting to be delivered to you 
immediately. 

Orders for Grobet Files, no matter 
how large, how small, or how varied 
they may be are invariably shipped 
on the day of receipt, enabling our 
distributors to fill any order in mini- . 
mum time. 


Ask for Catalog B, and also special 
Catalog CC on Circular Cut files. 


ye 


GROBET FILE CORPORATION 
OF AMERICA 
3 PARK PLACE NEW YORK CITY 




















THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 


Class B. 1 to 20 Ibs. 

Class C. 20 to 70 Ibs. 

Sidelug. 40 to 150 Ibs. 
Nason Time Tested T: and other 
cialties increasingly . - fo 
Write us for catalogs and other sales helps 
we are prepared to offer. 
NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 











FEBRUARY, 1931 


MILL SUPPLIES 





Copper Tubing 


Seamless. Sizes—from ys to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from Ys to 1% 
in, O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from ys to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 


Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 


for prices. 
IE TUBECO. 


“=. BRASS & ALUMINUM 


WOLVE. 


1451 Central Ave. 








DISTRIBUTORS— 


Are You Getting Full Value 
from the Manufacturers’ 
Catalog Section of the 


MILL SUPPLIES 
CATALOG & 
DIRECTORY? 


Many Manufacturers Have 
Provided You with Buying 
Information, Which Will 
Save You Time, Effort and 
Expense. 


USE THIS SERVICE 
REGULARLY 





Who’s Who 


(Continued from page 24) 
Episcopal Church, Birmingham. He 
is a member of the Recess Club, De- 
troit Athletic Club and the Bloom- 
field Hills Hunt Club. He has always 
been fond of fine horses, having rid- 
den since childhood. He still finds 
time to ride almost daily and usu- 
ally keeps one or two well bred hunt- 
ers. In the autumn, his favorite 
pastime is hunting with the Bloom- 
field-Metamora Fox hounds. Besides 
these hobbies he is also a confirmed 
horticulturist, tulips being his favor- 
ite flower. 

In 1924, Mr. Smith married Miss 
Elsa Beck of Detroit. They live in 
the village of Birmingham, in the 
heart of the beautiful Bloomfield 
Hills. 

R. SMITH has very definite 
ideas about the industrial supply 


business and its future. He believes the | 


distributor is entitled to a still more 
important position in the scheme of 
things. He is heartily in accord with 
the resale price schedules 
adopted by many manufacturers in 
behalf of distributors, and thinks all 
such policies should emanate from 


being | 





the manufacturer. He fully realizes | 
also that the distributor must do his | 
part in cooperating with the manu- | 


facturer in order to place industria! 


|distribution on a sounder basis. So 


far as organization is concerned Mr. 
Smith is a strong believer in and 
an advocate of one strong national 
distributor association. 


Factory supply sales department of J. 


| 





. Wing Company, Limited, Windsor, | 
Ontario, Canada. R. P. Merner, buyer, | 


is on the extreme right. 














plant of this company is in Detroit. 


The main | 





A New Way 
to Get More 


Business 
Quick-As-‘Wink Valves and 


Valve Couplings are selling 
wherever shown. 


Almost every smoke-stack 
marks a user of compressed air 
—and a prospect for this new 
line. 


Run down a list of the indus- 
tries in your locality. Figure 
how extensively they are using 
air-tools and you can estimate 
the market for Quick-As-Wink 
Valves and Valve Couplings. 


Sales run from 3 or 4 sets to 
small automotive service sta- 
tions to as high as 300 sets in 
some of the big industrial 
plants. 


Many Supply Houses are cata- 
loging this Quick-As-Wink 
line—putting our special pages 
in salesmen’s price books and 
even having salesmen carry 
samples. 

Any way you look at it—this is an 


interesting invention —that makes 
sales wherever air is used. 


See the typical Quick-As-Wink 
page in Mill Supplies Catalog and 
Directory and send for cuts, price 
book pages, etc. 


C.B. HUNT & SON 


645 McKinley Ave. 
SALEM, OHIO 


Quick-As-Wink 


VALVES and VALVE COUPLINGS 











Meruops shat Mad 


By LUTHER PRESTEGARD 


EARS ago the house-to-house salesman was peered 
at suspiciously from behind half-open doors. Today 


he is admitted whole-heartedly. National advertis- 
ing is largely responsible for this changed attitude. 

If advertising could pave the way for the house-to- 
house man, we reasoned, why couldn’t it do the same 
for the industrial supply man? We have since found that 
it can. While we cannot trace actual sales in dollars and 
cents to our monthly letter to users, we do know that 
it helps our salesmen. Prospects are 
familiar with our name and conse- 


rai Northern Machinery and Supply Company, 
Minneapolis 


Building a business from scratch 

to more than half a mullion annu- 

ally in three years is no small job, 
yet this company has done it 


number of manufacturers whose reputation for quality 
products is of the highest. 

“We have a reason for mentioning these facts. We 
want you to feel confident that we are in a position, both 
financially and otherwise, to carry out any contract or 
agreement you may enter into with us, whether it is for 
the purchase of a single tool or the complete equipment 
of a shop, no matter how large. 

Your inquiries will receive our prompt attention, and 
if you have any manufacturing problems in metal, sheet 
steel or wood, the engineering facilities of our principals 
are at your service without any obligation on your part.” 

Institutional letters are usually followed by strictly 
sales letters such as the following: 

“Inadequate equipment for handling raw or finished 
materials, or materials in process of construction, may 

spell the difference between profit 





quently, our men do not have to 
waste time telling whom they repre- 
sent and what they sell. They can 
immediately launch into the business 
of selling. These letters which we 
send out monthly are often purely 
institutional in tone. Take the fol- 
lowing for instance : 

“The Northern Machinery and 
Supply Company will be four years 
old this fall. 

“Starting from a very modest be- 
ginning in 1926, our sales for 1929 
were over half a million dollars. 

“Today we have a first-class credit 
rating from $125,000 to $200,000. 


by Drewterara 
ve 
“ 
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and loss in your plant. 

“The enclosed bulletin may bring 
to your mind a place where you could 
use some equipment to advantage in 
reducing handling costs. 

“We are prepared to furnish more 
complete information and prices on 
any products shown in the attached 
bulletin and shall welcome your in- 
quiries for anything in the way of 
materials handling equipment.” 

Letters are just one means of 
helping our salesmen sell. Pictures 
are another. Whenever we make an 
installation which might be repeated 
in other plants, we take a photo- 
graph of it and use it in our solicita- 


“Sameer 
= SS 
osm eet te 
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“Today we have eight salesmen, 
specialists in their respective lines, 
with a combined sales experience of 
over 100 years. 

“Today we represent exclusively a 


128 


Our regular monthly letter to 
users has been getting results, 
by paving the way for our 
zalesmen through fa: 
prospects with our services. 


tions. These photographs are par- 
ticularly helpful in selling materials 
handling equipment. Included in the 
installation photographs are: 1. One 
which shows a conveyor system for 
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carrying bins, loaded with small parts to stockroom; 

2. Another shows hoists which are used to handle large 
ring gears. If we had waited until the company came to 
us with their problem on this particular job, the sale 
probably never would have been made. However, in 
going through the plant we noticed that the gears were 
too heavy to be handled by the old equipment. After 
considerable study we suggested the old hoists be used 
for lighter work elsewhere in the plant, and heavier 
equipment be put in to take care of moving the gears. 
Without finding a use for the old installation, I don’t 
believe we could have sold the new. It formerly took two 
men to roll one gear. Now, the new hoist lifts it to place 
under the supervision of one worker. 

3. A third photograph shows an installation for han- 
dling material in a warehouse. It stacks material clear 
to the ceiling. 

4. Still another photograph shows a hoist used to load 
grader blades on a truck. Formerly, it took five or six 
men to load the grader blades but the hoist has elimi- 
nated the work of five men. This picture definitely sold 
a similar installation for $2,500, and indirectly influenced 
several more. These concrete illustrations have proved 
real business-getters. 


( UR weekly sales meetings constitute another sales 

help. All of our men have had a practical technical 
background, but nevertheless, this practical training can 
well be dovetailed with sales psychology. At our sales 
meetings we exchange sales experiences and ideas. Dur- 
ing one of our recent meetings, an experience was related 
which illustrated clearly the importance of constantly 
hammering away at a prospect until he becomes a cus- 
tomer. This particular prospect was one which I never 
seemed able to sell. One day, however, I dropped in 
at an opportune time. The company was moving into 
larger quarters, and wanted some bearings for line shaft- 
ing immediately. The bearings were made in the east 
and it would have taken a long time to get the order 
direct from the manufacturer. The company had tried 


An overhead monorail system which we sold for 
handling material in a warehouse. 
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Our Sales Mount — 


several services but had been unsuccessful. I agreed to 
get the bearings somehow. | telephoned a distributor in 
Milwaukee right away and he promised to send them 
express. They arrived the following morning. Needless 
to say that customer is now one of the best on our books. 

Seldom does a 
sales meeting go by 
without a discus- 
sion of the evils of 
price cutting. Just 
the other day our 
house was asked to 
quote on a machine. 
The buyer called up 
later and said that 
our competitor had 
cut under our price. 
He wanted to know 
what we could do 
for him. “You have 
our best price,” said 
I. Then I went on 
to ask him what he 
furthermore would 
do if one of his dis- 
tributors cut the 
price of his product. 

“We'd probably 
take him off our list,” was the reply. 

“Well, that is what would happen to us if we cut our 
price to you.” 

We got the order. 

The longer we are in business, the more apparent it 
becomes that buyers prefer to deal with a legitimate 
house, that has one price, and is sticking to it. 

One of our men had a similar experience which empha- 
sized this trend. We were asked for a quotation on an 
item. It happened that our competitor had given the same 
quotation with the remark that before the buyer placed 
his order, he was to call him. The buyer asked our man 
what that salesman meant. The buyer replied, “If he 
proposes to cut his price below the lowest bidder, I prefer 
to give you the order.” 

It is significant that this buyer was not an old customer. 
It is also significant that our competitor had put in his bid 
first. If he had not suggested his willingness to cut the 
price, he undoubtedly would have been favored. Ap- 
parently, price is no longer the buyer’s Bible. 


This conveyor system for car- 

rying bins, loaded with small 

parts, to the stockroom was 
sold by one of our men. 


HECKING back, it seems to me that, by paving the 

way for our salesmen with monthly letters; pro- 
viding them with photographs of successful materials 
handling installations; exchanging sales experiences at 
weekly meetings ; we are making it easier for our sales- 
men to sell. We know that these methods related here 
have aided greatly in skyrocketing our volume from 
scratch in, 1926 to a half-million in 1929, 
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ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co 


ARBORS 
rown & Sharpe — Co. 
pe Bd Twist Drill Co. 
Morse Twist Drill : Machine Co. 
Whitman & Barnes, Inc. 


AWLS 
Goodell-Pratt Co. 


BABBITT METALS 
Buffalo Fdy. & Machine Co. 
Dodge Manufacturing Corporation 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Codge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
s . F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
S K F Industries, Incorporated 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 


BELT a 
The Bristol Compan: 
Clipper Belt Lacer —_ 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
Safety Belt Lacer Co. 

BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Johnson Belting Co. 
Chas. A. Schieren Co. 

BELT SHIFTERS 
T. B. Wood's Sens Co. 

BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 

BELTING CANVAS 
Hettrick Mfg. Co. 
Johnson Belting Co. 

BELTING, CONVEYOR 

Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 


Co. 
The Mechanical Rubber Co. 
Pioneer Rubber Mills 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 


Johnson Belting Co. 

Chas. A. Schieren Co. 
BELTING, LINK 

Chas. A. Schieren Co. 

Graton & Knight Co. 
BELTING, ROUND 

Chicago Rawhide Mfg. Co. 

Graton & Knight Co. 

Johnson Belting Co. 

Chas. A. Schieren Co. 


BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 140 


BELTING, RUBBER 

Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Fw ae Rubber Co. 

hitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 

Johnson Belting Co. 

The Mechanical Rubber Co. 
Pioneer Rubber Mills 

Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co. 
Dayton Rubber Mfg. Co. 
L. H. Gilmer Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


— (WORK), JEWELERS’ 
Leiman Bros. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Goodell-Pratt Company 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 


ae. CHAIN 
Ford Chain Block Co. 
Reading Chain a Block Corp. 
Wright Mfg. 
The Yale & . Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Inc. 
T. B. Wood’s Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS, FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 
Leiman Bros. 
BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 
BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Boasey Forge & Tool Works 
Buffalo Bolt Co. 


Clark Fag ny A Co. 
H. M. Harper Co. (Brass) 


BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
Nut Co. 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BRACES, TRENCH 
Templeton, Kenly & Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
T. B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
SOLID 


American Injector Co. 

Buckeye Brass & Mfg. Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAIL RO. 
a aes Brusn & Broom Mfg. 


The. Joseph Lay Co. 
The Milwaukee Brush Mfg. Co 
The Osborn Manufacturing Co. 


BRUSHES, mad FLOOR, 


as anaes Brush ”& Broom Mfg. 


The Joseph Lay Co. 

The Sieeuke Brush Mfg. Co. 
The rn Manufacturing Co. 
Worcester Brush & Scraper Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 

The Milwaukee Brush Mfg. Co. 

The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
Worcester Brush & Scraper Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 


BUFFERS, ELECTRIC 
The Black S. Decker Mfg. Co. 
Jas. Clark, J ic Co. 
Maratho n Electric Mfg. Co. 
Standard Electrical Tool Co. 
N. A. Strand & Co. 


my y WHEELS 
Cc. B. Hunt & Son 


BUSHINGS, BRONZE 
American Injector Co. 
Buckeye Brass & Mfg. Co. 

Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 
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CALIPERS 
Brown & Sharpe Mfg. Co. 
Goodell-Pratt Company 
The L. S. Starrett Co. 


CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
ge ne a 
. Wall Miz. , Co. 


CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Lansing Company 


CASTINGS, BRONZE AND 
ALUMINUM 


Buckeye Brass & Mfg. Co. 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


o——— GRAY, MALLEABLE 
wn & Sharpe Mfg. Co. 

Hiliols Malleable Iron Co. 

Marion Malleable Iron Works 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
The Cuneo Press, Inc. 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 
—. & Knight Co. 
Rahmann & Co. 
hes A. Schieren Co. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHAIN 
Reading Chain & Block Corp. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHARGING WAGONS 
rbanks Co. 


tt Compan: 
Stanley Blectric Tool. Co. 
CHUCKS, DRILL AND TAP 
Goodell-Pratt Company 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 
CHUCKS, LATHE 
Chuck 


CHUTES, a AND CONCRETE © 


Lansing Compan: 

CLAMPS, Bi BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 


CLAMPS, “C” 
Armstrong Bros, Tool Co. 


Woven 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 


CLEANERS, FLUE 
The Milwaukee Brush Mfg. Co. 
Worcester Brush & Scraper Co. 


CLEANERS, STEEL 
Concrete Surfacing Machinery Co. 








